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Firm  installs 
SDN,  waits 
on  Tariff  12 


By  Bob  Wallace 

Senior  Editor 


FORT  WAYNE,  Ind.  —  Lincoln 
National  Corp.  has  contracted 
with  AT&T  for  one  of  the  nation’s 
largest  Software-Defined  Net¬ 
works  (SDN)  after  evaluating  de¬ 
sign  proposals  from  the  carrier 
every  quarter  for  almost  three 
years. 

The  contract,  which  covers 
10%  of  the  firm’s  voice  traffic,  is 
part  of  a  larger  effort  to  cut  costs. 
The  company  is  now  looking  at 
new  options  for  the  bulk  of  its 
long-distance  business  and  will 
consider  a  Tariff  1 2  custom  net¬ 
work  deal  from  AT&T,  according 
to  John  Chiazza,  a  second  vice- 
president  for  Lincoln  National. 

“All  the  rest  of  our  business  is 
up  for  grabs  to  the  carrier  that 
can  provide  us  the  biggest  savings 
and  the  highest  level  of  service 
and  support,”  Chiazza  said. 

AT&T  currently  handles  80% 
of  Lincoln  National’s  voice  traf¬ 
fic,  while  the  remainder  is  split 
between  MCI  Communications 
Corp.  and  US  Sprint  Communica¬ 
tions  Co. 

Lincoln  National’s  300-site 
SDN,  slated  to  be  cut  over  by  year 
end,  will  save  the  diversified  fi¬ 
nancial  services  company  $1.2 
million  a  year  and  reduce  the  per- 
minute  call  cost  by  almost  1 5%. 

The  SDN  will  be  used  to  link 
widely  dispersed  Lincoln  Nation- 
( continued  on  page  6 ) 
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Annual  budget  survey 
predicts  9%  growth  in  90 


NETWORK 


By  Barry  Gilbert 

Special  to  Network  World 

“A  billion  here,  a  billion  there, 
and  pretty  soon  you’re  talking 
real  money,”  the  late  Sen.  Ever¬ 
ett  Dirksen  (D-Ill.)  once  said  in 
reference  to  the  con¬ 
gressional  budget¬ 
setting  process. 

Well,  we’re  certainly 
talking  about  real  money 
here. 

This  is  budget  season,  and  net¬ 
work  managers  nationwide  are 
trying  to  determine  how  to  justify 
and  allocate  their  1990  budget 
requests. 

For  all  the  common  wisdom 


on  the  value  of  communications, 
the  mission -critical  nature  of  net¬ 
works  and  the  competitive  advan¬ 
tage  one  can  gain  from  informa¬ 
tion  systems  technology,  it’s 
never  easy  to  determine  exact- 
w  o  r  l  d„  iy  how  much  should 
be  spent  on  communi¬ 
cations. 

To  shed  some  light 
on  how  users  are  making  bud¬ 
get  decisions,  Network  World 
commissioned  a  detailed  budget 
study  conducted  this  summer  by 
the  COMM/SURV  division  of  TFS, 
Inc.,  a  Westford,  Mass.-based 
consulting  and  research  firm. 
( continued  on  page  35 ) 


US  Sprint  trumpets 
ISDN  rollout  plans 

Will  offer  PRI  service,  five  advanced  features  on 
nationwide  basis  beginning  in  first  quarter  of  1990. 


By  Anita  Taff 

Washington  Bureau  Chief 

KANSAS  CITY,  Mo.  —  US 
Sprint  Communications  Co.  last 
week  announced  it  will  roll  out 
Integrated  Services  Digital  Net¬ 
work  capabilities  on  a  nationwide 
basis  during  the  first  quarter  of 
1990. 

The  carrier  said  it  will  provide 
ISDN  Primary  Rate  Interface  ser¬ 
vice  and  five  ISDN  features:  dy¬ 
namic  access  to  switched  56K  and 
64K  bit/sec  services;  dynamic  ac¬ 
cess  to  Telenet  Communications 
Corp.’s  packet-switching  net¬ 
work;  dynamic  channel  alloca¬ 
tion;  automatic  number  identifi¬ 
cation  (ANI);  and  a  feature 
dubbed  VPN  PBX  Interworking, 
which  lets  multiple  private 
branch  exchanges  share  call  in¬ 
formation  and  support  a  common 
set  of  features  across  a  virtual  pri¬ 
vate  network. 

Analysts  said  the  ISDN  ser¬ 
vices  are  a  competitive  necessity 
for  US  Sprint  in  its  battle  for  large 
business  users. 

“In  order  for  US  Sprint  to  win 
those  kind  of  customers,  they 
must  offer  capabilities  like  this,” 
said  Daniel  Briere,  president  of 
TeleChoice,  Inc.,  a  consulting 
firm  in  Manchester,  Conn. 

AT&T  announced  ISDN  Prima¬ 
ry  Rate  Interface  service,  along 
with  dynamic  channel  allocation 
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,4s  SNA  milestone  looms, 
IBM  shares  future  vision 


By  Paul  Desmond 

_ Senior  writer _ 

RESEARCH  TRIANGLE  PARK, 
N.C.  —  On  the  eve  of  SNA’s  15th 
birthday,  IBM’s  top  network  ar¬ 
chitects  discussed  the  evolution 
of  the  network  architecture  and 
the  challenges  ahead,  including 
support  for  OSI,  true  peer-to- 
peer  networking  and  enhanced 
net  management. 

IBM  said  it  is  examining  ways 
to  functionally  evolve  Systems 
Network  Architecture  to  support 
dynamic  routing  and  the  dynamic 
addition  of  nodes.  The  company 
will  also  try  to  improve  SNA  as  a 
means  for  linking  local  networks. 
( continued  on  page  8) 


and  ANI  features,  in  April  1988. 
In  May,  MCI  Communications 
Corp.  laid  out  its  ISDN  strategy. 

The  carrier  said  it  would  offer 
a  set  of  ISDN-like  services  provid¬ 
ed  over  users’  current  facilities  by 
year  end.  It  also  said  it  would  in¬ 
troduce  true  ISDN  service  in  the 
( continued  on  page  50) 
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IBM’s  John  Hunter 


User  hustles 
to  salvage 
DNS  network 


By  Jim  Brown 

Senior  Editor 

MILWAUKEE  —  One  of  the 
first  users  of  Northern  Telecom, 
Inc.’s  Meridian  Data  Networking 
System  (DNS)  last  week  said  it 
will  continue  building  a  nation¬ 
wide  private  network  based  on 
DNS  despite  Northern  Telecom’s 
decision  to  scrap  the  product. 

Northwestern  Mutual  Life  In¬ 
surance  Co.,  which  purchased 
more  than  1 00  DNS  nodes,  said  it 
will  move  ahead  with  its  DNS 
project  until  it  can  draft  a  new 
.networking  strategy.  The  compa¬ 
ny  had  hoped  to  use  DNS  nodes 
linked  by  a  wide-area  net  to  sup¬ 
port  local  networks  in  agent  of¬ 
fices,  but  Northern  Telecom  nev¬ 
er  delivered  DNS’  local  net 
capabilities,  and  it  isn’t  clear 
whether  it  will. 

Northwestern  Mutual  Life  had 
outfitted  about  half  of  its  offices 
with  DNS  nodes  before  the  prod¬ 
uct  was  withdrawn  from  market 
(“Northern  Telecom  gives  up  on 
costly  data  net  system,”  NW, 
( continued  on  page  49 ) 


AT&T  to  offer  virtual  net 
for  Michigan  college  group 

AT&T’s  VPN,  which  will  be  filed  under  Tariff  16, 
is  expected  to  let  schools  reap  volume  discounts. 


By  Gail  Runnoe 

Washington  Correspondent 

WASHINGTON,  D.C.  —  AT&T 
last  week  said  it  will  provide  a 
customized  virtual  private  net¬ 
work  (VPN)  that  will  enable  Mich¬ 
igan  colleges  to  pool  voice  and 
data  traffic  to  achieve  greater 
pricing  discounts. 

Under  the  terms  of  the  con¬ 
tract,  which  AT&T  will  file  as  a 
Tariff  1 6  deal,  all  universities  and 
colleges  belonging  to  the  Michi¬ 
gan  Collegiate  Telecommunica¬ 
tions  Association  (MCTA)  can 
elect  to  participate  in  the  Michi¬ 
gan  Academic  and  Governmental 
Network  (MAGNET).  AT&T  says 
the  97  MCTA  members  could  earn 
volume  discounts  that  are  gener¬ 
ally  only  available  to  large  corpo¬ 
rate  users. 

MCTA  is  the  first  group  to  take 
advantage  of  a  new  service  ar¬ 
rangement  that  AT&T  plans  to  of¬ 
fer  to  universities  and  state  gov¬ 
ernments  across  the  country 
(“AT&T  preps  service  for  states, 
schools,”  NW,  Aug.  28). 

Because  Tariff  16  applies 
strictly  to  governmental  agen¬ 
cies,  AT&T  said  it  is  working  with 
MCTA  to  bring  private  colleges 
onto  MAGNET.  An  AT&T  spokes¬ 
woman  said  a  billing  arrange¬ 
ment  in  which  MCTA  acts  as  a  re¬ 


seller  of  the  network  service 
might  be  worked  out. 

AT&T  is  expected  to  file  its 
MAGNET  proposal  with  the  Fed¬ 
eral  Communications  Commis¬ 
sion  later  this  week.  At  that  point, 
details  about  the  service  features, 
rates  and  volume  discounts  will 
be  released. 

Roxanna  Block,  MCTA  vice- 
president  and  director  of  tele¬ 
communications  at  the  Universi¬ 
ty  of  Michigan  in  Ann  Arbor,  said 
MCTA  examined  proposals  from 
US  Sprint  Communications  Co. 
and  MCI  Communications  Corp. 
in  addition  to  the  AT&T  plan.  US 
Sprint  pitched  its  State  Intercon¬ 
nected  Government  Network,  an 
offering  introduced  about  a  year 
ago  that  allows  state  govern¬ 
ments  and  universities  to  share  a 
VPN. 

Block  would  not  discuss  de¬ 
tails  of  AT&T’s  offering  but  said 
“AT&T  offered  a  more  attractive 
package”  than  the  other  carriers. 

She  said  that  if  the  FCC  ap¬ 
proves  AT&T’s  plan,  the  Universi¬ 
ty  of  Michigan  will  join  MAGNET. 
She  declined  to  detail  how  the 
university  could  benefit  from 
MAGNET. 

Robert  Bursick,  director  of 
telecommunications  at  Wayne 
( continued  on  page  51 ) 


T-l  mux  vendors  race  to 
gain  stronghold  in  T-3  mart 

Vendors’  user  base  seen  as  key  to  T-3  success. 


By  Bob  Brown 

_ Senior  Editor _ 

Timeplex,  Inc.’s  acquisition  of 
Broadband  Telesystems  Corp. 
last  month  has  heightened  the 
race  among  leading  T-l  equip¬ 
ment  makers  to  gain  an  edge  in 
the  emerging  T-3  market. 

Timeplex  is  only  one  of  a 
growing  number  of  T-l  vendors 
that  has  either  acquired  T-3  tech¬ 
nology  or  announced  T-3  prod¬ 
ucts  or  intentions  in  the  past 
year. 

The  vendors  with  the  best 
chance  to  capitalize  on  T-3  will  be 
those  with  a  large  installed  base 
of  high-end  T-l  products,  accord¬ 
ing  to  analysts.  It  will  also  be  im¬ 
portant  for  vendors  to  integrate 
control  of  T-3  products  into  exist¬ 
ing  T-l  net  management  systems 
and  provide  a  migration  path  to 
future  standards,  such  as  the 
Synchronous  Optical  Network 
(SONET)  international  standard. 

But  most  observers  said  it  is 
too  soon  to  tell  which  vendors 
will  be  victorious  in  the  T-3  mar¬ 
ket  because  user  demand  is  not 
expected  to  ramp  up  for  a  few 
more  years. 


According  to  Rick  Malone,  a 
principal  at  Vertical  Systems 
Group,  a  consulting  company  in 
Dedham,  Mass.,  the  T-3  business 
will  not  be  profitable  for  any  ven¬ 
dor  until  about  1993. 

Malone  said  he  expects  users 
to  spend  about  $10  million  on 
T-3  equipment  in  1989  and  $18.4 
million  in  1990.  From  there,  user 
spending  on  T-3  equipment  is  ex¬ 
pected  to  grow  about  85%  a  year 
to  reach  $117.5  million  in  1993, 
according  to  a  Vertical  Systems 
report  titled  “T-l  Network  Indus¬ 
try  Analysis:  1989  ” 

The  early  vendor  .  . . 

While  the  market  is  small  to¬ 
day,  vendors  are  wise  to  enter  it 
early,  Malone  said.  Falling  T-3 
transmission  rates  and  increas¬ 
ing  usage  of  high-bandwidth  ap¬ 
plications,  such  as  videoconfer¬ 
encing,  are  creating  a  greater 
need  for  T-3  equipment. 

In  fact,  the  need  to  hasten 
products  to  market  is  what  is  en¬ 
couraging  some  vendors  to  bring 
in  outside  help. 

Timeplex  could  have  devel- 
( continued  on  page  51) 
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Legal  hacking.  Nippon  Telegraph  &  Tele¬ 
phone,  Ltd.  (NTT)  has  announced  a  cash  award  for 
anyone  who  can  successfully  crack  the  encryption 
scheme  it  uses  on  its  private  network.  NTT  said  it 
would  pay  one  million  yen,  or  about  $7,000,  to  the 
person  or  organization  that  can  successfully  decode 
the  64-bit  Fast  Data  Encipherment  Algorithm, 
called  FEAL-8.  The  contest  ends  Aug.  31,  1991-  A 
spokesman  for  NTT  America,  Inc.  in  New  York  said 
NTT  is  sponsoring  the  contest  to  assure  users  that  its 
network  is  secure. 

A  taxing  situation.  The  Banker’s  Electronic 
Data  Interchange  Council  said  it  will  develop  EDI 
standards  that  will  enable  corporations  to  use  the 
National  Automated  Clearinghouse  Association’s 
(NACHA)  electronic  funds  transfer  network  to  pay 
state  taxes.  The  NACHA-sponsored  council  will 
work  with  the  Federation  of  State  Tax  Administra¬ 
tors,  the  National  Corporate  Cash  Management  As¬ 
sociation  and  the  ANSI  XI 2  committee  to  formulate 
the  EDI  message  formats. 

Far-reaching  ISDN.  Communications  Sat¬ 
ellite  Corp.  plans  to  conduct  the  world’s  first  Inte¬ 
grated  Services  Digital  Network  demonstration 
across  three  continents  at  the  Tele-Communica¬ 
tions  Association,  Inc.’s  annual  TCA-89  conference, 
which  will  be  held  Sept.  26  to  28  in  San  Diego.  The 
demonstration  will  feature  a  Basic  Rate  Interface 
link  supporting  picture  telephones,  file  transfer  and 
slow-scan  compressed  video  among  San  Diego,  Sin¬ 
gapore  and  Sydney,  Australia. 


Novell  ships  NetWare  386.  Novell,  Inc. 
last  week  started  shipping  NetWare  386  Version  3  0, 
a  3  2 -bit  implementation  of  its  NetWare  network  op¬ 
erating  system  optimized  for  the  Intel  Corp.  80386 
microprocessor.  Compared  to  earlier  NetWare  re¬ 
leases,  NetWare  386  offers  simplified  installation, 
support  for  up  to  2  5  0  users  on  one  server,  enhanced 
security  and  printer  services,  as  well  as  dynamic  re¬ 
source  configuration. 

Sprinting  ahead  with  FTS  2000.  Last 
week  the  Small  Business  Administration  (SBA)  be¬ 
came  the  first  federal  agency  to  agree  to  buy  en¬ 
hanced  services  from  US  Sprint  Communications 
Co.  as  part  of  the  Federal  Telecommunications  Sys¬ 
tem  2000  contract.  The  SBA  plans  to  use  dedicated 
circuits  from  US  Sprint  to  link  more  than  1 00  offices 
to  its  Washington,  D.C.  computing  center. 

Holiday  threat.  At  least  two  potentially  dis¬ 
ruptive  DOS  viruses  are  expected  to  be  time-re- 
leased  in  the  U.S.  on  Columbus  Day  next  month,  ac¬ 
cording  to  Centel  Federal  Systems,  Inc.,  a  Reston, 
Va. -based  systems  integration  firm  for  the  federal 
government.  The  anticipated  viruses,  which  are  be¬ 
lieved  to  have  originated  from  outside  the  U.S. ,  have 
been  a  hot  topic  of  discussion  among  computer 
hackers,  said  Ed  Hale,  director  of  marketing  for 
Centel  Federal.  In  response  to  the  virus  threat,  Cen¬ 
tel  Federal  has  developed  software  to  help  its  clients 
check  their  software  for  traces  of  the  viruses  and  has 
established  a  hot  line  to  its  security  experts  that  its 
clients  can  reach  at  (800)  843-4850. 


CONTENTS 


Industry  Update 

IBM  and  DEC  may  join  OSI/NMF  as  issues  that  concern  them  near 
resolution,  a  top  official  of  the  group  says.  Page  9 

Telecommunications 

With  the  FCC’s  Open  Network  Architecture  plan  at  a  crossroads, 
supporters  and  opponents  of  ONA  are  looking  to  new  FCC  Chair¬ 
man  Alfred  Sikes  for  guidance.  Page  1 1 

Data  Communications 

Intel’s  Jupiter  Technologies  subsidiary  announces  it  will  develop 
software  for  Intel’s  Fastpath  to  expand  the  capabilities  of  the  IBM 
mainframe  connectivity  product.  Page  1 3 

Local  Networking 

Users  of  Apple  Macintosh  networks  are  getting  an  array  of  new  mes¬ 
saging  capabilities  as  vendors  ship  enhanced  electronic  mail  pack¬ 
ages  and  gateways.  Page  1 5 

Management  Strategies 

After  a  leveraged  buyout  in  1985  put  control  of  Levi  Strauss  in  pri¬ 
vate  hands,  the  company  was  able  to  funnel  additional  resources 
into  carrying  out  a  three-pronged  technology  strategy.  Page  1 9 

Products  &  Services 

Racal-Milgo  introduces  a  microcomputer  network  management 
program  capable  of  controlling  its  Omnimux  8000  T-l  multiplexer, 
CMS  2000  and  the  soon-to-be-announced  Omnimux  7000  channel 
bank.  Page  21 


Inside 

Opinions 

Letters 

Networking  Marketplace 
Networking  Careers 
Calendar 


24 

25 
47 
47 
51 


Network  World  wants  you.  If  you  have  a  news  tip,  please  contact  us. 
We'd  also  like  to  hear  about  unusual  network  applications  and  how 
you’re  optimizing  your  networks  for  performance  or  savings.  Contact 
Editor  John  Gallant  at  (800)  343-6474,  ext.  722,  or  through  MCI  Mail 
at  346-0258. 


Network  World 

Box  9171, 375  Cochituate  Road 
Framingham,  Mass.  01701-9171 
(508)  820-2543 


Second-class  postage  paid  at  Framingham,  MA, 
and  additional  mailing  offices.  Network  World 
(USPS  735-730)  is  published  weekly,  except  for  a 
single  combined  issue  for  the  last  week  in  December 
and  the  first  week  in  January  by  Network  World  Pub¬ 
lishing/Inc.,  375  Cochituate  Road,  Box  9171,  Fra¬ 
mingham,  MAU1701-9171. 

To  apply  for  a  free  subscription,  complete  and 
sign  the  qualification  card  in  this  issue  or  write  Net¬ 
work  World  at  the  address  below.  No  subscriptions 
accepted  without  complete  identification  of  sub¬ 
scriber’s  name,  job  function,  company  or  organiza¬ 
tion.  Based  on  information  supplied,  the  publisher 
reserves  the  right  to  reject  non  qualified  requests. 
Subscriptions:  1-508-620-7760. 

Non-qualified  subscribers:  $3.00  a  copy;  U.S.  — 
$95  a  year;  Canada,  Central  &  South  America  — 
$  1 1 0  a  year;  Europe  —  $  1 65  a  year,  all  other  coun¬ 
tries  —  $245  a  year  (airmail  service).  Four  weeks 
notice  is  required  for  change  of  address.  Allow  six 
weeks  for  new  subscription  service  to  begin.  Please 
include  mailing  label  appearing  on  front  cover  of  the 
publication. 

Network  World  can  be  purchased  on  35mm  mi¬ 
crofilm  through  University  Microfilm  Int.,  Periodical 
Entry  Dept.,  300  Zebb  Road,  Ann  Arbor,  Mich. 
48106. 

Network  World  is  distributed  free  of  charge  in 
the  U.S.  and  Canada  only  to  qualified  management 
or  professionals  who  specify  and  maintain  commu¬ 
nications  equipment  and  systems,  including  voice, 
data  and  video,  as  well  as  to  common  carriers,  con¬ 
sultants,  systems  houses  and  manufacturers  of  com¬ 
munications  equipment. 

PHOTOCOPY  RIGHTS:  Permission  to  photo¬ 
copy  for  internal  or  personal  use  or  the  internal  or 
personal  use  of  specific  clients  is  granted  by  Network 
World,  Inc.  for  libraries  and  other  users  registered 
with  the  Copyright  Clearance  Center  (CCC),  provid¬ 
ed  that  the  base  fee  of  $3.00  per  copy  of  the  article, 
plus  50  cents  per  page  is  paid  directly  to  Copyright 
Clearance  Center,  27  Congress  Street,  Salem,  Mass. 
01970. 

POSTMASTER:  Send  Change  of  Address  to  Net¬ 
work  World,  Box  9172,  Framingham,  Ma.  01701- 

9172. 

Copyright  1989  by  Network  World,  Inc.  All 
rights  reserved.  Reproduction  of  material  appearing 
in  Network  World  is  forbidden  without  written  per¬ 
mission. 

The 
Au^it 


Reprints  (minimum  500  copies)  and  permis¬ 
sion  to  reprint  may  be  purchased  from  Donna 
Kirkey,  Network  World,  Inc.,  375  Cochituate  Road, 
Box9171,  Framingham,  Mass.  01701-9171. 


NETWORK  WORLD  •  SEPTEMBER  4,  1989 

2 


1 


' 

_ 

Service  allows  user  access 
to  carrier  operating  info 


By  Barton  Crockett 

_ Senior  Editor _ 

NASHVILLE  —  BellSouth 
Corp.  last  week  announced  plans 
to  offer  a  service  that  lets  users 
reconfigure  and  obtain  informa¬ 
tion  about  their  networks  by  ac¬ 
cessing  the  carrier’s  internal 
computer  systems. 

With  Customer  Network  Man¬ 
agement/Administrative  Man¬ 
agement  Service  (CNM/AMS), 
BellSouth  will  let  customers  use  a 
terminal  or  microcomputer  to  re¬ 
configure  Centrex  lines  and  T-l 
circuits,  access  billing  informa¬ 
tion,  file  trouble  reports  and  re¬ 
quest  a  variety  of  new  services. 

“This  is  something  users  have 
wanted  for  years,”  said  Bill  Dove, 
director  of  telecommunications 
at  the  University  of  North  Caroli¬ 
na  at  Greensboro.  “It  [will]  help 
us  get  a  better  handle  on  what’s 
happening  inside  our  network.” 

BellSouth  announced  and 
demonstrated  CNM/AMS  here  at 
the  annual  conference  of  the 
Southeastern  Telecommunica¬ 
tions  Association  (SETA),  a  re¬ 
gional  users  group. 

CNM/AMS  will  enable  Bell¬ 
South  customers  to  access  the 
same  information  the  carrier 
uses  to  operate  its  business.  For 


Users  will  be  able  to 
log  onto  BellSouth ’s 
billing  system  and  look 
up  information. 

AAA 


example,  users  will  be  able  to  log 
onto  BellSouth’s  mainframe- 
based  billing  system  and  look  up 
such  information  as  payments  re¬ 
ceived  and  balances  outstanding. 

CNM/AMS  will  also  give  users 
access  to  the  carrier’s  digital  ac¬ 
cess  and  cross-connect  systems 
to  perform  such  tasks  as  rerout¬ 
ing  traffic  on  T-l  lines  running 
from  user  premises  to  BellSouth 
points  of  presence. 

The  service  will  allow  users  to 
electronically  file  trouble  reports 
about  network  service  difficulties 
and  then  monitor  BellSouth’s 
progress  by  viewing  technician 
service  logs  maintained  on  the 
carrier’s  mainframes. 

CNM/AMS  also  lets  a  user  ini¬ 
tiate  or  block  various  Centrex  fea¬ 
tures  such  as  call  forwarding. 

Customers  access  the  func¬ 
tions  via  dial-up  or  dedicated 
9.6K  bit/sec  connections  to  Bell¬ 
South  minicomputers,  which 
work  as  front  ends  to  BellSouth’s 
internal  computer  systems. 

According  to  Ken  Scheinert,  a 
BellSouth  product  marketing 
manager,  CNM / AMS  will  be  avail¬ 
able  throughout  the  carrier’s 


nine-state  service  area  by  the  first 
quarter  of  1990  and  will  cost  ap¬ 
proximately  $10  to  $20  per 
month,  depending  on  the  number 
of  features  used. 

Although  other  carriers  cur¬ 
rently  enable  users  to  reconfi¬ 


gure  Centrex  lines  and  T-l  lines, 
Pat  Greene,  BellSouth’s  vice- 
president  of  marketing,  said  no 
other  regional  Bell  holding  com¬ 
pany  lets  users  access  billing, 
trouble  reporting  and  service  re¬ 
quest  systems. 

But  other  carriers  such  as  MCI 
Communications  Corp.  and 
AT&T  have  already  announced 
plans  to  offer  services  similar  to 
CNM/AMS  as  part  of  their  respec¬ 
tive  Integrated  Network  Manage¬ 


ment  Services  and  Accumaster 
network  management  offerings. 

Several  users  at  the  SETA 
show  praised  carrier  efforts  to 
provide  these  kinds  of  capabili¬ 
ties.  “I  need  to  get  better  access 
to  this  kind  of  information  so  that 
I  have  a  better  idea  of  what’s  go¬ 
ing  on  in  my  network,”  said 
Mindy  Kurts,  a  telecommunica¬ 
tions  voice  analyst  at  the  United 
Methodist  Publishing  House 
based  here. 


Some  users,  however,  cau¬ 
tioned  that  the  services  pose 
risks. 

According  to  Gene  Webb,  as¬ 
sistant  director  of  information 
and  communications  services  for 
the  city  of  St.  Petersburg,  Fla., 
opening  up  carrier  computer  and 
switch  systems  increases  the 
threat  of  viruses  and  sabotage. 

“It’s  a  multifaceted  demon,” 
he  said.  BellSouth  executives  dis¬ 
missed  such  security  concerns.  □ 
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capabilities  you  never  thought  possible. 
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DCA  reprices  Irmalan  line, 
adds  client  delivery  device 

Server  pack  downloads  client  portion  as  needed. 

By  Susan  Breidenbach 

West  Coast  Bureau  Chief 


MOUNTAIN  VIEW,  Calif.  — 
Digital  Communications  Asso¬ 
ciates,  Inc.  last  week  announced  a 
new  pricing  method  and  features 
for  its  Irmalan  family  of  local  net- 
work-to-mainframe  communica¬ 
tions  products. 

A  license  for  the  Irmalan  gate¬ 
way,  which  runs  on  a  file  server 
on  any  Network  Basic  I/O  Sys¬ 
tem-compatible  local  network, 
can  now  be  purchased  for  16  or 
64  concurrent  users. 

A  software-only  gateway  will 
work  with  standard  token-ring  in¬ 
terface  hardware;  a  second  ver¬ 
sion  is  bundled  with  an  IBM  Syn¬ 
chronous  Data  Link  Control 
adapter  that  enables  the  server  to 
emulate  an  IBM  3274/76  con¬ 
troller. 

Previously,  Irmalan  users  had 
to  purchase  separate  client  soft¬ 
ware  to  install  in  each  worksta¬ 
tion  accessing  the  gateway.  The 
product  has  been  enhanced  to  al¬ 
low  the  server  software  to  down¬ 
load  the  client  portion  to  work¬ 
stations  as  they  are  added  to  the 
network. 

New  delivery  mechanism 

“We  came  up  with  this  new  de¬ 
livery  mechanism  because  our 
customers  told  us  they  wanted  to 
purchase  a  singl^server  li¬ 
cense,”  said  George  Moore,  vice- 
president  and  general  manager 
of  local  network  communications 
for  DCA’s  personal  computer 


RALEIGH,  N.C.  —  A  North 
Carolina  State  University  faculty 
member  has  sought  the  aid  of  ma¬ 
jor  network  vendors  to  form  an 
ISDN  laboratory  here  that  would 
allow  users  and  vendors  to  devel¬ 
op  ISDN  applications  and  per¬ 
form  interoperability  testing. 

Discussions  on  the  proposed 
Integrated  Services  Digital  Net¬ 
work  lab  are  still  in  the  explor¬ 
atory  stage,  according  to  George 
Abbott,  director  of  special  proj¬ 
ects  in  telecommunications  at  the 
university’s  College  of  Engineer¬ 
ing.  He  is  hoping  the  vendors  will 
provide  services,  equipment  or 
funding  for  the  laboratory. 

Abbott  said  he  is  optimistic 
that  vendors  will  back  the  proj¬ 
ect.  The  companies  he  has  ap¬ 
proached,  including  Northern 
Telecom,  Inc.  and  Southern  Bell 
Telephone  and  Telegraph  Co., 
have  expressed  interest  but  have 
offered  no  formal  backing. 

Members  of  Northern  Tele¬ 


communications  group. 

Other  enhancements  to  the  Ir¬ 
malan  software  include  expanded 
IBM  logical  unit  support  and 
graphics  capabilities. 

The  enhanced  logical  unit  sup¬ 
port  lets  network  administrators 
reserve  a  portion  of  available  log¬ 
ical  units  for  users  or  machines 
that  require  frequent  host  ses¬ 
sions,  while  assigning  a  pool  of 
logical  units  for  users  and  devices 


that  access  the  mainframe  less 
frequently. 

Previous  versions  of  Irmalan 
products  made  logical  units  avail¬ 
able  only  on  a  first-come,  first- 
served  basis. 

The  new  Irmalan  software 
also  provides  full-screen  emula¬ 
tion  of  the  IBM  3278  Model  7  ter¬ 
minal  on  personal  computers 
equipped  with  Video  Graphic  Ar¬ 
ray  adapters  and  NEC  Corp.’s  NEC 
Multisync  II  or  Multisync  HID 
monitors.  This  gives  IBM  Person¬ 
al  System/ 2  users  display  dimen¬ 
sions  of  27  rows  by  130  columns. 

Moore  said  the  Irmalan  en¬ 
hancements  are  evidence  that 
DCA,  which  is  developing  the 


corn’s  nearby  Technical  Educa¬ 
tion  Center  are  advising  the  uni¬ 
versity  on  what  will  be  required  to 
get  the  lab  running,  according  to 
Rick  Gonzalez,  manager  of  edu¬ 
cational  programs  development 
at  the  center. 

“We’re  considering  ways  to 
support  the  project  if  we  can,” 
said  Robert  Morrow,  manager  of 
public  information  for  Southern 
Bell. 

Abbott  began  discussing  the 
idea  with  vendors  about  a  year 
ago,  and  in  June,  he  detailed  how 
the  center  would  be  used.  “A  ven¬ 
dor  or  [user]  that  developed  a 
product  could  bring  it  here  and 
find  out  if  it  will  work  with  other 
products  in  a  multivendor  envi¬ 
ronment.” 

He  said  the  lab  would  be  open 
to  anyone,  possibly  for  a  fee, 
though  such  details  have  not  been 
finalized.  “To  make  it  useful,  it 
has  to  be  open  to  everyone.” 

Other  details,  such  as  the  exact 
location  and  cost  of  the  facility, 
are  yet  to  be  resolved.  Abbott 


communications  server  for  Mi¬ 
crosoft  Corp.’s  OS/2  LAN  Manag¬ 
er  network  operating  system,  is 
maintaining  two  competitive 
strategies  with  respect  to  DOS 
and  OS/2  networking.  “There 
will  continue  to  be  a  lot  of  de¬ 
mand  for  DOS,  and  you  will  see 
some  major  DOS  introductions 
from  us  by  the  end  of  the  year,” 
he  stated. 

DCA,  which  owns  10NET  Com¬ 
munications  with  its  DOS-based 
10NET  network  operating  sys¬ 
tem,  is  also  a  LAN  Manager  licens¬ 
ee  that  had  originally  scheduled 
its  LM  Select  version  of  LAN  Man¬ 
ager  for  release  in  the  first  quar¬ 
ter  of  this  year. 

Moore  declined  to  provide  a 


new  release  date,  but  said  DCA 
was  going  to  start  delivering  LM 
Select  to  beta-test  sites  this 
month. 

“We  have  to  get  delivery  and 
support  mechanisms  in  place  be¬ 
fore  we  can  release  it,”  he  said. 

Making  a  cohesive  whole 

Moore  acknowledged  the 
problems  DCA  has  had  blending 
10NET  Communications  and  oth¬ 
er  acquisitions  into  a  cohesive 
business  operation.  “We  had 
plans  to  bring  everything  togeth¬ 
er  right  away,  but  it  just  isn’t  that 
easy,”  he  said.  “The  relation¬ 
ships  [between  the  different  enti¬ 
ties]  are  so  fragile.  We  have  to  do 


hopes  the  vendors  will  respond 
by  the  end  of  the  year.  He  de¬ 
clined,  however,  to  predict  when 
work  on  the  lab  could  begin  or 
when  it  might  be  opened. 

Abbott  cited  several  possible 
providers  of  ISDN  service,  but 
said  he  hopes  Southern  Bell  will 
offer  ISDN  service  from  the  cen¬ 
tral  office  that  serves  the  univer¬ 
sity.  That  central  office,  which 
does  not  support  ISDN  services,  is 
equipped  with  a  Northern  Tele¬ 
com  DMS-100  switch,  according 
to  Southern  Bell. 

“Failing  .that,  I’ll  have  to  get 
an  equipment  vendor  to  donate, 
loan,  or  sell  us  a  cut-rate  switch  to 
run  this  thing,”  Abbott  said. 

Abbott  thinks  an  ISDN  center 
would  help  the  university  fulfill 
its  obligation  to  serve  the  citizens 
of  North  Carolina.  “We’re  trying 
to  get  ISDN  in  the  hands  of  poten¬ 
tial  users  so  they  can  invent  appli¬ 
cations.” 

He  hatched  the  idea  out  of 
frustration  over  the  “continuing 
litany”  of  ISDN  shortcomings 
cited  by  users  and  vendors:  lack 
of  established  standards,  lack  of 
equipment  and  lack  of  services. 

“I  said,  ‘Maybe  we  can  do 
something  constructive  here.  If 
we  establish  this  kind  of  facility, 


the  integration  carefully,  piece 
by  piece.” 

However,  Moore  added,  “I 
think  we’ve  gotten  out  of  the  leth¬ 
argy  we  were  in  and  are  starting 
to  get  aggressive.” 

Moore  said  DCA’s  traditional 
Irma  board  business  has  re¬ 
mained  strong,  despite  the  trend 
away  from  direct  micro  com- 
puter-to-mainframe  connections 
and  toward  shared  local  network 
links.  The  problem,  he  said,  is 
that  off-the-shelf  distributed  ap¬ 
plications  that  would  really  ex¬ 
ploit  network  computing  haven’t 
materialized. 

“Distributed  applications  are 
coming,  but  they  are  being  cus¬ 
tom-built  for  individual  corpo¬ 
rate  users,”  Moore  said. 

Irmalan  server  licenses  are 
available  now  in  three  different 
packages.  The  Irmalan  802.2 
Gateway  Server  is  priced  at 
$2,995  for  16  users  and  $4,995 
for  64  users.  The  Irmalan  SDLC 
Gateway,  bundled  with  an  SDLC 
board,  costs  $3,495  for  a  1 6-user 
license  and  $5,495  for  a  64-user 
license. 

There  is  also  an  Irmalan 
Distributed  Function  Terminal 
(DFT)  Gateway  2  Server  option 
that  consists  of  a  personal  com¬ 
puter-based  gateway  equipped 
with  as  many  as  four  Irma  boards 
that  attach  the  microcomputer  di¬ 
rectly  to  an  IBM  cluster  control¬ 
ler.  Each  board  supports  up  to 
five  concurrent  sessions,  for  a 
maximum  concurrent-user  total 
of  20. 

Users  of  DCA’s  existing  802.2 
and  SDLC  gateways  can  upgrade 
to  16-  or  64-user  licenses  for 
$995  and  $2,195,  respectively. 

DFT  gateway  users  can  obtain 
software-only  upgrades  for  $195 
per  five  concurrent  users.  □ 


we  can  demonstrate  some  ser¬ 
vices,  do  some  compatibility 
demonstrations  and  maybe  even 
come  to  the  point  of  doing  con¬ 
formance  testing.’  ” 

Although  the  lab  Abbott  envi¬ 
sions  is  similar  to  one  proposed 
for  Rochester,  N.Y.  (“Plan  for 
N.Y.  ISDN  center  moves  ahead,” 
NW,  Aug.  7),  he  said  his  plan  was 
developed  “in  a  vacuum”  and  had 
no  relation  to  the  Rochester  ef¬ 
fort.  The  Rochester  proposal 
calls  for  a  center  that  would  aid 
users  and  vendors  in  the  develop¬ 
ment  of  ISDN  products  and  appli¬ 
cations,  as  well  as  interoperabili¬ 
ty  testing.  The  Rochester  center 
was  proposed  by  two  members  of 
the  North  American  ISDN  Users 
(NIU)  Forum,  but  it  does  not  have 
the  formal  backing  of  the  forum. 

When  he  learned  of  the  Roch¬ 
ester  effort,  Abbott  contacted 
several  members  of  the  NIU  Fo¬ 
rum,  who  expressed  support  for 
his  initiative. 

“The  door  is  open  for  him  to 
come  to  the  forum  and  seek  sup¬ 
port  from  us,”  said  James  Ken¬ 
drick,  chairman  of  the  NIU  Fo¬ 
rum’s  Users  Workshop.  “That 
could  include  all  kinds  of  support, 
such  as  technical  support  from 
the  implementors’  side.”  □ 


Codex  wins 
big  Defense 
Dept,  deal 

By  Paul  Desmond 

_ Senior  Writer _ 

BELLEVILLE,  Ill.  —  The  De¬ 
partment  of  Defense  last  week 
awarded  Codex  Corp.  a  modem 
contract  that  may  be  worth  up  to 
$51  million  over  a  five-year  peri¬ 
od. 

The  Defense  Commercial 
Communications  Office  (DEC- 
CO),  a  contracting  arm  of  the  De¬ 
fense  Department,  awarded  Co¬ 
dex  a  one-year  contract  with  an 
option  for  four  more  years.  The 
contract  calls  for  Codex  to  supply 
an  array  of  dial-up  and  leased- 
line  modems  ranging  in  speed 
from  2400  to  19-2K  bit/sec,  as 
well  as  data  service  units  and 
channel  service  units. 

Defense  Department  agencies 
that  participated  in  the  contract 
will  get  up  to  1,500  modems  per 
month  through  DECCO,  accord¬ 
ing  to  Maj.  Scott  Bowles,  assistant 
deputy  director,  procurement  di¬ 
rectorate  for  DECCO  at  Scott  Air 
Force  Base  here.  Some  civilian 
agencies,  such  as  the  Federal  Avi¬ 
ation  Administration,  will  also 
get  modems  through  DECCO, 
Bowles  said. 

DECCO  decided  to  contract 
with  a  single  vendor  for  uniformi¬ 
ty.  “Now  we  have  a  standard  fam¬ 
ily  of  modems  out  there  for  five 
years,”  he  said. 

Bowles  declined  to  detail  why 
DECCO  chose  Codex  over  its  com¬ 
petitors  or  what  other  companies 
bid  for  the  contract. 

He  did  say,  however,  that 
DECCO  would  pay  a  fixed  price 
for  all  modems  over  the  life  of  the 
five-year  deal.  He  would  not  dis¬ 
close  those  prices  but  said  they 
varied  depending  on  the  options 
chosen  with  each  modem. 

Chris  Carroll,  media  relations 
manager  for  Codex,  said  some  of 
the  modems  will  be  supplied  by 
Codex’s  sister  company,  Univer¬ 
sal  Data  Systems,  Inc.  (UDS)  of 
Huntsville,  Ala.  Both  Codex  and 
UDS  are  owned  by  Motorola,  Inc. 
He  declined  to  specify  how  many 
or  what  type  of  modems  UDS  will 
supply. 

Carroll  also  said  the  contract 
is  part  of  a  corporate  strategy  to 
land  more  government  contracts. 
“This  is  part  of  our  effort  as  a  cor¬ 
poration  to  work  more  in  the  fed¬ 
eral  systems  business,”  he  said. 
“We  view  that  as  a  growth  area.” 

Analysts  said  the  deal  could 
help  Codex  achieve  that  goal.  Ac¬ 
cording  to  Larry  Cynar,  an  indus¬ 
try  analyst  with  the  San  Jose, 
Calif,  consultancy  Dataquest, 
Inc.,  Codex  could  then  point  to 
this  modem  contract  as  it  tries  to 
secure  deals  with  the  Defense  De¬ 
partment  and  other  agencies  for 
products  with  higher  profit  mar¬ 
gins  like  T-l  multiplexers  and 
X.25  packet-switching  equip¬ 
ment.  □ 


N.C  State  prof  pushes  for 
ISDN  operability  testing  lab 

By  Tom  Smith 

New  Products  Editor 
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he  relationships  [between  the  different 
entities]  are  so  fragile,”  DCA’s  Moore  said. 
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Grocery  store 
wholesaler 
banks  on  EDI 

By  Barton  Crockett 

_ Senior  Editor _ 

EDEN  PRAIRIE,  Minn.  —  A 
grocery  store  wholesaler  is  em¬ 
bracing  electronic  data  inter¬ 
change  standards  that  promise  to 
save  it  millions  of  dollars  by  im¬ 
proving  inventory  management. 

Already  recognized  as  one  of 
the  country’s  largest  users  of  gro¬ 
cery  industry  EDI  standards,  Su¬ 
per  Valu  Stores,  Inc.,  based  here, 
is  working  to  adopt  nascent  EDI 
standards  for  receiving  notices 
from  its  suppliers  concerning 
price  changes,  promotions  and 
new  products. 

By  tracking  this  information 
electronically,  Super  Valu  ex¬ 
pects  to  be  able  to  give  its  buyers 
more  timely  and  accurate  pur¬ 
chasing  information.  This,  in 
turn,  should  allow  Super  Valu  to 
better  manage  inventories  and 
run  its  business  more  efficiently, 
according  to  Greg  Zwanziger, 
food  systems  accounting  manag¬ 
er  at  the  company  and  head  of  the 
firm’s  EDI  efforts. 

“We  feel  that  getting  our  sup¬ 
pliers  to  do  this  would  improve 
our  operating  efficiency  by  at 
least  1%,  representing  a  $1  mil¬ 
lion  [per  year]  savings,”  Zwan¬ 
ziger  said. 

“Over  time,  the  efficiency  im¬ 
provements  could  be  much  larg¬ 
er,  around  20%  to  40%,  putting 
the  savings  in  the  multimillion- 
dollar  range,”  he  added. 

Largest  user 

Super  Valu,  which  pulled  in 
$  10.3  billion  in  revenue  last  year, 
is  the  largest  U.S.  user  of  grocery 
industry  EDI  standards,  accord¬ 
ing  to  Ralph  Roll,  vice-president 
of  Dayton,  Ohio-based  Uniform 
Code  Council,  Inc.  The  council  es¬ 
tablishes  the  grocery  industry’s 
EDI  Uniform  Communications 
Standards  (UCS). 

Super  Valu’s  18  divisions  send 
out  anywhere  from  50%  to  80% 
of  their  purchase  orders  via  EDI 
and  receive  30%  of  their  invoices 
via  EDI.  The  company  expects  to 
ramp  up  these  numbers  to  80% 
for  purchase  orders  and  60%  for 
invoices  by  year  end,  according 
to  Zwanziger. 

Sending  and  receiving  pur¬ 
chase  orders  and  invoices  via  EDI 
currently  saves  Super  Valu  in  ex¬ 
cess  of  $1.5  million  per  year  in 
data  entry,  postage  and  labor 
costs,  he  said. 

By  broadening  use  of  EDI  to 
track  notifications  about  price 
cuts,  new  products  and  promo¬ 
tions,  Super  Valu  hopes  to  realize 
a  new  breed  of  savings. 

Although  only  a  few  grocery 
companies  use  EDI  to  communi¬ 
cate  this  type  information,  Super 
Valu  is  trying  to  persuade  its  sup¬ 
pliers  to  pick  up  the  crusade  in  an 
effort  to  improve  inventory  man¬ 


agement,  Zwanziger  said. 

As  a  middleman  to  grocery 
stores,  managing  inventory  is  Su¬ 
per  Valu’s  bread  and  butter.  The 
company  purchases  dry  goods 
and  perishables  from  thousands 
of  suppliers  and  resells  them  to 
independent  grocery  stores.  Any¬ 
thing  the  firm  can  do  to  expedite 
the  delivery  of  goods  and  trim 
purchase  prices  flows  to  its  bot¬ 
tom  line. 

One  impediment  to  managing 


inventories  effectively  is  the  del¬ 
uge  of  paper  notices  the  company 
receives  from  thousands  of  sup¬ 
pliers  about  promotions,  price 
changes  and  new  products. 

Paper  deluge 

Traditionally,  these  an¬ 
nouncements  have  been  mailed 
to  buyers  at  Super  Valu’s  2 1  ware¬ 
houses,  where  they  were  filed, 
entered  into  ledgers  or  given  to 
data  entry  personnel  to  be  input 


into  mainframe  data  bases. 

As  a  result,  buyers  often 
missed  promotions  or  tried  to 
take  advantage  of  price  cuts  that 
were  no  longer  available.  “Buy¬ 
ers  end  up  thinking  they  can  get 
things  at  different  prices  than  the 
vendors  are  selling  them  for,” 
Zwanziger  said.  “This  is  one  of 
the  biggest  areas  that  causes  fric¬ 
tion  between  buyers  and  ven¬ 
dors.”  It  also  costs  Super  Valu 
money. 


The  company  likes  to  stock  up 
when  vendors  offer  particularly 
favorable  short-term  price  cuts, 
but  it  may  miss  the  opportunities 
if  the  buyers  do  not  see  the  pro¬ 
motions.  Likewise,  if  buyers  think 
they  are  getting  price  cuts  that 
are  no  longer  available,  Super  Va¬ 
lu’s  inventories  can  get  needless¬ 
ly  bloated. 

By  getting  vendors  to  deliver 
price  change,  promotion  and  new 
( continued  on  page  50) 


If  you  need  last 

data  transmission, 

go  with  the 
company  that  set 
the  speed  record. 


In  1980,  we  set  the  speed  record  with  the  first  1 4.4  kbps  modem. 
In  1981, we  broke  our  owrn  record  with  the  first  16.0  kbps  modem. 
Then  in  1983, we  set  another  mark  with  the  first  modem  to 
transmit  at  192  kbps.  And  that  record  has  gone  unbeaten  for  six  years. 

Not  only  do  we  set  the  pace  in  speed  and  technology  but 
AT&T  Paradyne  products  are  of  superior  quality  as  well.  So  you  knowr 
your  data  will  get  through.  On  time  and  intact.  Anywhere  in  the  world. 

So  why  go  with  a  company  that’s  been  following  the  pack?  We’ve 
been  setting  the  pace  for  years. 

For  more  information,  contact  your  AT&T  Paradyne  Account 
Executive  or  call  1 800  482-3333,  Ext.  215. 

Europe  (44)  923-55550  Fax:  (44)  923-55638,  Japan  (81)  3-245-0431  Fax:  (81)  3-245-0433, 

Hong  Kong  (85)  25-430083  Fax:  (85)  25-413767  Latin  America  (1)  813-530-2873  Fax:  (1)  813-530-2575 
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Cable  &  Wireless  launches 
new  nationwide  800  service 

Carrier  targets  small  and  midsize  customers. 

By  Gail  Runnoe 

Washington  Correspondent 


VIENNA,  Va.  —  Cable  &  Wire¬ 
less  Communications,  Inc.,  the 
U.S.  subsidiary  of  Britain's  Cable 
&  Wireless  PLC,  last  week  said  it 
will  begin  offering  nationwide 
toll-free  800  service. 

Users  of  Cable  &  Wireless’  Na¬ 
tionwide  800  service  will  be 
charged  a  flat  per-minute  rate 
based  on  the  time  of  the  call; 
charges  will  not  be  based  on  dis¬ 
tance.  Calls  can  originate  any¬ 
where  in  the  U.S.,  Puerto  Rico  or 
the  Virgin  Islands. 

Businesses  will  be  able  to  use 
existing  telephone  lines  for  re¬ 
ceiving  800-number  calls  that 
originate  in  state  and  out  of  state. 
Judy  Durkin,  marketing  manager 
with  Cable  &  Wireless  Communi¬ 
cations,  said  the  service  is  target¬ 
ed  at  small  and  midsize  business 
customers  with  a  need  to  termi¬ 
nate  800  service  on  regular  ac¬ 
cess  lines. 

Three  rates 

There  are  three  rates  for  the 
Nationwide  800  service:  a  day 
rate  of  19-99  cents  per  minute,  an 


BOULDER,  Colo.  —  Raycom 
Systems,  Inc.  this  month  is  sched¬ 
uled  to  introduce  at  the  Tele¬ 
communications  Association, 
Inc.  show  in  San  Diego  a  100M 
bit/sec  fiber-optic  multiplexer 
that  supports  high-speed  virtual 
circuits  between  similar  devices 
or  local  networks. 

The  multiplexer,  the  Fiber- 
Ring  100,  can  be  used  to  link  de¬ 
vices  in  a  point-to-point  fashion 
or  configured  with  up  to  1 5  other 
multiplexers  in  a  ring,  said  Paul 
Adams,  Raycom’s  president. 

Each  multiplexer  supports  up 
to  three  I/O  modules.  Interfaces 
are  available  for  RS-232,  RS-422, 
V.35,  T-l,  Arcnet,  token-ring, 
Ethernet  and  IBM  3270  devices. 
The  base  product  is  priced  with 
one  I/O  module,  and  more  inter¬ 
faces  have  to  be  purchased  sepa¬ 
rately. 

Fiber  channels  are  dedicated 
to  links  between  like  interfaces. 
The  multiplexers  preassign  7M 
bit/sec  to  each  channel  —  mean¬ 
ing  the  total  100M  bit/sec  band¬ 
width  can  support  a  maximum  of 
14  connections.  With  one  I/O 
module  required  at  each  end  of 
these  14  virtual  circuits,  the  max¬ 
imum  number  of  interfaces  a  sys¬ 
tem  can  support  is  28. 


evening  rate  of  16.99  cents  per 
minute  and  a  night  rate  of  13-99 
cents  per  minute. 

Nationwide  800  service  also 
provides  volume  discounts  of  5% 
for  monthly  bills  ranging  from 
$50.01  to  $350, 10%  for  bills  be¬ 


tween  $350.01  and  $1,350,  and 
1 5%  for  bills  over  $1,350. 

Durkin  said  users  will  receive 
call  detail  reports  with  each  bill¬ 
ing  statement.  The  reports  break 
down  traffic  by  hour  of  the  day, 
day  of  the  week  and  day  of  the 
month. 

They  also  show  the  number  of 
calls  made,  the  number  of  min¬ 
utes  billed  and  the  percentage  of 


If  a  user  had  four  I/O  modules 
per  multiplexer,  the  network 
could  consist  of  a  maximum  of 
seven  FiberRing  100s. 

Individual  multiplexers  can 
support  more  modules  using  ex¬ 
pansion  chassis,  each  of  which  re¬ 
quires  one  interface  slot  in  the 
host  multiplexer.  With  the  maxi¬ 
mum  of  two  expansion  chassis,  a 
single  multiplexer  node  can  ac¬ 
commodate  10  interfaces. 

FiberRing  100s  employ  a 
counterrotating  ring  topology, 
similar  to  that  used  in  Fiber  Dis¬ 
tributed  Data  Interface  (FDDI) 
nets,  for  fail-safe  operation.  Each 
multiplexer  has  two  fiber-optic 
transceivers,  one  that  operates  in 
a  clockwise  direction,  the  other 
counterclockwise.  In  the  event  of 
a  cable  failure,  data  moving  in 
one  direction  reverses  direction 
and  is  rerouted  so  it  can  reach  its 
destination,  Adams  explained. 

Net  management  functions, 
supported  using  an  IBM  Personal 
Computer  or  compatible,  include 
the  ability  to  initialize  and  config¬ 
ure  the  multiplexers,  assign 
names  to  multiplexers  and  mod¬ 
ules,  and  perform  loop-back  tests 
after  an  alarm  has  been  received. 

Distance  between  individual 
FiberRing  100s  on  a  network  can 
extend  to  10  km,  Adams  said. 

Raycom’s  FiberRing  100  is  an 


total  minutes  in  each  of  the  above 
time  classifications. 

“Most  carriers  give  customers 
raw  information,  not  organized 
in  any  usable  fashion,”  Durkin 
said.  Nationwide  800’s  billing 
summaries  will  help  businesses 
make  sense  of  their  bills,  she  said. 

Cable  &  Wireless  Communica¬ 
tions  plans  to  enhance  the  Na¬ 
tionwide  800  service  over  the 
next  two  months  with  new  capa¬ 
bilities  such  as  call  routing. 

Cable  &  Wireless  Communica¬ 
tions  began  offering  in-state  toll- 


free  800  service  in  Massachu¬ 
setts,  Florida  and  Texas  within 
the  past  year.  This  is  the  compa¬ 
ny’s  first  national  800  service  of¬ 
fering. 

Cable  &  Wireless  Communica¬ 
tions  estimates  that  the  toll-free 
800  market  is  a  booming  one  and 
will  grow  from  a  level  of  $5  -1  bil¬ 
lion  this  year  to  $6.8  billion  in 
1992.  □ 


upgraded  version  of  the  compa¬ 
ny’s  5101,  which  supports  two 
RS-232  interfaces  over  14M  bit/ 
sec  links,  and  the  5110,  which 
supports  four  RS-232  interfaces 
over  28M  bit/sec  links.  The  com¬ 
pany  described  the  product  as  a 
step  in  its  migration  to  FDDI. 

“Our  customers  wanted  to 
connect  more  than  two  points  to¬ 
gether,  and  they  wanted  more  ca¬ 
pacity,”  Adams  said.  “This  prod¬ 
uct,  which  is  an  upgrade  from  our 
current  multiplexers,  gives  them 
that.” 

A  base  model  of  the  FiberRing 
100  with  one  I/O  module  will 
cost  $8,000.  A  version  with  four 
I/O  modules  will  cost  $16,000. 
Modules  range  in  price  from 
$850  for  an  RS-232  interface 
with  36  RJ-11  connectors  to 
$2,450  for  a  synchronous  V.35 
interface  with  four  channels.  Ex¬ 
pansion  chassis  cost  $3,000.  All 
the  products  are  scheduled  to  be 
available  in  December. 

Adams  said  FiberRing  100  is 
not  designed  to  compete  with 
FDDI  products.  “We  don’t  believe 
this  product  can  go  up  against 
FDDI  nose-to-nose  because  it  has 
less  connectivity.  The  product  is 
something  more  than  our  current 
muxes,  but  maybe  something  less 
than  FDDI  in  terms  of  perfor¬ 
mance,  and  indeed,  that’s  what 
its  price  turns  out  to  be  as  well.” 

The  firm’s  first  FDDI  product 
will  be  an  Ethernet  bridge  that 
should  enter  the  beta-testing 
stage  in  the  first  quarter  of  1990, 
Adams  said.  Future  offerings  will 
include  a  multiport  Ethernet 
bridge  and  a  token-ring  bridge.  □ 


Ameritech, 
Bell  Atlantic 
strikes  end 

By  Gail  Runnoe 

Washington  Correspondent 

WASHINGTON,  D.C.  —  While 
strikes  continued  at  telephone 
companies  in  New  York,  New  Jer¬ 
sey  and  New  England  last  week, 
union  workers  at  Ameritech  and 
most  Bell  Atlantic  Corp.  operat¬ 
ing  companies  returned  to  their 
jobs. 

At  press  time,  approximately 
40,000  members  of  the  Commu¬ 
nications  Workers  of  America 
(CWA)  and  20,000  members  of 
the  International  Brotherhood  of 
Electrical  Workers  (IBEW)  in  the 
Nynex  Corp.  region  remained  on 
the  picket  line  after  walking  off 
their  jobs  Aug.  6. 

More  than  9,000  IBEW  work¬ 
ers  at  New  Jersey  Bell  Telephone 


Firm  installs  net 

continued  from  page  1 

al  field  offices,  which  currently 
use  WATS  services,  to  its  head¬ 
quarters  here.  AT&T  estimated 
the  value  of  the  three-year  con¬ 
tract  to  be  between  $30  million 
and  $40  million. 

“We  went  with  SDN  because 
we  determined  that  the  service 
would  pay  for  itself  in  less  than 
30  days,”  Chiazza  said.  “Any¬ 
thing  beyond  that  is  pure  savings 
for  Lincoln  National.” 

Although  the  SDN  promises 
savings,  Lincoln  National  only 
contracted  for  two  million  min¬ 
utes  of  traffic  per  year.  The  com¬ 
pany’s  field  offices,  which  range 
in  size  from  10  to  50  employees, 
can  supplement  their  needs  with 
other  carriers. 

In  an  effort  to  get  the  best  pos¬ 
sible  rates  for  field  sites,  the  com¬ 
pany  hopes  to  spur  competition 
by  using  an  SDN  service  option  to 
collect  per-site  traffic  data,  which 
will  then  be  given  to  AT&T  rivals 
to  use  in  bid  proposals. 

“This  will  enable  MCI  and  US 
Sprint  to  quote  their  best  price 
quickly  based  on  the  same  traffic 


^Vt&T  estimated  the 
value  of  the  contract  to 
be  between  $30  million 
and  $40  million. 

AAA 


information,”  Chiazza  explained. 
The  SDN  Service  Management 
System  option  lets  customers  ac¬ 
cess  SDN  data  bases  and  down¬ 
load  calling  data. 

Lincoln  National  seeks,  and 
receives,  special  treatment  from 
carriers  because  it  is  a  major  na- 


Raycom  Systems  readies 
100 M  fiber  mux  for  TCA 

FiberRing  100  links  in  point-to-point,  ring  fashion. 

By  Tom  Smith 
New  Products  Editor 


Durkin  said  users  will  receive  call  detail  reports 
with  each  billing  statement.  The  reports  break  down 
traffic  by  hour  of  the  day,  day  of  the  week  and  day 

of  the  month. 

AAA 


Co.  also  remained  on  strike 
though  all  other  IBEW  and  CWA 
workers  in  the  Bell  Atlantic  re¬ 
gion  had  reached  tentative  agree¬ 
ments. 

IBEW  representatives  and 
New  Jersey  Bell  met  for  only  a 
few  hours  last  week  after  reach¬ 
ing  an  impasse  over  health  care 
issues.  Talks  are  slated  to  resume 
tomorrow. 

Nynex  representatives  were 
still  at  the  bargaining  table  with 
the  CWA  and  IBEW  as  of  press 
time  last  week,  continuing  talks 
that  began  last  Wednesday.  Nei¬ 
ther  Nynex  nor  the  CWA  would 
comment  on  the  status  of  the 
talks,  but  a  CWA  spokeswoman 
said  all  contract  items  were  being 
reviewed. 

The  five  Ameritech  Bell  oper¬ 
ating  companies  and  Ameritech 
Services,  Inc.  also  settled  dis¬ 
putes  last  week  with  37,000 
CWA  workers. 

Settlements  were  reached  ear¬ 
lier  in  the  month  with  the  carri¬ 
er’s  approximately  14,000  IBEW 
workers.  □ 


waits  on  tariff 

tional  account.  The  company 
waits  for  the  carriers  to  propose 
network  redesigns,  price  conces¬ 
sions,  new  services  and  other  spe¬ 
cial  arrangements. 

“We’re  in  a  great  position.  Be¬ 
ing  a  major  national  account 


A 

L according  to 
Chiazza,  the  service 
should  pay  for  itself  in 
less  than  30  days. 

AAA 


makes  our  job  easier  because  of 
the  top  three  carriers’  aggressive 
nature  and  pricing.  And  the  bot¬ 
tom  line  is,  Lincoln  National 
saves  money,”  Chiazza  said. 

But  the  company  is  aggressive 
in  its  own  right  when  it  comes  to 
networking.  Lincoln  National  by¬ 
passes  Indiana  Bell  Telephone 
Co.  with  a  direct  fiber  link  to 
AT&T’s  point  of  presence  across 
town. 

Lincoln  National  recently 
struck  a  deal  with  AT&T  to  back 
up  traffic  on  the  bypass  link.  Un¬ 
der  the  agreement,  AT&T  techni¬ 
cians  will  divert  Lincoln  National 
traffic  to  AT&T’s  South  Bend, 
Ind.,  point  of  presence  if  the  car¬ 
rier’s  point  of  presence  in  Fort 
Wayne  is  disabled. 

The  SDN  deal  with  AT&T  is  the 
culmination  of  three  years  of  de¬ 
signing  and  planning.  The  com¬ 
pany  had  rejected  past  SDN  pro¬ 
posals  in  part  because  of  the  high 
cost  of  adding  network  sites.  But 
a  recent  SDN  tariff  restructuring 
that  addressed  these  items  drew 
Lincoln  National  to  the  virtual  net 
service.  □ 
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NEC  to  unveil  enhancements  for 
its  NEAX  2400  line  of  switches 

Firm  to  offer  new  switch  processor,  software  and  ISDN  PRI. 


By  Bob  Wallace 

_ Senior  Editor _ 

SAN  DIEGO  —  NEC  America,  Inc.  will 
introduce  a  raft  of  enhancements  for  its 
NEAX  2400  line  of  digital  private  branch 
exchanges  at  the  Tele-Communications 
Association,  Inc.’s  annual  TCA-89  confer¬ 
ence  here  later  this  month. 

NEC  will  roll  out  a  new,  more  powerful 
switch  processor,  new  switch  software  and 
an  Integrated  Services  Digital  Network  Pri¬ 
mary  Rate  Interface  for  its  NEAX  2400 


PBX  line,  according  to  analysts  briefed  by 
NEC. 

The  switch  maker  will  also  unveil  dou¬ 
ble-density  line  interface  cards  that  will 
enable  the  PBX  to  support  more  stations. 
In  addition,  the  firm  is  expected  to  release 
a  program  intended  to  encourage  software 
developers  to  write  programs  based  on  its 
open  applications  interface. 

“They’re  not  replacing  the  switch, 
they’re  just  improving  it,”  said  Patrick  Ril¬ 
ey,  voice  communications  manager  for 


First  Florida  Bank,  N.A.  in  Tampa  and  an 
officer  of  the  NEAX  2400  Users  Group. 

According  to  sources,  NEC  has  replaced 
the  2400’s  1 6-bit  processor  with  a  more 
powerful  32-bit  processor  that  will  boost 
the  switch’s  call-processing  capabilities 
and  enable  it  to  support  more  add-on  sys¬ 
tems. 

The  NEAX  2400  software,  originally 
written  in  a  proprietary  language,  has 
been  rewritten  in  C.  Use  of  a  standard  pro¬ 
gramming  language  is  expected  to  make  it 
easier  to  administer  the  switch  and  devel¬ 
op  future  enhancements  such  as  PBX-to- 
host  applications. 

Sources  said  NEC  will  also  introduce  an 
ISDN  Primary  Rate  Interface  for  the  2400 
that  will  enable  it  to  work  in  both  public 
and  private  network  applications.  ISDN 
Primary  Rate  Interface  specifies  how  a  T-l 


is  configured  to  support  23  voice  and  data 
communications  channels,  as  well  as  one 
signaling  channel,  which  can  support 
packet-switched  data  communications. 

i  inn 

A  hey’ re  not  replacing  the 
switch,  they’re  improving  it.” 

AAA 


The  NEAX  2400  supports  from  32  to 
more  than  20,000  lines. 

All  enhancements  will  be  generally 
available  beginning  in  the  first  quarter  of 
1990,  consultants  said.  □ 


Metromedia 
buys  up  ITT’s 
long-haul  units 


The  Racal-Quanta 
Fiber  Product  Guarantee 


By  Bob  Brown 

_ Senior  Editor _ 

SECAUCUS,  N.J.  —  Metromedia  Co., 
parent  of  Metromedia  Long  Distance,  Inc., 
last  week  announced  the  acquisition  of  ITT 
Corp.’s  long-distance  carrier  units  —  ITT 
Communications  Services,  Inc.  and  ITT 
Chernow  Communications,  Inc. 

Financial  terms  of  the  agreement, 
which  were  detailed  in  a  letter  of  intent 
signed  in  March,  were  not  disclosed. 

The  buy  makes  Metromedia  Long  Dis¬ 
tance  one  of  the  five  largest  long-distance 
carriers  in  the  U.S.,  according  to  a  spokes¬ 
woman  for  the  carrier. 

ITT  Communications  Services  provides 
Metromedia  private-line  services  for  voice 
( continued  on  page  49) 
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You  can’t 
win  if  you 
don’t  enter 


Has  networking  changed  the  way 
you  do  business? 

If  you’ve  gained  a  strategic  edge 
from  your  network,  get  the  recognition 
you  deserve  —  enter  Network  World’s 
Fifth  Annual  User  Excellence  Awards. 

To  qualify,  you  must  fill  out  the  ap¬ 
plication  enclosed  in  this  issue.  Be  sure 
to  enter  early. 

Winners  will  be  highlighted  in  the 
Dec.  18  issue,  and  the  awards  will  be 
presented  at  the  Communication  Net¬ 
works  Conference  and  Exposition  in 
Washington,  D.C.  in  February. 


Our  free  one-year  service  contract  backs  our  promise  of 
flawless  fiber  product  performance. 


<0ttt-g>ear  &ert)ice  Contract 
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nology  is  combined  with 
the  worldwide  support 
of  Racal-Milgo.  The  result 
is  Racal-Quanta,  a  company 
born  of  commitment  to  the 
most  reliable  fiberoptic  pro¬ 
ducts  and  services  available. 


Because  we’re  so  confident  that  you  can  depend  on  Racal-Quanta  fiber  modems 
and  muxes,  we’re  guaranteeing  their  flawless  operation  for  one  year.  Should  you  have 
a  problem,  it’s  no  problem.  Because  at  no  cost  whatever,  you  can  depend  on  Racal- 
Milgo’s  nationwide  team  of  over  400  field  service  personnel  for  on-site  repair  or 
replacement.  All  service  technicians  are  prompt,  highly  trained  and  well-equipped.  See 
for  yourself  —  take  us  up  on  our  bonus  offer  of  free  installation  of  your  first  two  units. 

Racal-Quanta  fiber  products  bring  efficiency  and  economy  to  local  area 
communications.  Ideal  for  campus,  multi-story,  or  office  environments,  our  modems 
and  muxes  help  you  take  advantage  of  fiber’s  special  characteristics.  Cost-effective, 
compact,  and  easy  to  install,  the  lines  are  immune  to  all  types  of  electrical  interference 
and  extremely  secure  from  intrusion. 

For  additional  information,  just  call  us  toll-free  1-800-328-2668  (in  California 
1-714-970-2966). 

For  problem-free  fiberoptic  systems,  reach  for  Racal-Quanta,  the  company  that’s 
reaching  beyond  today’s  standards. 


Racal-Quanta® 


A  Division  of  Racal  Data  Communications,  Inc. 

5415  East  La  Palma  Avenue,  Anaheim,  CA  92807-2022  S0300 


Offer  good  for  limited  time.  Valid  in  the  contiguous  United  States  and  Hawaii  only.  Free  installation  limited  to  two  units  per  customer. 


NETWORK  WORLD  •  SEPTEMBER  4,  1989 

7 


IBM  shares 
future  vision 

continued  from  page  1 

Major  users  who  were  inter¬ 
viewed  last  week  agreed  that  SNA 
needs  to  be  strengthened  in  those 
areas  (see  “Users  hail  SNA  but 
look  for  future  advancements,” 
this  page). 

SNA,  1 5  years  old  next  week, 
was  introduced  in  response  to  the 
emergence  of  minicomputers,  ac¬ 
cording  to  Ed  Sussenguth,  the 
first  director  of  SNA  architecture 
and  now  an  IBM  fellow.  SNA  was 
also  intended  to  help  users  mi¬ 
grate  away  from  the  35  transport 
protocols  used  at  the  time. 

“The  goal  of  SNA  .  .  .  was  to 
try  to  maintain  some  kind  of  con¬ 
sistency  for  customers  in  their 
telecommunications  network 
while  giving  them  the  ability  to 
change  as  technologies  and  func¬ 
tions  changed  and  as  [their]  net¬ 
works  grew,”  Sussenguth  said. 

One  of  the  changes  SNA  now 
faces  is  the  emergence  of  Open 
Systems  Interconnection  stan¬ 
dards. 

“A  few  years  ago,  it  would  al¬ 
most  have  been  heresy  to  talk 
about  OSI  in  a  building  [where 
people  work  on]  SNA,”  said  Rick 
McGee,  manager  of  communica¬ 
tion  systems  architecture  at  IBM. 
“Today,  I  have  quite  a  number  of 
people  whose  job  it  is  to  work  on 
OSI  and  on  OSI  and  SNA  togeth¬ 
er.” 

Two  of  the  first  fruits  of  IBM’s 
OSI  labors  are  the  OSI/Commun- 
ications  Subsystem  (CS)  and  the 
Common  Programming  Interface 
for  Communications  (CPI-C). 

OSI/CS,  due  out  in  March 
1990,  promises  to  let  OSI-com¬ 


By  Jim  Brown 

_ Senior  Editor _ 

Some  of  IBM’s  largest  custom¬ 
ers  last  week  praised  the  compa¬ 
ny’s  efforts  to  enhance  Systems 
Network  Architecture  over  the 
years  but  said  IBM  must  still  im¬ 
prove  SNA’s  net  management  ca¬ 
pabilities  and  offer  better  links  to 
other  architectures,  especially 
Open  Systems  Interconnection. 

Interviewed  on  the  eve  of 
SNA’s  15th  anniversary,  users 
said  IBM  has  worked  hard  to  per¬ 
fect  SNA  as  a  means  of  moving 
data  between  IBM  processors. 

But  they  said  IBM  must  break 
SNA’s  hierarchical  shackles  to 
support  true  peer-to-peer  net¬ 
working.  Users  also  expressed 
concern  that  IBM’s  major  com¬ 
mitment  to  developing  its  Sys¬ 
tems  Application  Architecture 
(SAA)  could  hinder  efforts  to  ad¬ 
vance  SNA. 

“What’s  in  place  today  is  real¬ 
ly  meeting  95%  of  our  require¬ 
ments,”  said  Gary  Weis,  senior 
vice-president  with  Sears  Tech¬ 
nology  Services,  Inc.,  the  tech¬ 
nology  arm  of  Sears,  Roebuck 


pliant  applications  running  on  an 
MVS  or  VM  host  communicate 
with  OSI  applications  on  other 
hosts  running  a  compatible  set  of 
OSI  protocols  (“Networks  shine 
in  IBM  product  rollout,”  NW, 
Sept.  26, 1988). 

OSI/CS  addresses  Layers  3  to 
6  of  the  OSI  model  and  only 
works  with  applications  that 
comply  with  Layer  7,  said  John 
Hunter,  director  of  architecture 
and  telecommunications  within 


Rich  McGee 


IBM’s  communication  systems. 
Today,  those  are  limited  to  X.400 
electronic  mail  and  File,  Trans¬ 
fer,  Access  and  Management. 

“I  see  that  as  a  first  step  to¬ 
ward  OSI.  Over  time,  I  see  a  much 
closer  coupling  between  SNA  and 
OSI,”  Hunter  said.  “I  envision  us 
building  the  OSI  standards  into 
SNA.” 

The  company  will  try  to  ac¬ 
complish  that  by  using  SNA  to 
complement  OSI,  not  by  replac¬ 
ing  SNA  protocols  with  OSI.  A 
user  who  put  a  fully  OSI-compli- 
ant  piece  of  hardware  in  an  SNA 
network  would,  therefore,  lose 


and  Co.  Improvements  to  IBM’s 
NetView  network  management 
software  could  very  well  provide 
the  other  5%,  he  said. 

While  NetView  is  capable  of 
managing  Sears’  SNA  network, 
Weis  said  IBM  needs  to  make  the 
software  easier  to  use  and  that  it 
must  tweak  it  for  better  perfor¬ 
mance.  Weis  declined  to  name 
the  specific  functions  IBM  needs 
to  add  to  NetView. 

Room  for  improvement 

Other  users  agreed  SNA  needs 
stronger  management  capabili¬ 
ties.  “SNA  is  a  very  rich  function 
architecture,”  said  Chris  Skea- 
das,  vice-president  and  general 
manager  of  communications  sys¬ 
tems  for  Bank  of  America  Nation¬ 
al  Trust  &  Savings  Association  in 
San  Francisco.  “That  isn’t  to  say 
its  perfect.  If  there  is  an  area  for 
improvement,  it’s  in  network 
management.” 

NetView  could  support  more 
corrective  capabilities  that  are 
automatically  invoked  when  a 
network  problem  occurs,  users 
said.  IBM  must  also  ensure  that 


some  of  the  benefits  of  SNA,  in¬ 
cluding  SNA  security  and  network 
management,  Hunter  said. 

“You  would  then  be  relegated 
to  the  common  subset,  the  lowest 
common  denominator”  between 
OSI  and  SNA,  he  said. 

Another  key  to  IBM’s  current 
OSI  strategy  is  CPI-C,  McGee  said. 

With  CPI-C,  “a  user  can  write 
an  application  to  a  single  set  of 
services,  and  that  application  can 
run  unchanged  over  SNA  sessions 
or  OSI  connections,”  he  said. 
Within  SNA,  CPI-C  uses  LU  6.2 
sessions,  and  for  OSI,  it  uses  the 
evolving  OSI  transaction  process¬ 
ing  standards. 

CPI-C  is  an  application-layer 
protocol  that  eases  the  task  of 
getting  data  from  one  processor 
to  another  but  does  not  address 
how  data  is  processed  (“CPI-C 
key  to  tying  non-IBM  units,  SNA,” 
NW,  May  8). 

Another  challenge  IBM  faces 
in  improving  SNA  is  meeting  cus¬ 
tomer  requirements  for  ease  of 
use,  McGee  said.  “One  of  our 
goals  is  to  drastically  reduce  the 
number  of  system  programmers 
it  takes  to  maintain  these  net¬ 
works,”  he  said. 

To  address  that  need,  IBM  is 
working  on  migrating  some  of 
the  capabilities  of  its  Advanced 
Peer-to-Peer  Networking  (APPN) 
scheme  —  which  addresses  only 
the  System/3X  and  Application 
System/400  systems  —  into  its 
other  processing  environments. 

APPN  capabilities  include  dy¬ 
namic  route  selection,  which  en¬ 
ables  intelligent  nodes  to  select 
network  data  paths  based  on  vari¬ 
ous  factors,  including  priority, 
speed  and  failed  links.  This  would 
eliminate  the  need  to  keep  prede¬ 


NetView  can  monitor  and  control 
the  growing  number  of  micro¬ 
computers  that  are  linked  to  SNA 
via  IBM  Token-Ring  Networks. 

SNA  users  also  said  IBM  needs 
to  improve  SNA’s  ability  to  com¬ 
municate  with  other  networks, 
especially  those  based  on  the  OSI 
model.  “I  think  IBM  has  to  get 
more  involved  with  the  standards 
organizations,  and  they  have  be¬ 
gun  that,  ’  ’  Skeadas  said.  “IBM  has 
realized  it  cannot  survive  into  the 
year  2000  by  erecting  barriers  to 
isolate  itself.” 

Customers  said  IBM  has  been 
more  willing  in  recent  years  to 
provide  links  to  other  networks. 
“IBM  has  been  burned  pretty  bad¬ 
ly  for  trying  to  suggest  forced 
marches,”  Skeadas  said.  “Forced 
marches  only  force  a  march  to  an 
alternative  that  is  not  IBM.” 

But  users  aren’t  asking  IBM  to 
abandon  SNA.  With  so  much  al¬ 
ready  invested  in  their  SNA  net¬ 
works,  users  want  IBM  to  support 
OSI  protocols  within  SNA  rather 
than  force  them  to  adopt  a  pure 
OSI  implementation.  They  said 
they  are  looking  to  IBM  to  build 
OSI  gateways  that  allow  OSI  ap¬ 
plications  to  be  supported  across 
an  SNA  network. 

Users  applauded  IBM  for  its  ef¬ 
fort  to  move  away  from  a  hierar- 
/ continued  on  page  50 ) 


fined  routing  tables. 

Similarly,  dynamic  distributed 
directory  support  would  let  users 
add  or  delete  nodes  without  hav¬ 
ing  to  change  system  genera¬ 
tions,  he  said. 

Today,  the  lion’s  share  of 
networking  intelligence  resides 
in  VTAM  on  the  mainframe  and  in 
the  Network  Control  Program 
(NCP)  running  on  the  front-end 
processor,  Hunter  said.  IBM’s  vi¬ 
sion  is  to  distribute  that  intelli¬ 
gence  to  other  nodes  in  the  net¬ 
work,  such  as  cluster  controllers. 

Setting  up  sessions  and  rout¬ 
ing  routines  then  could  be  han¬ 
dled  by  a  myriad  of  network 
nodes,  without  involving  NCP  or 
VTAM,  McGee  said.  “In  the  fu¬ 
ture,  we  see  the  host  using 
the  communications  controllers 
mainly  as  access  points  into  the 
intelligent  network,”  he  said. 

IBM  faces  two  challenges  in 
turning  that  vision  into  reality. 
First,  it  must  ensure  that  APPN- 
type  functions  designed  for  mid¬ 
range  processors  will  work  in  a 
large-scale  mainframe  environ¬ 
ment  without  sacrificing  perfor¬ 
mance.  And  second,  it  has  to  de¬ 
vise  a  strategy  for  migrating  its 
massive  installed  base  of  main¬ 
frame  customers  to  APPN-like 
networks. 

McGee  said  that  someday,  an 
IBM  Personal  System/ 2  will  be 
able  to  communicate  with  a  main¬ 
frame  as  a  peer,  although  he  did 
not  say  when  that  day  might 
come. 

He  also  said  IBM  is  looking  to 
tailor  SNA  to  better  support  us¬ 
ers’  growing  number  of  local  net¬ 
works.  For  example,  IBM  wants  to 
make  SNA  a  better  vehicle  for  in¬ 
terconnecting  far-flung  local  nets 
over  a  wide  area.  One  way  that 
may  be  accomplished  is  by  elimi¬ 
nating  the  need  to  transport  the 
full  protocol  stack  between  re¬ 
mote  local  nets. 

“There  may  be  certain  effi¬ 
ciencies  that  we  can  take  in  terms 
of  how  we  route  the  data  and  how 
we  establish  the  connection 


Ed  Sussenguth 

across  the  backbone  to  provide 
extremely  good  perfomance,” 
McGee  said. 

Network  management 

Network  management  is  an¬ 
other  key  area  where  IBM  faces 
challenges,  Hunter  said.  One 
challenge  is  to  embrace  OSI, 
which  the  company  plans  to  do  by 
using  OSI/CS  as  a  NetView  inter¬ 
face  for  OSI-based  net  manage¬ 


SNA  milestones 

- 1974  - 

Sept. 

First  release  of  SNA.  Includes 
VTAM,  Network  Control 

Program  and  the  IBM  3600 
finance  communications 

1975 

system  for  banks. 

March 

Second  release  of  SNA. 
Supports  remote 
communications  controllers 
via  SDLC  links,  introduces 
Telecommunications  Access 

1977 

Method  and  CICS. 

Dec. 

IBM  ships  SNA  release 

1979 

supporting  multihost  networks. 

June 

New  release  of  SNA  highlights 
net  management  with  debut  of 
Network  Communication  Control 
Facility  and  Network  Problem 
Determination  Application. 

1981 

July 

NCP  Packet  Switching 

1982 

Interface  announced. 

July 

APPC/LU  6.2  announced. 

1983 

Oct 

IBM  announces  SNA 

1984 

Distribution  Services. 

Aug, 

SNA  is  supported  by  VM/SP; 
IBM  announces  program  that 
enables  Personal  Computers 
to  communicate  with  hosts  via 
SNA. 

Sept. 

Number  of  logical  addresses 
in  a  sing'e  SNA  net  extended 
from  64,000  to  8  million. 

! 19861 

May 

IBM  introduces  NetView  and 
X.25  SNA  Interconnection, 
which  supports  X.25  traffic 
over  an  SNA  backbone. 

June 

Advanced  Peer-to-Peer 

Networking  for  System/36 
unveiled.  SNA  Low  Entry 

Networking  architecture,  which 

urn 

supports  peer-to-peer  links 
between  SNA  Type  2.1  nodes, 

*1987, 

bows. 

March 

Systems  Application 

Architecture  is  announced. 

June 

NetView/PC  debuts. 

! 1 988 ! 

Sept. 

NCP  support  is  expanded  to 
include  MVS/ESA,  VM/SP 

g**.  '.v  . 

and  VSE,  and  its  subarea 
addressing  capability  is 
increased  from  256  to  65,000 
nodes. 

■1989! 

Sept. 

f|||| 

▼ 

1 5th  anniversary  of  SNA. 

^  SOURCE:  IBM,  WHITE  PLAINS,  N.Y. 
GRAPHIC  BY  SUSAN  J.  CHAMPENY 

ment  systems. 

Although  the  OSI  network 
management  protocol  defini¬ 
tions  are  nearly  complete,  Hunt¬ 
er  said  there  is  still  work  to  be 
done  to  consistently  define  the 
various  entities  that  need  to  be 
managed  in  multivendor  nets. 

He  said  network  management 
in  general  is  going  to  be  essential 
as  the  company  moves  into  the 
1990s.  “It  will  become  funda¬ 
mental  to  our  customers  and  to 
our  continued  success.” 

IBM  recently  filled  in  a  miss¬ 
ing  piece  in  its  net  management 
strategy  by  acquiring  a  graphic 
user  interface  for  NetView  from 
US  West  Network  Systems,  Inc. 
but  still  faces  the  problem  of 
automating  some  net  manage¬ 
ment  tasks,  he  said. 

Although  IBM  is  actively  work¬ 
ing  on  incorporating  artificial  in¬ 
telligence  into  NetView,  Hunter 
stopped  short  of  saying  when  AI 
might  be  available. 

Sussenguth,  who  has  had  a 
hand  in  how  SNA  evolved  over  the 
past  15  years,  is  confident  SNA 
can  weather  its  current  chal¬ 
lenges. 

“The  architectural  framework 
and  process  that  was  laid  in  place 
has  continued  to  survive  over  1 5 
years,”  he  said.  “From  where  I  sit 
today,  I  see  it  continuing  to 
evolve  into  the  future.”  □ 


Users  hail  SNA  but  look 
for  future  advancements 
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See  the  Action  Center 
for  networking  products 
and  services  information. 


I 
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Use  the  Action  Center  Reader 
Service  Card  and  get  free  information 
on  networking  products  and  services. 


Worth  Noting 


“1 

BM’s  market 
domination  has 
passed.  The  number  of 
products  and  buyers 
has  become  too 
dispersed  for  any  one 
company  to  maintain 
control  at  the  level 
that  IBM  did  in  the 
1970s  and  early 
1980s.” 

John  McCarthy 

Director  of  professional 
systems  research 
Forrester  Research,  Inc. 
Cambridge,  Mass. 


eople  & 
Positions 


James  Unruh  last  week 
was  elected  president  and 
chief  operating  officer  of  Un¬ 
isys  Corp.  by  the  company’s 
board  of  directors. 

The  move  is  seen  by  indus¬ 
try  observers  as  putting  Unruh 
in  line  to  succeed  Michael  Blu- 
menthal  as  company  chair¬ 
man.  Unruh  has  been  a  direc¬ 
tor  and  executive  vice- 
president  of  Unisys,  a  Blue 
Bell,  Pa.-based  company, 
since  1986.  Unisys’  board  of 
directors  also  promoted  Cur¬ 
tis  Hessler  to  vice-chairman 
from  executive  vice-president. 
Hessler,  who  is  also  a  director, 
continues  as  chief  financial  of¬ 
ficer  and  remains  in  charge  of 
the  company’s  Defense  Sys¬ 
tems  Group,  Corporate  Staffs 
and  Corporate  Planning. 


Robert  Degan  last  week 
was  named  president  and 
chief  executive  officer  at 
Avanti  Communications 
Corp.,  a  Norwood,  Mass.- 
based  T-l  multiplexer  vendor. 

Degan  and  his  senior  man¬ 
agement  team  have  targeted 
September  for  making  an¬ 
nouncements  regarding  the 
company,  its  customers  and 
products.  Previously,  Degan 
was  president  and  chief  execu¬ 
tive  officer  of  Amnet,  Inc.,  a 
provider  of  X.25  packet¬ 
switching  products.  Degan  re¬ 
places  Peter  Boni  and  Robert 
Antonuccio,  both  of  whom 
were  occupying  the  presi¬ 
dent’s  office  at  Avanti  as  exec¬ 
utive  vice-presidents.  □ 


INDUSTRY  UPDATE 


VENDOR  STRATEGIES,  MARKET  TRENDS  AND  FINANCIALS 


Study  details  reasons  for 
sluggish  MAP  acceptance 

Users  require  wider  availability  of  Version  3.0. 


By  Bob  Brown 

_ Senior  Editor _ 

BOSTON  —  A  new  report  on 
the  Manufacturing  Automation 
Protocol  market  concludes  that 
acceptance  of  the  factory  net¬ 
working  standard  hinges  on 
greater  availability  of  MAP  Ver¬ 
sion  3  0  products  and  the  success 
of  early  users. 

The  Yankee  Group  report,  ti¬ 
tled  “Industrial  Networks:  Stan¬ 
dards  Update,”  discussed  key  fac¬ 
tors  in  the  growth  of  MAP  and 
examined  users’  experiences  with 
the  open  networking  system.  The 
report  indicates  that  to  date,  MAP 
has  not  been  widely  implement¬ 
ed. 

“Yankee  Group  surveys  indi¬ 
cate  that  less  than  1%  of  all  U.S. 
industrial  sites  have  installed  a 
MAP  network,”  said  Keith  Belton, 
director  of  The  Yankee  Group’s 
Manufacturing  Automation  Plan¬ 
ning  Service,  which  authored  the 
report.  “Although  more  users 
now  require  MAP  support  from 
suppliers,  the  large-scale  move  to 
standards  is  still  three  years 
away.” 

MAP  acceptance  has  been  slow 
to  date  mainly  because  of  the 
sluggish  pace  at  which  products 
based  on  the  MAP  3-0  specifica¬ 
tion  have  come  to  market,  Belton 
said.  The  slow  emergence  of  such 


products  is  attributable  to  vendor 
confusion  and  wariness  sur¬ 
rounding  the  upgrading  of  the 
MAP  specification  from  Version 
2.1  to  Version  3  0. 

Last  year,  many  users  reevalu¬ 
ated  planned  MAP  purchases  be¬ 
cause  of  concerns  about  product 
availability,  Belton  said.  Many 
projects  that  would  have  been 
based  on  MAP  were  too  important 
to  be  delayed,  and  users  opted  for 
proprietary  networking  products 
instead. 

The  report  stated  that  “a  clear 
majority  of  users  had  not  planned 
on  buying  anything  other  than 
fully  specified  MAP. Version  3  0.” 

The  Yankee  Group  estimates 
that  the  1989  market  for  MAP- 
based  offerings  and  related  ser¬ 
vices  will  be  about  $25  million.  It 
also  expects  the  market  to  grow 
by  more  than  30%,  to  $36  million 
by  1990,  when  about  12  vendors 
will  be  selling  fully  specified  MAP 
3-0  products.  Much  ofthat  growth 
will  be  what  Belton  referred  to  as 
“quiet  growth,”  which  includes 
sales  of  existing  network  prod¬ 
ucts  with  MAP  functionality  built 
into  them. 

The  report  said  availability  of 
products  supporting  the  Manu¬ 
facturing  Message  Specification, 
a  MAP  Layer  7  application  that 
( continued  on  page  10 ) 


INDUSTRY  BRIEFS 


Four  former  Avanti  Communications  Corp.  executives 
have  reunited  as  the  senior  management  team  of  a  network 
start-up  company  called  Promptus  Communications,  Inc.  in 
Portsmouth,  R.I. 

The  new  company  plans  to  provide  products  that  will  let 
users  link  local  networks  and  voice  communications  equipment 
to  wide-area  networks  using  new  and  emerging  digital  services, 
including  Integrated  Services  Digital  Network  offerings. 

The  company  was  formed  by  a  group  of  investors  led  by 
Aurelio  Lucci,  the  founder  and  a  former  president  and  chief 
executive  officer  of  Avanti. 

Other  members  of  the  Promptus  management  team  include: 
Gary  Sapp,  vice-president  of  sales  and  marketing  and  formerly 
vice-president  of  sales  and  service  at  Avanti;  Paul  Fredette,  vice- 
president  of  research  and  development  and  formerly  vice- 
president  and  chief  technical  officer  at  Avanti;  and  James  Dolce, 
vice-president  of  engineering  and  formerly  director  of  systems 
engineering  at  Avanti. 

3Com  Corp.  last  week  announced  the  opening  of  offices  in 
northern  Europe,  Asia  and  the  Pacific  Rim  to  provide  local 
support  for  its  local  network  customers.  The  offices  —  3Com 
Nordic  in  Stockholm,  Sweden,  3Com  Australia-New  Zea¬ 
land  Area  in  Sydney,  Australia,  and  3Com  Asia  in  Hong 
Kong  —  centralize  sales,  service  and  marketing  operations  and 
give  users  fast  access  to  locally  based  3Com  representatives. 

Sun  Microsystems,  Inc.  last  week  announced  it  will  team 

( continued  on  page  10) 


OSI/Network  Management  Forum  documents 


Protocol  Specification: 

Released  January  1989.  Defines  protocol  details  not  specified  in  International 
Standards  Organization  standards  to  aid  vendors  in  building  net  management 
systems  that  will  interoperate  in  a  multivendor  network;  also  known  as 
implementors  profile. 

Applications  Services  Specification: 

Released  June  1989.  Specifies  general-purpose  network  management  messages 
that  can  be  exchanged  among  multivendor  net  management  systems,  including 
alarm  reporting  and  status  information  on  managed  objects. 


Upcoming  documents 


Object  Specification  Framework: 

Due  later  this  month.  Aids  vendors  in  specifying  objects  that  are  to  be  managed 
through  the  network  management  systems. 

OSI/NMF  Architecture  Document: 

Due  in  November.  Provides  a  general  framework  for  existing  and  future  OSI/NMF 
documents;  tells  vendors  where  the  forum’s  standard  interface  can  be  used. 
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SOURCE:  OSI/NMF  ARCHITECTURE  TEAM.  BERNARDSVILLE,  N.J. 

GRAPHIC  BY  SUSAN  J.  CHAMPENY 


OSI/NMF  may  win 
over  IBM  and  DEC 


Open  net  management  group  works  to  resolve 
concerns  of  firms  that  may  be  key  to  success. 


By  Gail  Runnoe 

Washington  Correspondent 

BERNARDSVILLE,  N.J.  —  IBM 
and  Digital  Equipment  Corp.  may 
soon  join  the  OSI/Network  Man¬ 
agement  Forum  (NMF),  as  issues 
that  concerned  the  vendors  are 
nearing  resolution,  according  to 
a  top  official  of  the  group. 

Bringing  IBM  and  DEC  into  its 
fold  would  be  a  major  achieve¬ 
ment  for  the  group,  which  ob¬ 
servers  say  has  already  made  sig¬ 
nificant  progress  toward  its  goal 
of  establishing  a  set  of  specifica¬ 
tions  —  known  as  a  profile  — 
that  will  allow  network  manage¬ 
ment  systems  from  different  ven¬ 
dors  to  interoperate.  The  OSI/ 
NMF  profile  will  be  based  on  Open 


OSI/NMF’s  John  Miller 


Systems  Interconnection  stan¬ 
dards. 

OSI/NMF  has  already  released 
two  documents  that  define  proto¬ 
col  details  and  message  specifica¬ 
tions  (see  graphic,  this  page). 

The  group  was  formed  in  July 
1988  by  a  consortium  of  eight 
vendors  to  accelerate  the  use  of 
emerging  OSI  net  management 
standards.  Today,  the  group 
boasts  a  membership  of  more 
than  70  companies  from  1 2  coun¬ 
tries. 

The  forum  has  courted  IBM 
and  DEC  since  its  formation.  But 
the  two  companies  passed  on 
membership  because  they  feared 


the  forum’s  efforts  would  overlap 
with  work  being  done  by  other 
OSI  groups  they  supported,  such 
as  the  Corporation  for  Open  Sys¬ 
tems  International  (COS). 

A  spokesman  for  IBM  said  the 
company  was  “concerned  that 
there  were  a  number  of  groups 
going  down  the  same  road.”  Be¬ 
fore  joining  the  forum,  he  said, 
IBM  wanted  to  see  greater  com¬ 
munication  between  the  forum 
and  other  standards  groups  and 
greater  user  involvement. 

In  recent  months,  the  OSI/ 
NMF  has  taken  steps  to  address 
these  concerns.  Last  spring,  the 
forum  formed  an  alliance  with 
COS  and  the  Brussels-based  Stan¬ 
dards  Promotion  and  Application 
Group  (SPAG),  whereby  the 
three  agreed  to  pool  their  re¬ 
sources  to  solve  OSI  network 
management  issues  ( “OSI 
groups  team  in  net  mgmt.  ef¬ 
fort,”  NW,  May  22). 

John  Miller,  the  forum’s  presi¬ 
dent,  said  cooperation  with  COS 
and  SPAG  “gives  the  forum  inter¬ 
national  alignment .  .  .  and  will 
definitely  make  the  forum’s  [pro¬ 
file]  stronger.” 

To  increase  user  input,  the 
forum  began  a  pilot  meeting  pro¬ 
gram  in  July  called  the  Presi¬ 
dents’  Roundtable.  User  compa¬ 
nies  are  invited  to  the 
roundtables  to  share  their  views 
on  where  the  forum  is  going  and 
what  they  would  like  to  see  the 
group  accomplish. 

Miller,  also  director  of  new 
services  development  and  net¬ 
work  management  at  AT&T,  said, 
“We  realize  users  are  not  going  to 
invest  the  same  resources  [as 
vendors],  yet  they  want  to  have 
influence.” 

The  roundtables  should 
“make  it  easy  for  end  users  to 
know  what’s  going  on  and  give 
( continued  on  page  10) 


NETWORK  WORLD  •  SEPTEMBER  4,  1989 

9 


INDUSTRY  UPDATE 


Industry  Briefs 

continued  from  page  9 

up  with  Alameda,  Calif. -based  Relational 
Technology,  Inc.  to  jointly  engineer  and 
market  Unix-based  products. 

Relational  Technology,  whose  primary 
product  is  the  Ingres  Relational  Data  Base 
Management  System,  will  work  closely 
with  Sun  to  develop  and  enhance  products 
for  mutual  and  prospective  customers. 
They  will  conduct  joint  sales  presenta¬ 
tions,  provide  each  other  with  marketing 
support,  jointly  participate  in  trade  shows 
and  at  users  group  meetings,  and  exchange 
sales  and  technical  training. 

The  two  companies  will  also  conduct 
joint  engineering  and  testing  efforts  to  en¬ 
sure  that  Ingres  and  other  Relational  Tech¬ 
nology  networking  software  run  optimally 
on  all  Sun  workstations.  □ 


OSI/NMF  may  win 
over  IBM  and  DEC 

continued  from  page  9 
their  input,”  he  added. 

IBM  said  its  lawyers  are  currently  work¬ 
ing  with  OSI/NMF  to  fine-tune  some  un¬ 
specified  language  in  the  group’s  bylaws 
that  the  company  found  objectionable. 
The  IBM  spokesman  said,  “Once  these 
concerns  are  resolved,  IBM  will  become  a 
member  of  the  forum.” 

Ian  Sugarbroad,  external  relations  di¬ 
rector  at  the  forum  and  vice-president  of 
network  systems  at  Northern  Telecom, 
Inc.,  said  IBM’s  membership  will  give  “a 
tremendous  boost  to  [the  forum’s]  techni-, 
cal  resources”  and  will  help  the  forum  pull 
in  new  members  that  have  been  sitting  on 
the  sidelines  waiting  for  IBM  to  act. 


Sugarbroad  also  said  DEC  is  very  close 
to  joining  the  forum. 

A  DEC  spokeswoman  said  the  company 
has  submitted  a  list  of  concerns  regarding 
forum  bylaws  on  intellectual  property 
rights.  “If  these  issues  are  resolved, 
there’s  no  reason  why  Digital  shouldn’t 
join,”  she  said. 

Member  companies  put  both  time  and 
money  into  the  forum.  Voting  members 
pay  annual  dues  of  $50,000,  while  asso¬ 
ciate  members  pay  $10,000  annually. 
Since  the  forum  does  not  maintain  an  in- 
house  staff,  members  also  donate  person¬ 
nel  to  accomplish  the  forum’s  technical 
work. 

Frank  Dzubeck,  president  and  chief  ex¬ 
ecutive  officer  of  Communications  Net¬ 
work  Architects,  Inc.,  a  Washington,  D.C.- 
based  consulting  firm,  said,  “Getting  the 


major  players  to  the  table  is  a  much  more 
significant  event  than  getting  the  [specifi¬ 
cation]  documents  out.  If  these  players 
weren’t  there,  the  documents  would  be  im¬ 
potent.” 

Dzubeck  said  that  adding  IBM  and  DEC 
is  critical  for  the  forum.  “The  majority  of 
computers  installed  today  belong  to  DEC 
and  IBM.  The  forum  cannot  afford  to  be 
aloof  from  that,”  he  said. 

Miller  said  the  forum’s  goal  is  to  pro¬ 
vide  a  complete  interoperability  profile  to 
which  vendors  can  build  products  by  the 
end  of  next  year. 

So  far,  everything  is  on  schedule. 
“We’re  certain  to  see  some  products  by  the 
end  of  1990,”  he  said.  “This  will  have  a 
significant  impact  on  customers,”  who  will 
be  able  to  use  the  forumjmecifications  as  a 
procurement  standard.  □ 


Study  details  reasons 
for  slow  acceptance 

continued  from  page  9 

enables  communications  between  devices 
on  a  factory  network,  could  also  provide  a 
boost  to  MAP  sales. 

The  Yankee  Group  report  explored 
three  MAP  user  case  studies. 

“MAP  success  stories  will  be  important 
in  making  believers  of  other  users  thinking 
of  investing  in  MAP,”  Belton  said. 

One  case  is  that  of  the  Aluminum  Co.  of 
America  (ALCOA),  which  implemented 
MAP  at  an  aluminum  processing  plant  in 
Alcoa,  Tenn.  ALCOA  installed  a  30-node 
MAP  2.1  network  that  was  estimated  to  be 
half  the  cost  of  a  proprietary  network  after 
factoring  in  the  hardware  and  software  de¬ 
velopment  costs  that  would  have  been  in¬ 
curred  with  a  proprietary  net. 

The  MAP  network  has  allowed  ALCOA 
to  move  information  about  materials  pro¬ 
cessed  at  the  facility  more  quickly  and  effi¬ 
ciently  by  letting  operators  communicate 
with  multiple  devices  from  a  single  termi¬ 
nal.  ALCOA  plans  to  upgrade  to  MAP  3  0  as 
more  products  become  available. 

The  study  also  discussed  a  unique  MAP 
installation  at  Southern  California  Edison 
Co.,  a  Rosemead,  Calif. -based  public  utili¬ 
ty.  The  net  supports  a  “peaker  unit,”  a  sys¬ 
tem  for  rapidly  producing  power  for  peak 
electricity  demand. 

Belton  said  Southern  California  Edi¬ 
son’s  MAP  efforts  could  provide  a  boost  to 
MAP’s  acceptance  in  the  utility  industry. 
But  those  who  worked  on  the  project  said 
they  now  have  “reservations”  about  MAP. 

“The  peaker  system  works  well,  but  the 
MAP  portion  of  the  network  has  been  a 
problem,”  said  Michael  Baghdadi,  project 
engineer  for  the  network.  “We  were  told 
MAP  was  what  the  world  was  coming  to, 
but  we’re  not  so  sure  [now].  We’ve  had 
problems  interfacing  devices  on  the  MAP 
network  with  our  programmable  logic  con¬ 
trollers.” 

The  survey  also  focused  on  The  Boeing 
Co.  in  Seattle.  Boeing  is  installing  an  Open 
Systems  Interconnection-based  corporate 
backbone  network  but  chose  not  to  imple¬ 
ment  MAP  at  a  new  sheet  metal  production 
facility  because  of  a  lack  of  available  MAP 
3.0-based  products. 

Boeing,  like  other  members  of  the  aero¬ 
space  industry,  is  a  longtime  supporter  of 
MAP  and  OSI.  So  it  came  as  a  surprise  in 
March  when  Boeing  awarded  Digital 
Equipment  Corp.  a  contract  to  build  a  DEC- 
net  network  for  the  sheet  metal  facility  in 
Auburn,  Wash.  The  Yankee  Group  called 
the  Boeing  decision  “a  blow  to  MAP  advo¬ 
cates  in  the  aerospace  industry.”  □ 


Meet  Colleen  Auchter.  Student  bal¬ 
loon  pilot  and  Telecommunications 
Manager  for  Wang  Financial  Infor¬ 
mation  Services. 

If  there’s  one  thing  Colleen  has 
learned  from  her  ballooning  experi¬ 
ence  it’s  this:  Be  prepared  for 
anything.  Anticipate  the  unexpected. 
Because  when  you’re  thousands  of 
feet  in  the  air,  you  simply  can’t  afford 
any  surprises.  You  have  to  be  able  to 
rely  on  your  decision-making  skills 
.  . .  and  your  equipment. 

The  same  holds  true  in  Colleen’s 
job  at  Wang  Financial.  The  decisions 
she  makes  in  selecting  a  private-line 
vendor  are  absolutely  critical.  Espe¬ 
cially  when  you  consider  that  Wang 
Financial  uses  private  lines  to  supply 
money  managers,  banks  and  brokers 
with  real-time  stock  market  informa¬ 
tion.  At  any  given  moment,  vital 
information  that  translates  into  multi- 
million-dollar  transactions  is  crossing 
the  lines  through  Wang  Financial’s 


SHARK®  service.  And  if  there’s  an 
interruption  in  transmission  . .  .  well, 
that’s  serious  trouble. 

Obviously  Wang  Financial’s  cus¬ 
tomers  demand  consistently  reliable 
service.  Wang  Financial,  in  turn, 
demands  the  same  from  Williams 
Telecommunications  Group  (WTG). 
And  gets  it. 

‘  ‘These  circuits  are  our  lifeline.  Our 
business  depends  on  accurate,  real¬ 
time  information,”  Colleen  explains. 

‘  ‘We  have  to  go  with  reliable  vendors. 
And  WTG  has  proven  reliability.’  ’ 

The  fact  is,  no  other  company  sets 
higher  standards  for  availability  than 
WTG.  But  in  Wang  Financial’s  busi¬ 
ness,  where  data  transmission  is 
critical,  they  must  take  every  pre¬ 
caution.  And  that  means  back-up 
systems.  Just  in  case.  So  Colleen 
counts  on  WTG  to  provide  Wang 
Financial  with  route  diversity  as  well. 


‘  'Buying  multiple  circuits  from  WTG 
is  efficient  and  economical,’  ’  Colleen 
says.  ‘‘WTG  has  the  route  diversity 
Wang  Financial  needs.’  ’ 

So  if  you’re  still  up  in  the  air  about 
which  telecommunications  vendor  to 
choose,  call  WTG  at  1-800-642-2299, 
or  your  local  WTG  sales  office,  and 
ask  about  our  new  route  diversity 
offering  for  your  voice,  data,  or  video 
private-line  services.  No  other 
company  gives  you  a  higher  level 
of  service. 
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Post  Office  Box  21348 
One  Williams  Center 
Ttalsa,  Oklahoma  74121 
1-800-642-2299 


In  this  business,  you  can’t  afford  surprises. 


So  much  hangs  in  the  balance, 
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TELECOMMUNICATIONS 

CARRIER  SERVICES,  CENTREX,  CPE,  WIRING  SYSTEMS  AND  BYPASS 


Mmeritech  Mobile 
Communications,  the 
largest  cellular  carrier  in 
the  Midwest,  recently 
signed  its  200,000th 
subscriber.  The 
company  began 
offering  cellular  service 
in  Chicago  in  1 983  and 
now  serves  22 
metropolitan  areas  in 
five  states. 


arrier 

Watch 


AT&T  last  week  intro¬ 
duced  a  billing  service  de¬ 
signed  for  customers  whose 
employees  use  the  carrier’s 
telephone  calling  cards. 

AT&T  Card  Execu-Bill  of¬ 
fers  a  variety  of  billing  and  re¬ 
porting  options,  summary 
billing  capabilities,  improved 
administration  of  corporate 
card  programs  and  better 
fraud  control.  Execu-Bill  ser¬ 
vice  provides  management  re¬ 
ports  to  simplify  card  adminis¬ 
tration  and  monitor  charges, 
including  reports  of  active 
cardholders  and  card  num¬ 
bers,  and  summaries  of  usage 
by  department  or  subgroup. 

Execu-Bill  service  custom¬ 
ers  can  have  bills  sent  to  their 
company’s  headquarters,  in¬ 
dividual  cardholders,  individ¬ 
ual  business  units,  depart¬ 
ments  or  branch  offices. 
Customers  can  request  the 
calling  data  be  delivered  on 
paper  or  magnetic  tape  for 
further  analysis,  according  to 
an  AT&T  spokesman. 

Users  can  also  mix  and 
match  billing  and  reporting 
options.  For  example,  one  cus¬ 
tomer  might  want  summary 
statements  of  usage  at  head¬ 
quarters  and  regional  sales  of¬ 
fices  for  chargeback  purposes, 
with  bills  for  payment  issued 
to  individual  cardholders. 

The  onetime  setup  charge, 
which  ranges  from  $1 ,000  to 
$2,500,  will  be  waived  for  new 
customers  until  Dec.  31-  A 
one-year  term  that  offers  a 
50%  discount  on  monthly  ba¬ 
sic  service  is  available,  as  well 
as  a  two-year  plan  thayiro- 
vides  free  basic  service.  E3 


MBG  bill  analysis  software 
isolates  Tariff  12  glitches 

Pack  shaves  $250,000  from  Ford’s  Tariff  12  bill. 


By  Jim  Brown 

_ Senior  Editor _ 

DEARBORN,  Mich.  —  Ford 
Motor  Co.  is  using  a  custom  bill¬ 
ing  and  traffic  analysis  package 
that  helps  the  automaker  detect 
errors  in  its  Tariff  1 2  net  bills  and 
eliminate  underutilized  facilities. 

Developedby  MBG  Associates, 
Ltd.,  the  $25,000  MBG  Tariff  12 
Software  has  helped  Ford  trim  its 
Tariff  12  costs  by  $250,000  since 
it  began  using  the  package  in  May 
1988,  according  to  Michael 
Greenspan,  president  of  MBG  As¬ 
sociates. 

Ford,  which  has  a  five-year 
Tariff  1 2  contract  worth  a  total  of 
at  least  $87  million,  declined  to 
reveal  the  actual  amount  of  its 
savings  but  said  it  is  happy  with 
the  product.  “The  package  is 
really  doing  the  job,”  said  Jim 
Soma,  manager  of  telecommuni¬ 
cations  services  at  Ford. 

In  addition  to  spotting  billing 
errors,  the  software  helps  Ford 
analyze  traffic  patterns  and  rede¬ 
sign  the  network  to  eliminate  un¬ 
needed  lines.  It  also  enables  Ford 
to  generate  reports  used  in  billing 
sites  for  services. 

MBG  Tariff  12  Software  runs 
on  an  IBM  mainframe  in  Ford’s 
data  center  here.  The  package  in¬ 
cludes  a  network  design  data  base 
detailing  the  number  of  circuits  in 
the  Ford  network  and  how  they 
are  routed.  The  package  also 
maintains  rate  and  distance  ta¬ 


bles  that  detail  how  each  call 
should  be  billed. 

When  negotiating  its  Tariff  1 2 
network,  Ford  required  AT&T  to 
consolidate  all  charges  into  a  sin¬ 
gle,  customized  monthly  bill. 
That  bill  is  itemized  to  show  us¬ 
age  in  different  mileage  bands  as 
well  as  detailed  billing  informa¬ 
tion  about  each  call  carried  over 
private  and  public  network  facili¬ 
ties,  said  Wes  Knight,  supervisor 
of  net  administration  at  Ford. 

“We  sat  down  with  AT&T  orig¬ 
inally  and  said  this  is  how  we 
want  it,”  Knight  said.  “We  kind  of 
took  a  skeleton  from  that  point 
and  just  kept  building.  In  fact,  it’s 
not  done  yet.” 

The  single  bill  replaces  the 
multiple  monthly  bills  Ford  re¬ 
ceived  from  AT&T  as  an  En¬ 
hanced  Private  Switched  Commu¬ 
nications  Service  (EPSCS)  user. 
Ford  replaced  its  EPSCS  network 
with  the  Tariff  1 2  net  last  year. 

Along  with  its  monthly  Tariff 
1 2  bill,  Ford  obtains  a  tape  from 
AT&T  that  contains  call  detail 
records  that  are  loaded  into  the 
mainframe.  MBG  Tariff  12  Soft¬ 
ware  filters  the  call  detail  records 
looking  for  duplicate  charges, 
questionable  charges  and  errors 
in  AT&T’s  network  design  data 
base  and  rate  table.  The  software 
also  flags  sites  that  have  exceed¬ 
ed  their  average  costs  per  minute 
of  service. 

(continued  on  page  12) 


WASHINGTON  UPDATE 


BY  ANITA  TAFF 

AT&T  vs.  US  Sprint.  AT&T  last  week  came  under  fire 
again  from  rivals  who  claim  the  long-distance  carrier  has 
recently  undertaken  illegal  marketing  activities.  US  Sprint 
Communications  Co.  and  the  Independent  Data  Communica¬ 
tions  Manufacturers  Association  (IDCMA)  charged  AT&T  with 
violating  the  Federal  Communications  Commission’s  Second 
Computer  Inquiry,  which  prohibits  offering  customer  premises 
equipment  as  an  inducement  to  purchase  transmission  services. 

US  Sprint  filed  a  complaint  with  the  FCC  alleging  that  AT&T 
won  a  contract  to  provide  Megacom  service  to  the  University  of 
Nevada  at  Las  Vegas  by  offering  to  sell  the  school  a  D-4  channel 
bank  worth  over  $15,000  for  about  $600.  About  half  the  price 
reduction  resulted  from  an  equipment  promotion  that  waived 
the  installation  charges  for  D-4  channel  banks,  and  the 
remainder  came  from  an  AT&T  promotion  offering  customers  a 
$7,500  credit  for  subscribing  to  a  Megacom  contract.  Such  an 
offer  violates  Computer  II  rules,  US  Sprint  said,  adding  that  it 
was  evident  AT&T  was  using  equipment  as  an  inducement  for  a 
customer  to  buy  regulated  transmission  services. 

IDCMA’s  complaint  stems  from  a  series  of  recent  AT&T 
advertisements  that  allegedly  imply  customers  will  get  higher 
transmission  quality  if  they  use  AT&T’s  data  communications 
equipment  than  if  they  use  equipment  from  another  vendor. 

AT&T  has  30  days  to  respond  to  the  complaints.  □ 


Worldwide  automatic  call 
distributor  sales  outlook 


Year 

Agent  stations 

Revenues  (In 
millions  of  dollars) 

Revenue  growth 
rate 

1988 

488,800 

$908 

NA 

1989 

642,500 

$1,077 

18.7% 

1990 

797,100 

$1,223 

13.5% 

1991 

947,700 

$1,345 

10.0% 

1992 

1,079,700 

$1 ,430 

6.3% 

NA  s  Not  applicable  source:  market  intelligence  research  co„  mountain  view,  calif. 
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Industry  waits  for 
Sikes’  input  on  ONA 

Service  unbundling,  cost-based  pricing  could 
be  the  key  to  network  architecture’s  success. 


By  Anita  Taft 

Washington  Bureau  Chief 

With  the  Federal  Communica¬ 
tions  Commission’s  Open  Net¬ 
work  Architecture  (ONA)  plan  at 
a  crossroads,  supporters  and  op¬ 
ponents  of  ONA  are  looking  to 
new  FCC  Chairman  Alfred  Sikes 
for  guidance. 

In  his  previous  role  as  head  of 
the  National  Telecommunica¬ 
tions  and  Information  Adminis¬ 
tration  (NTIA),  Sikes  was  all  for 
using  ONA  to  bring  advanced  ser¬ 
vices  to  consumers  and  business¬ 
es.  But  he  has  not  commented 
publicly  on  the  plans  since  taking 
the  top  slot  at  the  FCC. 

Sources  point  out,  however, 
that  Sikes  criticized  the  ONA 
plans  submitted  by  the  regional 
Bell  holding  companies  while  he 
headed  up  the  NTIA.  Two  areas  he 
singled  out  as  necessary  to  the 
success  of  ONA  were  unbundling 
of  service  elements  and  cost- 
based  pricing,  both  of  which  are 
still  being  debated. 

ONA  was  devised  to  spur  the 
development  of  advanced  tele¬ 
communications  services  by  re¬ 
quiring  local  carriers  to  offer 
competing  service  providers  ac¬ 
cess  to  telephone  company  ser¬ 
vices  at  the  same  cost. 

Under  ONA,  local  carriers  will 
provide  transmission  services, 
such  as  voice-grade  lines,  as  basic 
service  arrangements  (BSA). 
They  will  also  provide  advanced 
capabilities,  such  as  call  forward¬ 
ing,  as  basic  service  elements. 
(BSE). 

Although  there  is  still  debate 
over  whether  the  unbundling  and 
cost-based  pricing  goals  can  be 
accomplished  with  the  plans  the 
RBHCs  have  filed,  many  users 
and  enhanced  service  providers 


claimed  in  recent  filings  that  one 
of  the  most  critical  obstacles  fac¬ 
ing  ONA  may  be  tariffing. 

The  FCC  initiated  a  proceed¬ 
ing  early  this  year  to  establish 
how  BSAs  and  BSEs  should  be  tar¬ 
iffed  and  suggested  that  RBHCs 
be  required  to  offer  both  ONA  ele¬ 
ments  under  federal  tariff.  This 
raised  fears  that  providers  of  en¬ 
hanced  services  and  end  users 
purchasing  ONA  services  might 
be  subject  to  federal  access 
charges. 

Although  the  FCC  said  en¬ 
hanced  service  providers  and  end 
users  would  still  be  allowed  to 
purchase  BSAs  through  state  tar- 
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iff,  thereby  avoiding  federal  ac¬ 
cess  charges,  many  observers  say 
they  are  still  concerned.  They  say 
the  FCC  might  require  enhanced 
service  providers  to  use  federally 
tariffed  transmission  services  to 
purchase  federally  tariffed  BSEs. 

This  would  leave  users  with  a 
“Hobson’s  Choice”  of  either 
foregoing  the  benefits  of  ad¬ 
vanced  ONA  capabilities  or  being 
subjected  to  dramatic  increases 
in  telecommunications  costs,  ac¬ 
cording  to  a  joint  filing  from  the 
Coalition  of  Open  Network  Archi¬ 
tecture  Parties  and  the  Ad  Hoc 
( continued  on  page  12 ) 
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City  buys  new 
Definity  PBX, 
junks  Dimension 

By  Bob  Wallace 

_ Senior  Editor _ 

BREA,  Calif.  —  The  city  of  Brea,  the 
first  government  agency  to  purchase  an 
AT&T  Definity  75/85  Communications 
System  Generic  1 ,  will  use  the  new  switch 
to  replace  an  aging  Dimension  PBX  and 
provide  dial-in  information  services  to  the 
community. 

The  city  picked  the  $200,000  AT&T 
switch,  which  was  packaged  with  an  inte¬ 


grated  Audix  voice-messaging  system,  an 
automated  attendant  and  240  telephones, 
over  private  branch  exchange  offerings 
from  IBM/Rolm  Systems  Division,  North¬ 
ern  Telecom,  Inc.,  Siemens  Information 
Systems,  Inc.  and  Harris  Corp. 

The  Definity  Generic  1 ,  which  will  be  in¬ 
stalled  this  fall,  will  replace  an  AT&T  Di¬ 
mension  400  PBX.  “We’re  the  first  agency 
to  get  a  Definity,  but  we  were  probably  the 
last  to  get  the  Dimension,”  said  Richard 
Fassione,  manager  of  information  services 
for  the  city. 

Announced  six  months  ago,  the  Defin¬ 
ity  Generic  1  can  be  configured  to  serve  up 
to  1 ,600  lines.  Brea’s  Definity  Generic  1 
will  support  250  stations. 

The  city  will  use  the  switch’s  integrated 
automated  attendant  feature  and  its  stand¬ 
alone  voice  mail  system  in  conjunction 


with  a  new  published  telephone  number  to 
provide  informational  services  to  the  com¬ 
munity,  Fassione  said. 

Callers  dialing  one  of  the  numbers  will 
be  greeted  by  the  automated  attendant, 
which  will  tell  the  caller  to  press  1  for  help 
wanted  information,  2  for  building  permit 
data  or  3  for  directions  to  city  hall.  After 
the  caller  makes  a  selection,  the  call  will  be 
passed  to  the  appropriate  voice  mailbox. 

The  voice-messaging  system  also  prom¬ 
ises  benefits  to  city  employees  who  work  in 
the  field  by  enabling  them  to  call  in  to  their 
voice  mailboxes  to  retrieve,  leave  or  for¬ 
ward  messages,  Fassione  said. 

Police  officers  and  firefighters  will  be 
able  to  use  Audix’s  broadcast  feature  to 
leave  one  message  for  multiple  subscribers 
during  emergencies  or  disasters. 

AT&T  underbid  1 1  competitors  to  land 


the  contract.  IBM/Rolm  bid  a  9751  CBX; 
Centel  Business  Systems  and  General 
Telephone  Co.  of  California’s  equipment 
sales  arm  both  proposed  a  Northern  Tele¬ 
com  SL-1;  Tel-Plus  Communications,  Inc. 
bid  a  Siemens  Saturn;  and  Harris  bid  a  20- 
20  PBX. 

Advanced  Network  Design,  a  consulting 
and  network  optimization  firm  based  in 
Garden  Grove,  Calif.,  developed  the  re¬ 
quest  for  proposal,  analyzed  and  evaluated 
vendor  responses  and  recommended  the 
city  stay  with  AT&T. 

“AT&T  proposed  the  most  attractive 
package  at  the  best  price.  They  were  really 
interested  in  retaining  us  as  a  client  and 
were  extremely  aggressive  in  winning  our 
business,”  Fassione  said.  The  city  opted  to 
purchase  the  Definity  Generic  1  after  the 
six-year  lease  on  its  Dimension  expired.  □ 


STARTING  SEPTEMBER  25 


Network  World 

Proudly  Announces 

A  Unique  facsimile-based  product  inquiry  service 
designed  to  serve  our  most  important  customers: 
our  readers  and  our  advertisers. 

Readers:  The  speed  of  FAXNeT gives  you  an  edge 
because  it  creates  a  sense  of  urgency  for  your  response. 

Advertisers:  The  speed  of  FAXNeT  allows  you  to 
respond  to  readers'  needs  in  a  more  timely  fashion. 

For  details  on  Network  Worlds  new  FAXNeT  inquiry 
service,  and  the  September  25  inaugural  issue,  FAX 
Paul  McPherson  at  508-879-3167.O 

September  25  issue  closes  September  13. 


An  IDG  Publication 


Bill  analysis  software 
isolates  glitches 

continued  from  page  1 1 

Once  calls  have  been  filtered,  the  soft¬ 
ware  prepares  a  report  in  a  format  identi¬ 
cal  to  AT&T’s  bill. 

“We  compare  that  against  what  our 
friends  from  AT&T  charge,”  Soma  ex¬ 
plained.  If  the  two  do  not  match,  Ford 
delves  deeper  into  the  call  detail  records  to 
locate  errors. 

According  to  Greenspan,  MBG  Tariff  1 2 
Software  has  yet  to  detect  a  major  glitch  in 
the  AT&T  Tariff  12  billing  system.  “There 
are  no  long-term  problems.” 

Soma,  however,  said  Ford  is  detecting 
more  errors  in  Tariff  12  billing  than  it 
found  in  its  EPSCS  billing.  He  said  this  is 
largely  because  the  single  bill  Ford  gets  un¬ 
der  Tariff  12  makes  finding  errors  easier 
than  examining  the  multiple  bills  Ford  got 
each  month  for  its  EPSCS  usage. 

While  MBG  Tariff  1 2  Software  performs 
many  of  the  same  functions  as  existing  bill 
analysis  packages,  it  has  been  designed  to 
utilize  the  extra  call  detail  data  that  Tariff 
12  billing  provides  to  users,  Greenspan 
said.  For  example,  billing  data  allows  Ford 
to  determine  how  international  calls  were 
routed.  This  information  was  unavailable 
in  EPSCS  billing. 

But  Tariff  1 2  billing  information  lacks 
some  items  previously  available  with 
EPSCS  billing  such  as  trunk  line  usage.  “I 
used  to  be  able  to  say  to  Ford,  on  a  daily 
basis,  that  these  four  circuits  out  of  4,000 
didn’t  carry  any  traffic  at  all,”  Greenspan 
said.  “Now  I  can’t  do  that.”  □ 


Industry  waits  for 
Sikes’  input  on  ONA 

continued  from  page  1 1 
Telecommunications  Users  Committee. 

The  rules  governing  how  ONA  services 
are  priced  and  tariffed  will  determine 
whether  the  proceeding  has  a  chance  of 
success,  according  to  both  groups. 

“The  manner  in  which  [those  ques¬ 
tions]  are  resolved  will  determine,  in  sub¬ 
stantial  part,  whether  ONA  will  realize  its 
initial  promise  or  become  a  regulatory 
charade,”  the  groups  said  in  their  filing. 

Other  users  groups,  such  as  the  Inter¬ 
national  Communications  Association 
(ICA),  also  contend  that  federal  tariffing 
of  ONA  elements  will  lead  to  grossly  over¬ 
priced  service.  One  reason  it  can  be  as¬ 
sumed  that  federal  tariffs  might  lead  to 
non-cost-based  pricing,  according  to  the 
ICA,  is  that  neither  of  the  current  federal 
access  tariffs  —  switched  or  special  access 
—  are  based  solely  on  cost.  E2 
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Worth  Noting 


BlLAPI  is 
living  a  lot  longer 
than  it  should  have. 
Anybody  who’s 
thinking  of  building 
new  applications 
around  it  is  clearly 
making  a  mistake.” 

Joe  Mohen 

President 

Teleprocessing  Connection,  Inc. 

Garden  City,  N.Y. 


D 


1  Packets 

Racal-Milgo  and  Ad¬ 
vanced  Telecommunica¬ 
tions  Corp.  (ATC),  a  domes¬ 
tic  and  international  long¬ 
distance  carrier,  last  week 
announced  that  they  have 
formed  a  strategic  alliance  to 
supply  Racal-Milgo’s  Omni- 
mux  7000  T-l  multiplexer  to 
ATC  customers. 

At  last  week’s  Southeastern 
Telecommunications  Associa¬ 
tion  conference  in  Nashville, 
the  companies  said  they  will 
offer  substantial  discounts  on 
equipment  and  services.  Pack¬ 
ages  will  include  a  purchase 
plan  as  well  as  one-,  two-, 
three-  or  five-year  lease  pro¬ 
grams.  A  lease  to  purchase  op¬ 
tion  will  also  be  available. 

The  AR  Division  of  Te- 
lenex  Corp.  recently  an¬ 
nounced  plans  to  support 
AT&T’s  Unified  Network  Man¬ 
agement  Architecture.  The  AR 
Division,  a  supplier  of  diag¬ 
nostic  test  equipment  and  net¬ 
work  control  systems,  will  de¬ 
velop  an  interface  between  its 
NTS  4000  Network  Restora¬ 
tion,  Test  and  Management 
System  and  the  AT&T  Accu- 
master  Integrator. 

NTS  4000  is  a  fault  man¬ 
agement  system  that  helps 
network  operators  identify 
faults,  restore  service,  diag¬ 
nose  problems  and  track  re¬ 
sults  in  multivendor  networks. 

The  Accumaster  Integrator 
interface  will  be  available  in 
the  second  half  of  1990.  Pric¬ 
ing  has  not  been  determined. 

For  more  information,  con¬ 
tact  the  AR  Division  at  7401 
Boston  Blvd.,  Springfield,  Va. 
22153;  (703)  644-9190.  □ 


Northern  Trust  banks  on 
fiber-optic  T-l  backbone 

Net  saves  a  bundle,  supports  new  functions. 


By  Bob  Brown 

_ Senior  Editor _ 

CHICAGO  —  Network  execu¬ 
tives  at  Northern  Trust  Co.  are 
glad  they  didn’t  go  with  their  first 
instinct  when  upgrading  the  com¬ 
pany’s  corporate  data  communi¬ 
cations  network  here. 

By  building  a  fiber-optic  T-l 
backbone  instead  of  adding  56K 
bit/sec  links  to  its  existing  net  as 
originally  planned,  the  bank  has 
saved  about  $300,000  a  year  on 
line  costs  and  greatly  expanded 
its  network  capabilities. 

Northern  Trust’s  original  net¬ 
work  consisted  of  an  IBM  3090  at 
the  company’s  data  center  here. 
That  net  was  tied  to  IBM  3  2  7 0  ter¬ 
minal  equipment  in  four  Chicago- 
area  offices  with  dedicated  56K 
bit/sec  links,  according  to  John 
Archer,  the  company’s  vice-presi¬ 
dent  of  technical  services. 

When  the  bank  installed  a 
cluster  of  six  Digital  Equipment 
Corp.  minicomputers,  it  sent  out 


a  request  for  proposal  seeking 
equipment  to  use  with  the  56K 
bit/sec  links  it  intended  to  install 
to  link  the  remote  offices  and  the 
DEC  cluster. 

The  56K  bit/sec  lines  used  to 
support  the  IBM  gear  had  served 
Northern  Trust  well.  Therefore, 
the  company  figured  they  would 
be  ideal  for  the  DEC  net  as  well, 
Archer  said.  The  DEC  computers, 
which  support  customer  ac¬ 
counts,  are  collocated  with  the 
IBM  3090,  which  supports  all 
back-office  accounting. 

Alternative  plan 

Infotron  Systems  Corp.,  one 
of  the  companies  responding  to 
Northern  Trust’s  RFP,  suggested 
an  alternative  plan. 

Infotron  advised  the  bank  to 
install  a  mesh  backbone  net  of 
1.544M  bit/sec  NovaLink  Service 
fiber  lines  from  Illinois  Bell  Tele¬ 
phone  Co.  The  backbone  would 
( continued  on  page  14 ) 


COMSAT  woos  customers 
with  discount  contracts 


By  Jim  Brown 

_ Senior  Editor _ 

WASHINGTON,  D.C.  —  De- 
spite  competition  from  new 
transoceanic  fiber-optic  under¬ 
sea  cables,  Communications  Sat¬ 
ellite  Corp.’s  satellite  services 
are  being  used  by  a  growing  num¬ 
ber  of  multinational  companies 
building  private  data  networks. 

International  data  traffic  ac¬ 
counts  for  only  1 0%  of  COMSAT’s 
traffic,  but  it  is  growing  twice  as 
fast  as  COMSAT’s  traditional 
switched  voice  traffic,  said  Bruce 
Crockett,  president  of  COMSAT’s 
World  Systems  Division. 

COMSAT,  the  U.S.  representa¬ 
tive  to  the  International  Tele¬ 
communications  Satellite  Orga¬ 
nization,  provides  C-  and  Ku- 
band  satellite  services  in  con¬ 
junction  with  its  INTELSAT 
partners  around  the  world. 

COMSAT  has  traditionally 
provided  international  switched 
voice  services  to  telecommunica¬ 
tions  carriers  and  broadcast  ser¬ 
vices  to  television  networks.  Car¬ 
riers  resell  COMSAT’s  voice 
services,  while  broadcasters  such 
as  NBC  rely  on  COMSAT  to  dis¬ 
tribute  television  programming 
to  affiliates. 

Three  years  ago,  COMSAT  be¬ 
gan  offering  its  International 
Business  Services  (IBS),  which 
let  users  lease  circuits  ranging  in 
speed  from  64K  bit/sec  to  T-l. 


That  business  now  accounts  for 
30%  of  COMSAT’s  revenues. 

Until  new  satellites  are 
launched,  it  is  unclear  how  much 
more  data  traffic  growth  COM¬ 
SAT  can  accommodate  because  it 
is  running  out  of  satellite  capaci¬ 
ty.  COMSAT  also  faces  stiffer 
competition  from  fiber  cable, 
which  has  capacity  to  spare  and  is 
causing  a  decline  in  the  cost  of  in¬ 
ternational  service  rates  (“Un¬ 
dersea  fiber  cables  to  herald  low 
int’l  rates,”  NW,  Aug.  28). 

To  ease  the  capacity  crunch, 
INTELSAT  plans  to  launch  at  least 
two  INTELSAT  VI  satellites  made 
by  Hughes  Aircraft  Co.  over  the 
next  12  months,  Crockett  said. 
The  consortium  has  already  be¬ 
gun  designing  the  INTELSAT  VII, 
which  will  be  built  by  Ford  Aero¬ 
space  Corp.  and  pressed  into  ser¬ 
vice  in  the  early  1990s. 

In  the  meantime,  COMSAT  has 
begun  to  offer  long-term  deals 
with  aggressive  pricing  discounts 
in  an  effort  to  keep  current  IBS 
customers  from  diverting  traffic 
to  fiber  cables  that  cross  the  At¬ 
lantic  and  Pacific  oceans.  The  dis¬ 
counts,  which  offer  users  savings 
of  up  to  30%  off  monthly  trans¬ 
mission  rates,  were  so  attractive 
that  the  number  of  IBS  customers 
under  long-term  contracts  has 
risen  from  16%  to  40%  since  the 
Trans-Atlantic  Trunk-8  cable  be¬ 
came  operational.  □ 


Switched  56  interface  market  projections 


With  switched  56K  bit/sec  services  becoming  more  widely  available, 
the  cost  of  hardware  needed  to  access  the  services  is  dropping. 

GRAPHIC  BY  SUSAN  J.  CHAMPENY  SOURCE:  ABLE  TELECOMMUNICATIONS,  INC.,  MILPITAS,  CALIF. 


Intel  to  add  software 
to  bolster  Fastpath 

Subsidiary  Jupiter  Technologies  will  adapt 
processor  software  for  mainframe  link  product. 


By  Jim  Brown 

_ Senior  Editor _ 

WALTHAM,  Mass.  —  Intel 
Corp.’s  Jupiter  Technologies, 
Inc.  subsidiary  recently  an¬ 
nounced  it  will  develop  software 
for  Intel’s  Fastpath  to  expand  the 
capabilities  of  the  IBM  main¬ 
frame  connectivity  product. 

Jupiter  will  develop  for  Fast¬ 
path  a  version  of  its  Softlink  oper¬ 
ating  system,  which  runs  on  Jupi¬ 
ter’s  System  100  and  System 
1000  communications  proces¬ 
sors.  Equipped  with  Softlink, 
Fastpath  will  be  able  to  support 
Jupiter  communications  applica¬ 
tions  called  Softblocks. 

Softblock  applications  enable 
the  System  100  and  System  1000 
to  support  functions  such  as  pro¬ 
tocol  conversion,  data  switching, 
multiplexing  and  packet  assem¬ 
bly/disassembly.  One  Softblock 
application,  for  example,  sup¬ 
ports  as  many  as  400  different 
asynchronous  terminal  models 
and  enables  a  terminal  made  by 
one  vendor  to  access  processors 
made  by  another. 

The  likely  outcome 

Analysts  say  merging  Jupiter’s 
software  with  Intel’s  Fastpath 
will  likely  result  in  a  Fastpath 
product  capable  of  connecting  lo¬ 
cal  networks  based  on  Transmis¬ 
sion  Control  Protocol/Internet 
Protocol  and  wide-area  networks 
—  supporting  High-Level  Data 
Link  Control  and  IBM’s  Binary 
Synchronous  Communications 
protocols  —  to  IBM  hosts  at 
channel  speeds. 

By  converting  TCP/IP,  HDLC 
and  BSC  protocols  to  IBM’s  main¬ 
frame  channel  protocol,  the  en¬ 
hanced  Fastpath  product  would 
give  users  high-speed  access  to 


IBM  mainframes  without  the 
need  for  a  traditional  front-end 
processor. 

Enabling  Fastpath  to  support 
protocol  conversion  in  addition 
to  mainframe  access  functions 
“is  going  to  redefine  the  front- 
end  processor,”  said  Doug  Gold, 
manager  of  communications  re¬ 
search  at  Framingham,  Mass.- 
based  International  Data  Corp. 

Fastpath  attaches  to  the  chan¬ 
nel  of  IBM  mainframes  and  cur¬ 
rently  enables  IBM  cluster  con¬ 
trollers  and  computers  such  as 
IBM’s  9370  to  access  mainframe 


Jupiter’s  James  Flach 


resources  at  channel  speeds  up  to 
3M  byte/sec. 

Jupiter,  which  Intel  acquired 
last  June,  is  also  slated  to  develop 
a  version  of  Softlink  that  will  en¬ 
able  IBM  Personal  Computers 
and  other  Intel-based  computers 
to  run  Softblock  applications, 
said  Jupiter  President  James 
Flach. 

“The  technology  we  embody 
( continued  on  page  14) 
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Northern  Trust  banks  on  T-l  backbone 


continued  from  page  13 

be  controlled  by  seven  Infotron  Network 
Exchange  (NX)  4600  T-l  multiplexers, 
two  of  which  would  be  located  at  the  data 
center.  Several  T-l  links  were  to  serve  as 
backup  circuits. 

The  configuration,  which  Northern 
Trust  eventually  adopted,  allowed  the 
bank  to  run  all  of  its  data  traffic  over  a  sin¬ 
gle  network  instead  of  the  two  networks  it 
had  originally  planned  to  install. 

It  also  proved  to  be  extremely  cost-ef¬ 
fective.  According  to  Archer,  the  12  T-l 
links  the  bank  installed  cost  about  the 
same  as  24  56K  bit/sec  dedicated  links  but 
supported  the  equivalent  of  288  56K  bit/ 
sec  circuits. 

While  the  bank  did  not  need  that  much 


capacity,  Archer  said  he  could  justify  the 
T-l  backbone  with  his  current  traffic  and 
have  plenty  of  capacity  for  growth. 

Newfound  flexibility 

Bank  employees  have  found  that  the 
combination  of  the  high-speed  fiber  links 
and  the  NX4600s  provides  the  flexibility  to 
link  any  asynchronous  terminal  to  any 
host,  opening  up  new  opportunities  for  ap¬ 
plications. 

The  fiber  links  also  provide  “greatly  im¬ 
proved  transmission  quality”  compared  to 
the  copper -based  56k  bit/sec  links  the 
bank  formerly  used  between  major  net¬ 
work  nodes,  Archer  said. 

Data  from  outlying  Northern  Trust  of¬ 


fices,  which  are  situated  as  far  away  as  San 
Francisco  and  London,  is  fed  into  the  back¬ 
bone  over  an  assortment  of  56K  and  9-6K 
bit/sec  links.  Five  Infotron  992  Network 
Processor  statistical  multiplexers  are  used 
for  switching  data  at  some  of  these  North¬ 
ern  Trust  sites. 

The  network  has  grown  to  the  point 
where  Northern  Trust  is  now  planning  the 
installation  of  a  45M  bit/sec  T-3  link  to  a 
new  facility  where  2,500  of  its  employees 
are  being  transferred  in  mid- 1990. 

“I  never  imagined  we’d  be  thinking 
about  using  a  T-3  link,”  Archer  said.  “I 
think  we  had  about  12  4.8K  bit/sec  lines 
running  between  two  buildings  when  I 
started  here.” 

A  future  consideration  for  the  network 
is  the  migration  of  voice  onto  the  back¬ 
bone,  he  said.  □ 


Intel  adds  software 
to  bolster  Fastpath 

continued  from  page  1 3 
in  Softlink  is  very  similar  to  MS-DOS  in  the 
personal  computing  world,”  Flach  said. 
“To  be  successful,  we  have  to  run  Softlink 
on  multiple  microprocessor  technol¬ 
ogies.” 

Intel’s  financial  and  technological 
backing  will  help  make  the  task  of  porting 
Jupiter’s  software  to  Fastpath  and  other  In¬ 
tel-based  computers  easier,  Flach  said. 

It  will  also  make  it  possible  to  broaden 
the  number  of  computers  capable  of  run¬ 
ning  Jupiter  software.  “It  doesn’t  take  a  lot 
of  imagination  to  see  that  we’re  going  to  be 
investing  in  a  lot  of  additional  hardware 
platforms  in  the  not  too  distant  future,”  he 
said. 

To  make  it  easier  for  Jupiter  software  to 
be  ported  to  Fastpath,  Intel  shifted  respon¬ 
sibility  for  the  Fastpath  product  line  to  Ju¬ 
piter. 

Jupiter  is  also  developing  Digital  Equip¬ 
ment  Corp.  DECnet-compatible  software 
for  Fastpath  to  enable  it  to  act  as  a  DECnet- 
to-SNA  gateway,  Flach  said.  This  will  posi¬ 
tion  Jupiter  to  compete  against  Interlink 
Computer  Sciences,  Inc.,  which  makes 
channel-attached  DECnet-to-SNA  gate¬ 
ways. 

Jupiter’s  current  products  compete 
against  general-purpose  computers  con¬ 
figured  as  communications  processors, 
such  as  IBM’s  Series/ 1  and  9370,  as  well  as 
DEC’S  MicroVAX  and  Tandem  Computer, 
Inc.’s  line  of  NonStop  minicomputers. 

While  those  systems  can  support  proto¬ 
col  conversion  and  gateway  functions, 
Flach  said  they  cannot  achieve  the  same 
performance  as  Jupiter’s  systems,  which 
were  designed  specifically  to  support  data 
communications  processing  tasks. 

Unconvinced  users 

Although  Jupiter  has  sold  200  of  its  Sys¬ 
tem  1000s  since  1987,  the  company  has 
not  met  with  tremendous  success  because 
it  has  had  difficulty  explaining  to  users  pre¬ 
cisely  what  its  products  are  designed  to  do, 
according  to  Flach. 

Analysts  agreed.  “They’ve  had  a  very 
difficult  time  convincing  people  they  have 
a  legitimate  product  and  a  legitimate  strat¬ 
egy,”  Gold  said.  “I  think  that  is  owed  more 
to  the  complexity  of  the  product  than  any¬ 
thing  else.” 

To  alleviate  this  problem,  Flach  said  Ju¬ 
piter  will  start  selling  Solution  Sets,  which 
are  preconfigured  hardware  and  software 
packages  designed  to  meet  specific  com¬ 
munications  needs. 

Bundling  Jupiter’s  Softlink  and  Soft- 
blocks  with  hardware  to  attack  a  specific 
problem  will  enable  Jupiter  to  position  its 
product  according  to  the  function  per¬ 
formed  by  the  Solution  Set.  For  instance,  a 
Solution  Set  designed  to  provide  links  be¬ 
tween  multiple  local  networks  can  be  clas¬ 
sified  as  a  network  gateway. 

The  company  is  currently  marketing 
the  product  as  a  hardware  unit  that  can  be 
configured  by  end  users  to  perform  a  vari¬ 
ety  of  functions. 

One  Solution  Set  will  enable  Jupiter 
hardware  to  act  as  a  data  switch  providing 
links  between  different  networks.  Soft- 
block  applications  will  provide  the  conver¬ 
sions  needed  to  facilitate  the  connections. 

Solution  Sets  drew  praise  from  Gold.  “I 
always  thought  that  the  greatest  strength 
of  the  Jupiter  product  line  was  the  flexibili¬ 
ty  of  its  Softblock  architecture,”  he  said. 
Bundling  those  Softblocks  with  hardware 
will  go  a  long  way  in  helping  Jupiter  better 
explain  its  products  to  users,  he  said.  □ 


Six  reasons  why 
AMS  is  the  only 
DOS  extension 
that  works. 


S\MS -Advanced  Memory  Specification  from  RYBS  Elec¬ 
tronics  is  the  only  DOS  extension  technology  available  that 
works  with  any  DOS  computer  and  insures  that  all  com¬ 
puters  in  the  network  are  immediately  compatible. 

With  one  megabyte  of  total  memory,  only  640KB  is  typi¬ 
cally  usable  for  general  operations  (DOS).  And  in  network 
systems,  this  limited  memory  is  rapidly  used  up.  AMS 
HIcard  products  activate  the  dormant,  unused  memory 
space  within  the  computer  system.  The  640KB  DOS  limita¬ 
tion  disappears  and  up  to  928KB  of  real  DOS  memory  is 
accessible  to  use  for  all  networks,  Config.sys  files,  applica¬ 
tion  software  and  devices. 

All  AMS  HIcard  products  maximize  versatility  and  profit 
potential  three  ways: 

•  AMS  effectively  extends  DOS  memory  for  the  complete 
line  of  microcomputers,  PC,  XT,  AT,  386,  386  MicroChan¬ 
nel  and  PS/2  systems. 

•  AMS  is  inexpensive,  easy  to  install,  simple  to  use  and 
requires  minimal  support. 

•  AMS  is  fully  compatible  with  all  software,  hardware 
and  extended/expanded  memory  boards. 


386  MicroChannel 


MicroChannel  PS/2 


Call  1-303-444-6073  today  for 
your  free,  detailed  AMS  information 
package  featuring  the  complete  line 
of  AMS  products. 


ELECTRONICS 

RO.  Box  4521 
Boulder,  CO  80306 
FAX:  303-449-9259 

See  us  at  Booth  *1252  NETWmD89' 
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LOCAL  NETWORKING 

PC  AND  TERMINAL- TO-HOST  LANS,  GATEWAYS  AND  MICRO  COMMUNICATIONS  PRODUCTS 


Worth  Noting 


“F„ 

A-jnd  users  are 
in  a  predicament. 
They’re  faced  with 
confusing  purchasing 
choices:  OS/2  LAN 
Manager  or  NetWare 
386?  Do  they  want 
SQL  Server?  The  level 
of  complexity  is 
slowing  down 
purchasing  decisions.” 

Mary  McCaffrey 

Financial  analyst 
C.J.  Lawrence, 
Morgan  Grenfell,  Inc. 

New  York 


etnotes 

HHH 

Thomas-Conrad  Corp. 

will  introduce  an  Arcnet  inter¬ 
face  board  for  Apple  Comput¬ 
er,  Inc.’s  Macintosh  II  line  of 
computers  at  the  NetWorld  ’89 
show  next  week  in  Dallas. 

Thomas-Conrad  is  entering 
the  Macintosh  market  with 
the  ARC-CARD/NB,  a  32-bit 
adapter  that  enables  users  to 
link  Macintoshes  over  Arcnet 
networks.  Arcnet  offers  2.5M 
bit/sec  speed  and  a  maximum 
20,000-ft.  network  span.  It  is 
a  deterministic  token-passing 
technology.  The  company  said 
the  interface  card  provides  us¬ 
ers  with  an  alternative  to  Ap¬ 
ple’s  LocalTalk  network  hard¬ 
ware. 

The  ARC-CARD/NB  will  be 
available  in  the  fourth  quarter. 
It  is  priced  at  $495,  including 
NetWare  drivers. 

Thomas-Conrad  is  located 
at  1908-R  Kramer  Lane,  Aus¬ 
tin,  Texas  78758,  or  call 
(512)836-1935. 

Lotus  Development 
Corp.  recently  previewed  a 
product  that  uses  Quarterdeck 
Office  Systems,  Inc.’s  Desq- 
view  to  link  Lotus  1-2-3 
spreadsheets  to  the  Dowjones 
News  Retrieval  Sendee. 

The  product,  dubbed 
Princeton,  will  be  a  Desqview 
application  bundled  with  a 
subscription  to  the  Dowjones 
service.  Princeton  users  will 
be  able  to  log  onto  the  news 
service  as  many  as  five  times  a 
day  without  incurring  any  ac¬ 
cess  charge.  □ 


E-mail  packs  for  the  Mac 


Company 

Product 

Shipment 

Price 

cc:Mail,  Inc. 

Palo  Alto,  Calif. 

cc:Mail 

June 

1989 

$675  for 
25-user  version 

CE  Software,  Inc. 

Des  Moines,  Iowa 

QuickMail 

March 

1989 

$400  for 
10-user  version 

Microsoft  Corp. 
Redmond,  Wash. 

Microsoft 
Mail  2.0 

September 

1989 

$1 ,495  for 
20-user  version 

The  TOPS  Division  of 
Sun  Microsystems,  Inc. 
Alameda,  Calif. 

— - - - - : - 

InBox 

- - - - 

September 

1989 

L — - 

Unannounced 

GRAPHIC  BY  SUSAN  J.  CHAMPENY 


Mac  nets  get  slew  of 
new  E-mail  functions 

Vendors  enhance  existing  packages  and  offer 
links  to  other  electronic  messaging  systems. 


By  Sarah  Vandershaf 

West  Coast  Correspondent 

Users  of  Apple  Computer,  Inc. 
Macintosh  networks  are  getting 
an  array  of  new  messaging  capa¬ 
bilities  as  vendors  ship  enhanced 
electronic  mail  packages  and 
gateways  that  allow  Mac  users  to 
exchange  mail  with  users  on  oth¬ 
er  networks  and  processors. 

E-mail  vendors  are  building 
such  capabilities  as  store-and- 
forward  into  their  E-mail  pack¬ 
ages  and  forging  ties  to  IBM’s 
Professional  Office  System 
(PROFS),  Digital  Equipment 
Corp.’s  All-In- 1,  Wang  Laborato¬ 
ries,  Inc.’s  Wang  Office,  as  well  as 
other  high-end  mail  nets. 

Analysts  say  the  enhance¬ 
ments  and  gateway  capabilities 
make  Macintosh  networks  more 
attractive  to  businesses  that  wish 
to  integrate  Apple  products  into 
corporate  nets. 

Mail  call 

Microsoft  Corp.  plans  to  ship 
its  enhanced  Microsoft  Mail  Ver¬ 
sion  2.0  this  month  (“Microsoft 
enhances  E-mail  product  for  Ap¬ 
pleTalk  nets,”  NW,  Aug.  14). 

Microsoft  added  directory 
management  and  store-and-for- 
ward  features  to  simplify  the  pro¬ 
cess  of  transmitting  messages  to 
one  or  more  recipients. 

Store-and-forward  technolo¬ 
gy  lets  messages  be  stored  in  a 
sender’s  server  when  a  recipient 
cannot  be  reached.  The  sending 
server  then  tries  to  deliver  the 
message  at  varying  intervals. 

Although  Microsoft  Mail  cur¬ 
rently  runs  exclusively  over  Ap¬ 
pleTalk  networks,  Microsoft  is 
developing  several  gateways  in 
conjunction  with  third-party  ven¬ 
dors  that  will  link  the  product 
with  PROFS,  DEC’S  VMSMail  and 
X.400-based  systems. 

Microsoft  Mail  2.0  software 
costs  $395  for  the  server  portion 
and  $125  for  each  node.  A  20- 
node  package  is  available  for 
Macintoshes  for  $1,495. 


Later  this  month,  The  TOPS 
Division  of  Sun  Microsystems, 
Inc.  expects  to  begin  shipments 
of  InBox  2.0,  an  E-mail  package 
that  allows  Macintosh,  DOS  and 
OS/2  computers  to  exchange 
messages  and  files  over  an  Apple- 
Talk  network. 

The  software  operates  on  per¬ 
sonal  computers  running  the 
TOPS  2.0  operating  system.  Pric¬ 
ing  has  not  been  announced. 

In  June,  Palo  Alto,  Calif.-based 
cc:Mail,  Inc.  added  a  Macintosh 
version  of  its  popular  cc:Mail 
software  for  customers  with  both 
DOS-based  personal  computers 
and  Macintoshes.  The  company 


Macintosh 
mail  gateways 

Third-party  gateways  for 
Apple  Computer,  Inc.  E-mail 
nets  to  host-based  mail  systems. 

Alisa  Systems,  Inc. 

AlisaMail 

■  Works  with  Microsoft  Corp. 
Microsoft  Mail,  QuickMail 

■  Links  to  IBM  PROFS;  Digital 
Equipment  Corp.  VMSMail, 
AII-ln-1 ;  X.400 

Pacer  Software,  Inc. 

Pacer  Post 

■  Works  with  Microsoft  Mail 

■  Links  to  PROFS,  VMSMail, 
AII-ln-1 ,  X.400 

Soft-Switch,  Inc. 

SNADS  Gateway 

■  Works  with  Microsoft  Mail 

■  Links  to  PROFS;  DISOSS; 
All-in-1 ;  Wang  Laboratories, 

Inc.  Wang  Office;  Hewlett- 
Packard  Co.  HP  Desk;  X.400 

StarNine  Technologies,  Inc. 
Mail*Link  SMTP 

■  Works  with  Microsoft  Mail, 
QuickMail 

■  Links  to  any  system  based  on 
the  SMTP  protocol 


claims  to  have  200,000  users  of  it 
E-mail  software. 

The  Macintosh  version  of 
cc:Mail  uses  a  distributed  archi¬ 
tecture  in  which  a  mail  server  is 
used  to  bridge  Macintosh  and 
DOS  networks. 

Through  cc:Mail,  users  can  ac- 
(continued  on  page  48) 


Banyan  offers  entry-level, 
10-user  version  of  VINES 

VINES/386  Team  targeted  at  small  work  groups. 


By  Susan  Breidenbach 

West  Coast  Bureau  Chief 

WESTBOROUGH,  Mass.  — 
Banyan  Systems,  Inc.  last  week 
released  an  entry-level,  10-user 
version  of  its  VINES/386  network 
operating  system. 

VINES/386  Team  is  aimed  at 
small  work  groups,  a  market  seg¬ 
ment  traditionally  dominated  by 
Novell,  Inc.  and  3Com  Corp.  It 
has  largely  been  ignored  by  Ban¬ 
yan,  which  has  focused  on  large, 
enterprisewide  internetworks. 

At  $2,495,  Banyan’s  entry- 
level  offering  costs  more  than  the 
eight-user  version  of  Novell’s 
NetWare  ($1,895)  and  the  10- 
user  release  of  3Com’s  3  +  Open 
LAN  Manager  ($1,495). 

However,  VINES/386  Team 
includes  Banyan’s  StreetTalk 
global  naming  service,  a  facility 
the  competing  products  do  not 
have.  StreetTalk  eases  net  admin¬ 
istration  and  simplifies  access  to 
resources  on  large  internet¬ 
works.  Until  the  end  of  Novem¬ 


ber,  the  Team  version  will  also  in¬ 
clude  free  copies  of  Banyan's 
VINES  Network  Mail  and  PC  Net¬ 
work  Printing  options,  ordinarily 
an  additional  $995  and  $495,  re¬ 
spectively. 

PC  Network  Printing  lets  users 
on  a  VINES/386  Team  net  share 
up  to  1 0  printers,  with  as  many  as 
six  being  attached  to  worksta¬ 
tions,  rather  than  a  server. 

Additionally,  the  entry-level 
product  supports  a  variety  of 
VINES/386’s  connectivity  op¬ 
tions,  including  3270,  asynchro¬ 
nous  and  X. 2 5  links. 

According  to  Mary  Kirson,  di¬ 
rector  of  product  marketing  for 
Banyan,  a  primary  target  for 
VINES/386  Team  is  large  cus¬ 
tomers  that  have  a  number  of 
branch  offices  with  only  a  hand¬ 
ful  of  users.  Such  customers 
“need  a  lower  price  point”  before 
they  can  be  convinced  to  install 
VINES  at  these  small  remote  sites, 
she  said. 

(continued  on  page  48) 


Xerox  unveils  encryption 
device  for  Ethernet  users 


By  Susan  Breidenbach 

West  Coast  Bureau  Chief 

MCLEAN,  Va.  —  Xerox  Corp.’s 
Integrated  Systems  Operations 
unit  recently  introduced  an  en¬ 
cryption  device  that  enables  us¬ 
ers  to  send  encrypted  and  unen¬ 
crypted  messages  across  an 
Ethernet  local  network. 

The  Xerox  Encryption  Unit 
(XEU)  has  been  submitted  to  the 
federal  government  for  approval 
as  a  Type  1  security  device  under 
the  National  Security  Agency’s 
(NSA)  Commercial  Security  En¬ 
dorsement  Program  (CCEP). 
Type  1  security  is  required  for 
transmission  of  the  govern¬ 
ment’s  most  highly  classified  in¬ 
formation. 

According  to  Xerox,  the  XEU  is 
the  first  product  to  provide  this 
type  of  security  for  standard 
Ethernets.  Until  now,  special  — 
and  sometimes  isolated  —  net¬ 
works  were  required  for  trans¬ 
mitting  classified  information. 

“We  foresee  much  wider  ap¬ 
plications  for  the  many  installed 
and  commonly  used  Ethernet- 
type  networks  within  the  federal 
government  and  its  contractors 
because  those  networks  can  now' 
be  made  secure  for  classified  in¬ 
formation,”  said  Jay  Nussbaum, 
president  of  Integrated  Systems 
Operations. 

The  XEU  unit,  a  3-  by  10-  by 


12-in.  box,  is  installed  between 
the  workstation  and  the  network, 
wath  the  cables  from  each  plug¬ 
ging  into  it. 

When  transmitting  or  receiv¬ 
ing  classified  information,  the 
user  activates  the  XEU  by  insert¬ 
ing  an  electronic  Crypto  Ignition 
Key  into  the  front  of  the  unit.  The 
activated  XEU  encrypts  data  be¬ 
ing  sent  from  the  workstation  to 
the  network  and  decrypts  data 
destined  for  the  workstation. 

According  to  Xerox,  the  XEU 
uses  government-supplied  algo¬ 
rithms  and  key  variables  in  the 
encrypting  process.  It  is  encased 
in  an  injection-molded  plastic 
chassis  that  can  only  be  accessed 
only  with  what  Xerox  described 
as  an  “unduplicatable”  key. 

Any  attempt  to  tamper  with 
the  unit  will  be  detected  by  spe¬ 
cial  circuitry  that  erases  all  cryp¬ 
tographic  information,  while 
sounding  an  alarm  and  lighting  a 
red  light  on  the  XEU. 

The  XEU  uses  an  NSA-en- 
dorsed  encryption  microproces¬ 
sor  and  other  circuitry  developed 
by  Ultron  Labs  Corp.  of  San  Jose. 
Calif. 

The  product  is  priced  at 
$4,995  and  is  available  now.  The 
XEU  must  be  endorsed  by  the  NSA 
before  it  ships;  Xerox  said  en¬ 
dorsement  is  expected  in  the 
fourth  quarter.  □ 
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customers  raving  about  service 


Denver,  Colorado 
May  2, 1989 


The  Burlington  Northern  National  TrackSmart®  Center  is  getting 
rave  reviews  from  its  customers.  And  AT&T’s  distributed  net¬ 
worked  computer  solution  behind  it  is  getting  rave  reviews  from 
Burlington  Northern.  Burlington  Northern’s  Lonnie  Jarrell  tells 
AT&T’s  Chris  Turnquist  why  AT&T  Computers  provide  a  better 
way  to  serve  customers  of  the  longest  railroad  in  the  country 

Lonnie:  We  want  to  be  known  for 
superior  customer  service.  So  we 
planned  proactive  shipment  monitor¬ 
ing  through  a  new  customer  service 
concept— the  National  TrackSmart 
Center. 

Chris:  And  better  customer  service 
means  getting  information  to  your  cus¬ 
tomers,  in  their  reporting  format,  as 
soon  as  your  reps  have  it. 

Lonnie:  Exactly  All  we  had  to  do 
was  listen  to  our  customers  to  under¬ 
stand  their  transportation  information 
needs.  That  was  plenty  of  inspiration. 

We  knew  then  that  we  needed  a  system 
that  would  let  our  reps  instantly  locate 
cars  and  report  shipment  status  to  cus¬ 
tomers  immediately 

Chris:  I  remember  when  your  reps 
could  only  handle  one  customer  at  a 
time.  They  had  to  query  the  mainframe 
database  car  by  car.  And  then  manually 
record  their  findings  and  send  them 
out.  Now  each  rep  can  handle  up  to  ten 
customers,  right? 

Lonnie:  Absolutely  plus  the  rep 
has  more  time  to  serve  his  customers 
better.  Now  they  save  time  by  tracking 
every  car  from  one  CRT.  The  AT&T 
6500  Multifunction  Communications 
System  gives  them  multi-window 

TrackSmart  is  a  registered  trademark  of  Burlington  Northern  Railroad. 

UNIX  is  a  registered  trademark  of  AT&T  in  the 


access  to  two  synchronous  sessions  on 
our  host,  as  well  as  async  access  to  the 
TrackSmart  application  and  AT&T  Mail. 
Both  TrackSmart  and  AT&T  Mail  run 
concurrently  on  the  AT&T  3B2/1000 
Computer.  So  the  reps  get  information 
the  second  they  need  it. 

Chris:  And  you’re  able  to  tap  infor¬ 
mation  easily 

Lonnie:  Right.  Because  you 
molded  AT&T  distributed  networked 
computing  to  fit  the 
Burlington  North¬ 
ern,  rather  than  the 
other  way  around. 

You  provide  it  all- 
computer  network¬ 
ing  systems  and 
communications 
expertise.  Plus  you 
blend  it  all  together 
with  other  systems 
better  than  any 
company  I’ve  ever 
seen. 

Chris:  I  under¬ 
stand  one  customer 
wrote  a  BN  rep 
promising  him  an 
official  company  ID 
naming  him  their 
Assistant  Transpor¬ 
tation  Manager. 

Lonnie:  That’s 
true.  But  you  know, 
ifwe’regoingtobea 
partner  to  our  cus¬ 
tomers,  we  have  to 
be  a  partner  with  vendors  who  can  take 
us  in  that  direction. 


The  Burlington  Northern 
Computer  Solution 


THE  CHALLENGE: 


Differentiate  Burlington  Northern  as  a  superior 
provider  of  customer  service. 

|  THE  SOLI TION: 

A  distributed  networked  computer  solution  inte¬ 
grating  Burlington  Northern's  applications  with 
a  UNIX’  System  Y-based  Informix'  iGL  data 
base  management  package.  An  AT&T  5B2/1000 
Computer  is  the  gateway  to  the  host  for  Track 
Smart  information.  The  AT&T  6500  Multifunc¬ 
tion  Communications  System  provides  host 
access  with  four  window  functions  appearing 
on  AT&T  6559  displays.  AT&T  Mail  sets  up  an  E 
mail  link  between  reps  and  customers;  AT&T 
Mail  with  Private  Message  Exchange/TERM  is  a 
private  E-mail  link  between  Burlington  North 
ern  reps  and  TrackSmart. 


THE  RESULTS: 


The  system  increases  the  number  ot  customers  a 
representative  services  tenfV >kl.  Si  mie  customers 
bare  indicated  TrackSmart  saves  them  at  least 
four  hours  daily. 

Call  your  AT&T  Account  Executive,  AT&T  Autho¬ 
rized  Value  Added  Reseller  or  1  800  2  r  1212, 
Ext.  52~. 

Your  Computing  Systems 
and  Networking 
Solutions  Company 


Informix  is  a  registered  trademark  of  Informix  Software,  Inc. 
U.S.  and  other  countries.  ©1989  at&t 


AT&T 

Computer  Systems 


This  Could  Be  Your  Ticket 
To  A  Greater  Voice 

In  The  Industry 


1989 

™eEnne  Awards 

Honoring  The  Best  Of  The  Best. 

Dinner  And 
Award  Presentation 


HONORING  THE  BEST  OF  THE  BEST  IN 
ENTERPRISE  NETWORK  EXCELLENCE 
Date:  Monday  September  11,  1989 
Time:  6:30  P.M.  Reception  7:30  Dinner 

Place:  Reunion  Ballroom 

Hyatt  Regency  Hotel  at  Reunion 
Dallas,  Texas 

Black  Tie  Optional 


)  Dinner 


junion 


NetWorld’s  ENNE  Awards  and  dinner  are  sponsored  by  Network  World. 
Proceeds  will  be  used  to  foster  education  in  enterprise  networking. 


ADMIT  ONE 


in  enterprise  networking 


ADMIT  ONE 


Tickets  are  at  a  premium. 

And,  accordingly,  they’re  not  for  everyone.  Yet 
when  you  consider  the  impact  your  participation 
engenders,  you  might  just  consider  it  an  invest¬ 
ment  worth  making. 

In  purchasing  a  ticket  to  the  ENNESM  Awards, 
you’re  doing  more  than  gaining  entry  to  a  dinner. 

You’re  gaining  entry  to  a  select  group  of  compa¬ 
nies  able  to  mold  the  destiny  of  an  industry. 

Because,  while  the  ENNE  Awards  are  primarily 
designed  to  recognize  achievement,  they  also  rec¬ 
ognize  something  else. 

The  fact  that  tomorrow’s  enterprise  network  will 
be  determined  by  educational  opportunities  avail¬ 
able  today. 


That’s  why  all  the  proceeds  from  the  ENNE  Awards 
dinner  will  be  channeled  toward  educational 
programs  furthering  the  understanding  and  use 
of  enterprise  networking. 

Your  participation  on  September  1 1  will  translate 
into  opportunities  for  years  to  come. 

And  that’s  a  ticket  to  a  bright,  shiny  future. 

RESERVE  YOUR  TICKETS  TODAY! 

The  ENNE  Awards  Banquet  will  be  held  6:30 
P.M.,  Monday,  September  11,  1989  in  the 
Hyatt  Regency  Hotel  at  Reunion  in  Dallas, 
Texas  during  the  NetWorld  '89  Show. 

Only  400  tickets  are  planned  for  sale. 

For  ticket  information  call 

(212)  983-4965 


™eEnne  Awards 

Honoring  The  Best  Of  The  Best. 

THE  ENNE  AWARDS  PROGRAM  305  Madison  Avenue,  Suite  2140,  New  York,  NY  10165 


(FIFTH-ANNU  KT) 


User 
Excellence 
Awards 


Get  in  the  running  for 
Network  World’s  User  Excellence  Awards 


Network  World  believes  networking  can  change  the  way  organizations 
do  business,  helping  them  become  more  competitive,  more  productive  and 
more  responsive  to  opportunities  and  changing  market  forces.  Through 
our  annual  User  Excellence  Awards,  we  honor  users  that  have  applied 
network  technology  to  gain  competitive  advantages. 

To  help  us  determine  how  innovative  your  organization  is  in  using 
network  products  and  services,  please  complete  the  brief  postage-paid 
questionnaire  below  and  return  it  no  later  than  Sept.  29.  (If  you  need 


additional  space,  use  the  back  of  the  form  or  type  your  responses  on  a 
separate  sheet.)  Your  name,  title,  address  and  phone  number  must  be 
included. 

All  User  Excellence  Award  winners  will  be  featured  in  the  Dec.  18  issue 
of  Network  World.  Awards  will  be  presented  at  the  Communication  Net¬ 
works  conference  in  Washington  D.C.  in  February  1990. 

Remember,  it’s  not  how  much  you’ve  spent  on  networking  but  what 
you’ve  accomplished  that  counts.  Good  luck! 


Name: 
Title:  _ 


Company  name: 
Address: _ 


>. 


Phone  number:. 


Does  your  organization  have  a  separate  communications  department  with 
responsibility  for  both  voice  and  data  network  expenditures?  YES/NO 


Is  your  network  international  in  scope?  YES/NO 
If  yes,  how  many  countries  does  it  encompass? _ 


Please  explain  how  networking  has  helped  you  to  differentiate  products  and 
services  from  those  of  competitors  or  to  launch  new  products  and  services. 


Please  explain  how  network  technologies,  such  as  EDI,  have  helped  you  build 
closer,  more  productive  relationships  with  customers,  suppliers  or  partners. 


I'Cim  Does  your  network  integrate  multiple  network  architectures,  such  as  IBM’s 
SNA,  DEC’S  DNA,  TCP/IP,  OSI  and  others?  YES/NO 

If  yes,  how  is  that  being  accomplished? 


► 


If  you  plan  to  implement  ISDN,  please  explain  why  and  how  it  will  be  done. 


Does  your  company  have  a  strategy  for  migrating  to  an  integrated 
multimedia  network  that  supports  voice,  data,  image  and  video  traffic? 

YES/NO 

If  yes,  please  explain. 


> 


What  steps  are  you  taking  to  contain  communications  costs? 


[DJ  What  do  you  consider  to  be  the  most  unique  and  innovative  features  of  your 
network? 


What  was  the  single  most  important  networking  project  your  department 
undertook  last  year,  and  why  was  it  important? 


STOP  -  HAVE  YOU  ANSWERED  QUESTION  1? 


Has  networking  changed  the 
way  you  do  business? 


Past  User  Excellence  Award  winners 


1985 

Dow  Jones  &  Co.,  Inc. 
First  Interstate  Bancorp 


1986 

Florida  Power  & 

Light  Co. 

• 

First  Wisconsin  National 
Bank  of  Milwaukee 


1987 

Unified  School  District  259 

of  Wichita,  Kansas 

• 

Midlantic  Banks,  Inc. 


1988 

American  Express  Travel 

Related  Services  Co. 

• 

Bechtel  Group,  Inc. 
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MANAGING  PEOPLE  AND  TECHNOLOGY:  USERS  GROUPS  AND  ASSOCIATIONS 


ialogue 


Will  declining  prices  of 
international  circuits  af¬ 
fect  your  global  network 
plans? 

It  will  make  it  easier  for  us 
:o  justify  the  decentralization  of 
nir  corporate  sites  to  new  mar¬ 
kets  or  pockets  of  technological 
expertise.  However,  the  price  of 
oandwidth  is  less  a  factor  in 
Dositioning  our  offices  overseas 
ban  actual  business  opportuni¬ 
ty." 

Rob  Rich 

Group  telecommunications 
manager 
General  International  Area 
Digital  Equipment  Corp. 
Maynard,  Mass. 

Itf  Falling  prices  will  enable 
is  to  spread  into  new  geo¬ 
graphical  regions  and  provide 
liore  of  our  sendees  and  pred¬ 
icts  via  communications  links. 

"Declining  rates  will  also 
mahle  us  to  design  high-band- 
vidth  digital  networks  in  Eu- 
•ope.  That's  even  more  the  case 
n  the  U.S.,  where  prices  are 
Iropping  faster  than  in  Eu- 
•ope." 

Allan  Conner 

President 
DunsNet, 
A  Dunn  &  Bradstreet  Co. 

Wilton,  Conn. 

a  Falling  prices  will  [make] 
is  reconsider  linking  our  deal¬ 
erships  overseas  with  voice  and 
lata  circuits.  We  are  always 
ooking  for  anything  that  will 
lelp  us  justify  the  costs  of  our 
letwork  projects. 

"Even  if  the  price  is  right, 
lowever,  the  communications 
echnology  has  to  be  approved 
>y  foreign  PIT  authorities, 
vhich  isn't  always  easy  to  do." 

Bill  Connolly 
Systems  analyst 
Steelcase,  Inc. 
Grand  Rapids,  Mich. 

££  A  drop  in  international 
ates  would  affect  our  network 
dans,  but  at  this  point  I  can't 
ay  how.  I  do  know  that  declin¬ 
ing  rates  will  probably  make 
SDN  much  more  of  a  real- 
vorld  capability  in  Europe. 

Uso.  declining  rates  would 
irobably  make  Europeans  less 
eluctant  to  use  the  phone  for 
msiness  purposes.  Currently, 
Europeans  think  twice  before 
naking  long-distance  calls  be- 
ause  the  rates  are  so  high." 

Bill  Rush 
Vice-president  of 
information  systems 
The  Prudential  Insurance 
Co.  of  America 
Roseland,  N.J. 


Wireless  links  keep  Chicago 
exchanges  honest,  efficient 

Trading  system  uses  spread-spectrum  technology. 

wireless  communications  system 
that  will  link  traders  on  the  floor 
with  the  exchanges’  computer 
systems. 

Traders  will  key  in  completed 
trades  on  hand-held  devices, 
which  will  then  transmit  the  in¬ 
formation  to  host  systems  using 
either  spread-spectrum  radio  or 
infrared  technology. 

Other  users,  including  major 
stock  exchanges,  are  also  study¬ 
ing  ways  to  apply  wireless  net¬ 
work  technologies.  According  to 
Jeff  Waldhuter,  project  develop¬ 
ment  manager  for  wireless  local 
networks  at  Nynex  Corp.,  wire¬ 
less  communciations  may  some¬ 
day  find  a  home  in  virtually  every 
organization. 

“The  number  of  applications 
you  can  use  this  technology  for  is 
only  limited  by  imagination,” 
Waldhuter  said. 

If  the  two  Chicago-based  fu¬ 
tures  exchanges  are  any  indica¬ 
tion,  wireless  communications 
may  have  a  dramatic  impact  on 
the  way  organizations  operate. 

According  to  a  Chicago  Board 
of  Trade  spokesman,  the  auto- 
( continued  on  page  41) 


BOOK  REVIEW 


BY  BARTON  CROCKETT 

Book  urges  net  managers 
to  act  as  entrepreneurs 

Entrepreneurial  Telecommunications,  by  Jim  Jewett 
(Nashville:  E.S.  Press,  c/o  Telco  Research  Corp.,  1989). 

This  decade  has  seen  more  than  its  share  of  popular  and 
influential  management  books. 

Unfortunately,  few  of  these  works  are  targeted  at  technical 
professionals  such  as  network  managers.  In  Entrepreneurial 
Telecommunications,  Jim  Jewett  set  out  to  rectify  that 
situation.  In  the  process,  he  produced  a  book  that  is  both 
enjoyable  to  read  and  offers  practical  advice  on  how  network 
managers  can  improve  their  performance. 

Be  an  entrepreneur 

Jewett,  cofounder  and  chief  executive  officer  of  Telco 
Research  Corp.,  a  Nashville-based  telemanagement  software 
vendor  owned  by  Nynex  Corp.,  contends  that  successful  network 
managers  approach  their  jobs  like  entrepreneurs.  They  conceive 
new  ways  for  networks  to  make  their  organizations  more 
competitive  and  then  work  aggressively  to  implement  their 
ideas. 

In  describing  how  network  managers  do  this,  Jewett  outlines 
some  of  the  most  common  management  principles. 

For  instance,  in  describing  how  network  managers  foster 
innovation,  Jewett  recommends  repeatedly  experimenting  with 
changes  on  a  small  scale,  a  process  called  “boot  strapping.” 

Jewett  describes  in  detail  how  network  managers  can 
integrate  boot  strapping  into  regular  workday  operations.  In  so 
doing,  Jewett  borrows  heavily  from  management  guru  Tom 
Peters,  who  discussed  the  concept  of  boot  strapping  in  his 

( continued  on  page  20 ) 


By  Barton  Crockett 
and  Wayne  Eckerson 

Network  World  Staff 

CHICAGO  —  Wireless  local 
communications  technologies 
promise  to  change  the  way  some 
users  do  business. 

Recently,  the  nation’s  two 
leading  futures  exchanges,  the 
Chicago  Board  of  Trade  and  the 
Chicago  Mercantile  Exchange, 
announced  plans  to  codevelop  a 


The  Chicago  Board  of  Trade 
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▲  A  A 

BY  WAYNE  ECKERSON 


Jeans  maker  Levi  Strauss’  headquarters  in  San  Francisco. 

Levi’s  net  strategy 
pays  big  dividends 


SAN  FRANCISCO  —  After  a  le¬ 
veraged  buyout  in  1985  put  con¬ 
trol  of  Levi  Strauss  &  Co.  in  pri¬ 
vate  hands,  the  company  was  able 
to  funnel  additional  resources 
into  carrying  out  a  three-pronged 
technology  strategy  that  is  al¬ 
ready  paying  handsome  divi¬ 
dends. 

The  buyout  took  Wall  Street’s 
spotlight  off  the  jeans  maker,  al¬ 
lowing  it  to  focus  on  long-term 
strategic  plans  instead  of  boost¬ 
ing  short-term  profit  margins  to 
satisfy  shareholders  and  ana¬ 
lysts,  according  to  company  offi¬ 
cials. 

Levi  Strauss  is  well  known  for 
LeviLink,  a  collection  of  services 
that  help  the  company’s  retail 
partners  automate  every  step  of 
the  retail  cycle,  including  order¬ 
ing,  receiving  and  paying  for  Levi 
Strauss  goods. 

LeviLink  incorporates  such  di¬ 
verse  technologies  as  electronic 
data  interchange,  bar-code  scan¬ 
ning,  point-of-sale  data  collec¬ 
tion  and  electronic  funds  trans¬ 
fer. 

Currently,  3,500  stores  use 
one  or  more  LeviLink  services. 
Company  officials  conservatively 
estimate  that  LeviLink  has  ac¬ 
counted  for  a  5%  increase  in  an¬ 
nual  sales  of  Levi  Strauss  mer¬ 
chandise,  which  last  year  totaled 
$3.1  billion. 

In  addition  to  LeviLink,  Levi 
Strauss’  technology  strategy  calls 
for  the  creation  of  a  centralized, 
on-line  data  base  of  sales  and 
manufacturing  information  for 
its  domestic  network  users.  The 
company  is  also  involved  in  an 
apparel  industry  effort  to  draft 
standards  for  the  electronic  ex¬ 
change  of  three-dimensional 
graphics  of  clothing  and  fabric 
designs. 


“The  leveraged  buyout  really 
gave  our  company  the  breathing 
room  to  put  considerable  re¬ 
sources  into  developing  techno¬ 
logical  applications  that  will  im¬ 
prove  customer  service  and 
enhance  our  internal  opera¬ 
tions,”  said  Paul  Benchener,  di¬ 
rector  of  Quick  Response  at  Levi 
Strauss  here. 

Quick  Response  is  the  name  of 
Levi  Strauss’  effort  to  automate 
business  transactions  with  retail¬ 
ers  and  suppliers. 

LeviLink 

LeviLink  was  created  in  1984 
when  the  company  formed  man¬ 
agement  teams  charged  with  in- 


Levi  Strauss’  Paul  Benchener 


vestigating  ways  to  improve  cus¬ 
tomer  service. 

One  team,  which  was  led  by 
Benchener,  spent  eight  months 
interviewing  customers  to  deter¬ 
mine  the  kinds  of  information 
they  wanted  apparel  manufactur¬ 
ers  to  include  on  clothing  price 
tags  and  tickets. 

The  results  of  the  study  led 
Levi  Strauss  to  include  a  Uniform 
Product  Code  (UPC)  bar  code  on 
each  ticket  that  would  enable  re¬ 
tailers  to  track  sales  and  inven¬ 
tory  based  on  the  style,  color 
( continued  on  page  20) 
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Book  urges  managers 
to  be  entrepreneurs 

continued  from  page  1 9 
book,  Thriving  on  Chaos.  Jewett  takes  Pe¬ 
ters'  ideas  and  applies  them  to  situations 
network  managers  encounter  every  day. 

Jewett  uses  the  same  approach  with 
other  popular  management  concepts,  such 
as  “employee  liberation,"  the  process 
whereby  a  manager  delegates  decision¬ 
making  power  to  qualified  subordinates. 

The  value  of  this  book  lies  in  Jewett’s 
ability  to  make  important  management 
ideas  relevant  to  network  managers.  He  of¬ 
fers  simple  but  practical  advice  on  how 
network  managers  can  do  their  jobs  better. 

Just  common  sense 

As  is  true  with  most  management 


books,  some  people  will  find  Entrepre¬ 
neurial  Telecommunications  a  simplis¬ 
tic  treatise. 

The  book  shies  away  from  complex, 
technical  subjects  and  focuses  on  manage¬ 
ment  ideas  some  readers  may  consider 
commonsensible. 

Even  if  a  reader  balks  at  the  simplicity 
of  Jewett’s  arguments,  the  author’s  lively 
prose  and  upbeat  message  makes  this  book 
an  enjoyable,  quick  and  easy  read. 

And  most  network  managers  could  ben¬ 
efit  from  contemplating  the  book’s  main 
thesis  —  network  managers  should  work 
to  incorporate  new  management  concepts 
into  their  fast-paced  and  complex  jobs. 

To  obtain  a  free  copy  of  the  book,  write 
to  Telco  Research  at  1207  17th  Ave.  S., 
Nashville,  Tenn.  37212,  or  call  (615)  329- 
0031.  □ 


Levi’s  net  strategy 
pays  big  dividends 

continued  from  page  1 9 
and  size  of  clothing.  Preticketed  items 
would  save  retailers  anywhere  from  three 
to  14  days  of  processing  and  tagging  time, 
which  would  get  merchandise  to  store 
floors  faster. 

But  that  was  only  the  beginning.  Ben- 
chener  said  many  retailers  expressed  an 
interest  in  using  EDI  to  exchange  purchase 
orders,  advance  shipping  notices  and  in¬ 
voices.  After  another  year  and  a  half  of 
market  research,  Levi  Strauss  decided  to 
offer  these  EDI  services  along  with  bar- 
coded  merchandise  tickets  and  bar-coded 
shipment  cartons  in  a  package  it  dubbed 
LeviLink. 

Since  then,  LeviLink  has  expanded  to 


include  electronic  funds  transfer  and  a 
model  stock  management  program,  in 
which  Levi  Strauss  generates  suggested  or¬ 
ders  for  retail  stores  by  analyzing  their 
past  and  present  POS  information.  Also  as 
part  of  LeviLink,  Levi  Strauss  recommends 
personal  computer-based  software  distrib¬ 
uted  by  AT&T  that  allows  small  and  mid¬ 
size  companies  to  automate  all  parts  of 
their  business,  from  POS  to  accounts  pay¬ 
able. 

“LeviLink  was  an  answer  to  the  desire 
of  our  retail  trading  partners  to  squeeze 
the  excess  time  out  of  the  entire  retail  busi¬ 
ness  cycle,”  Benchener  said. 

LABS 

Levi  Strauss  is  also  in  the  midst  of  build¬ 
ing  a  centralized  data  base  containing  in¬ 
formation  needed  to  manage  customer  or¬ 
ders,  as  well  as  manufacturing  and 
shipping  operations. 

Called  Levi’s  Advanced  Business  Sys¬ 
tems,  or  LABS,  the  information  repository 
will  be  built  on  IBM’s  DB2  relational  data 
base  management  system  running  on 
CICS-based  IBM  3090  processors  located 
at  a  central  data  center  here. 

The  system  will  replace  a  number  of  au¬ 
tonomous  data  bases  used  by  different  Levi 
Strauss  units  as  well  as  a  hodgepodge  of 
data  entry  and  batch  processing  programs 
running  under  a  variety  of  IBM  operating 
systems. 

Thousands  of  Levi  Strauss’  employees 
in  distribution  centers,  manufacturing 
plants  and  sales  offices  throughout  the 
U.S.  will  be  able  to  access  the  LABS  data 
base  via  the  company’s  existing  domestic 
network.  This  network  consists  of  a  back¬ 
bone  of  leased  lines  that  connects  IBM  ter¬ 
minals  in  1 1  sites  to  processors  in  the  data 
center  here. 

In  addition,  the  network  supports  dial¬ 
up  connections  between  personal  comput¬ 
ers  and  the  IBM  processors. 

The  data  base  will  enable  employees  to 
monitor  customer  orders,  invoices  and 
shipments,  as  well  as  to  follow  the  manu¬ 
facturing  process  from  design  to  finished 
goods. 

“LABS  will  be  the  key  to  our  systems 
platform  into  the  1990s,”  Benchener  said. 

Graphics  data  interchange 

The  final  element  in  Levi  Strauss’  tech¬ 
nology  strategy  is  a  commitment  to  devel¬ 
oping  industry  standards  that  will  enable 
clothing  designers  and  textile  manufactur¬ 
ers  to  exchange  three-dimensional  graphi¬ 
cal  designs,  a  process  known  as  graphical 
data  interchange  (GDI). 

Currently,  many  vendors  offer  comput¬ 
er-aided  design  systems  that  provide 
three-dimensional  representations  of  how 
clothing  designs  might  appear  when  worn. 
Unfortunately,  these  systems  are  propri¬ 
etary  and  can’t  read  the  CAD  data  generat¬ 
ed  by  other  systems.  In  addition,  no  indus¬ 
try  standards  exist  for  transmitting  GDI 
data. 

To  foster  the  development  of  industry 
standards,  Levi  Strauss  participates  on  the 
Textile  Apparel  Linkage  Council  (TALC) 
and  the  Sundries  and  Apparel  Findings 
Linkage  Council,  two  industry  organiza¬ 
tions  responsible  for  establishing  stan¬ 
dards. 

Jim  Wilson,  manager  of  LeviLink  sys¬ 
tems  at  Levi  Strauss,  recently  formed  a 
subcommittee  within  TALC  for  establish¬ 
ing  voluntary  industry  standards  for  GDI. 

“GDI  standards  will  enable  our  clothing 
designers  to  work  more  closely  with  fabric 
suppliers  —  the  end  result  being  better  de¬ 
signed,  more  appealing  clothing,”  Wilson 
said.  □ 


Gary  Beach,  Publisher,  Network  World 
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Get  Gary  Beach  on  the  phone. 

Gary  publishes  Network  World ,  IDG’s  newsweekly  for  users  of 
enterprise-wide  local  and  wide  area  networks.  Rated  the  best  in  its 
field  by  a  comprehensive  Wall  Street  Journal  Study,  Network  World 
is  the  “most  important/useful”  publication  reaching  the  fastest 
growing  segment  of  the  computer/communications  technology 
industry. 

Network  World's  readers  are  leading  and  shaping  the  enterprise 
networking  revolution.  And  they’ve  come  to  depend  on  Network 
World  for  the  hard  news  they  need  to  keep  up  with  this  rapidly 
changing  field.  Quality  editorial  and  quality  readers  are  two  reasons 
why  our  ad  pages  continue  to  grow. 

Network  with  Gary  Beach  at  1-508-820-2543.  He’ll  show  you  why 
the  time  to  position  your  products  and  services  to  the  enterprise 
networking  market  is  now  and  the  publication  is  Network  World. 


IDG 

Answers  for  the  Information  Age. 
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THE  LATEST  OFFERINGS  FROM  VENDORS  AND  CARRIERS 


Worth  Noting 


See  inside  for: 

■  The  introduction  of 
MiconTs  56K/64K  bit/sec 
voice  and  data  multiplexer. 

■  A  Fibermux  multiplexer 
that  lets  IBM  mini  users 
support  peripherals  at  three 
times  the  normal  distance. 


irst  Look 


I  Kentrox  introduces 
desktop  TieLink  56 

Kentrox  Industries,  Inc.  re¬ 
cently  released  a  new  desktop 
version  of  its  TieLink  56  data 
service  unit/channel  sendee 
unit  for  Switched  56  sendees. 
The  stackable  device  is  de¬ 
signed  to  be  more  compact 
than  the  company’s  existing 
rack-mounted  version. 

Customers  can  use  the  Tie- 
Link  56  for  applications  such 
as  videoconferencing,  Group 
IV  facsimile,  bulk  data  file 
transfer,  computer-aided  de¬ 
sign  and  manufacturing,  and 
local  network  bridging,  Ken¬ 
trox  said. 

The  TieLink  56  is  fully 
compatible  with  AT&T’s  Ac- 
cunet  Switched  56,  US  Sprint 
Communications  Co.’s  Virtual 
Private  Network  56  and  other 
sw  itched  digital  sendees. 

The  list  price  for  both  the 
new  desktop  model  and  the 
existing  rack-mounted  model 
is  $  1 ,795.  Prices  for  the  prod¬ 
ucts  were  dropped  from 
$2,600  last  month  because  a 
newer  design  has  allowed  the 
company  to  save  money  on 
parts,  Kentrox  said. 

Kentrox  Industries,  Inc., 
a  subsidiary  of  ADC  Tele¬ 
communications,  Inc.,  P.O. 
Box  10704,  Portland,  Ore. 
97210;  (800)  733-5511. 


I CLEO  releases  R  JE 
software  for  HP  9000 

CLEO  Communications 

announced  versions  of  its 
3780Plus  remote  job  entry 
terminal-emulation  software 
package  for  Hewlett-Packard 
Co.’s  HP  9000  Series  systems 
running  HP-UX.  The  software 
combines  CLEO’s  2780  and 
( continued  on  page  23 ) 


Wang  offers 
its  TEMPEST 
fiber  LAN 

By  Tom  Smith 

New  Products  Editor 

LOWELL,  Mass.  —  Wang  Lab¬ 
oratories,  Inc.  recently  unveiled 
a  fiber-optic  Ethernet  local  net¬ 
work  that  complies  with  the  fed¬ 
eral  government’s  Transient 
Electromagnetic  Pulse  Emana¬ 
tions  Standard  (TEMPEST)  secu¬ 
rity  guidelines  and  prevents  elec¬ 
tronic  eavesdropping. 

TEMPEST  products  limit  elec¬ 
tronic  emanation  levels,  making 
it  difficult  to  use  sensing  equip¬ 
ment  to  tap  data  transmissions. 
Although  these  products  are  cur¬ 
rently  used  almost  exclusively  by 
the  government  sector,  Wang  is 
targeting  its  offering  at  the  finan¬ 
cial  sector  as  well. 

The  company  also  announced 
future  security  product  plans. 

Wang’s  new  local  network 
consists  of  the  TEMPEST  802.3 
Fiber  Optic  Hub  and  a  choice  of 
two  IEEE  802.3  fiber-optic  work¬ 
station  interfaces.  The  interfaces 


are  compatible  with  IBM  Person¬ 
al  Computer  ATs  and  Wang’s 
PC280T,  PC381T  and  PC382T 
microcomputers. 

The  PC  802.3  Non-Intelligent 
and  Intelligent  cards  are 
equipped  with  a  fiber-optic  trans¬ 
ceiver  that  converts  Ethernet  sig¬ 
nals  into  light  for  transmission 
over  fiber. 

The  PC  802.3  Non-Intelligent 
interface  can  be  used  in  networks 
running  Banyan  Systems,  Inc.’s 
VINES,  Novell,  Inc.’s  NetWare  and 
other  standard  network  operat¬ 
ing  systems.  The  Intelligent  in¬ 
terface  allows  personal  computer 
users  to  run  PC/VS  Integration 
Services  and  access  Wang  VS  pe¬ 
ripherals,  as  well  as  store  and 
share  MS-DOS  files  on  the  local 
net  server  and  print  microcom¬ 
puter  files  on  VS  printers. 

The  Fiber  Optic  Hubs  can  ac¬ 
commodate  as  many  as  three  six- 
port  Fiber  Optic  Media  Interface 
Cards  (FOMIC),  or  a  total  of  18 
devices.  The  hubs  can  also  be  dai¬ 
sy-chained  together  by  using  one 
of  the  slots  to  support  a  Shared 
Resource  Card  (SRC),  which  is 
functionally  equivalent  to  an  Eth¬ 
ernet  repeater.  The  network  can 
support  a  maximum  of  1,024 
nodes. 

( continued  on  page  22 ) 


Fibronics  takes  wraps  off 
System  Finex  FDDI  wares 


By  Tom  Smith 

New  Products  Editor 

HYANNIS,  Mass.  —  Fibronics 
International,  Inc.  recently 
fleshed  out  its  System  Finex  Fiber 
Distributed  Data  Interface 
(FDDI)  product  line  with  the  in¬ 
troduction  of  a  router  that  links 
FDDI  networks  to  Ethernet  and 
token-ring  networks. 

The  company  also  announced 
a  device  to  directly  connect  main¬ 
frames  to  1 00M  bit/sec  FDDI  nets 
as  w  ell  as  modules  that  boost  the 
performance  of  its  new  router 
and  its  existing  FX8210  FDDI-to- 
Ethernet  bridge. 

The  new  FX83 1 0  router  can  be 
configured  using  newly  intro¬ 
duced  interface  boards  to  link 
FDDI  nets  to  Ethernet  and  the  4M 
and  16M  bit/sec  versions  of  to¬ 
ken  rings.  Users  can  install  two 
Ethernet  boards,  two  token-ring 
boards  or  one  of  each  in  the 
router. 

The  FX8310  FDDI  IP  router, 
based  on  the  Transmission  Con¬ 
trol  Protocol/Internet  Protocol, 
will  enable  FDDI-supported  de¬ 
vices  such  as  Sun  Microsystems, 
Inc.  workstations,  to  access  Eth¬ 
ernet  or  token-ring  networks,  ac¬ 
cording  to  Hal  Spurney,  Fibron¬ 
ics'  director  of  marketing. 

The  FX8310  costs  $19,000 
without  network  interfaces  and  is 
available  now.  The  Ethernet  in¬ 


terface,  which  is  also  available 
nowr,  costs  $5,000,  while  the  to¬ 
ken-ring  cards,  which  will  be 
available  later  this  year,  are 
priced  at  $7,000. 

Both  of  the  new'  interfaces 
are  compatible  with  Fibronics’ 
FX8210  FDDI-to-local  network 
bridge,  which  the  company  has 
repriced. 

The  FX8210  preconfigured 
with  one  Ethernet  connection 
now'  costs  $18,000,  down  from 
$27,900.  It  will  be  available  for 
$13,000  without  interfaces.  If  a 
customer  purchases  the  82 1 0  and 
two  Ethernet  interface  cards,  the 
cost  is  $23,000,  or  $11,500  per 
connection. 

Fibronics  also  unveiled  an 
FDDI  interface  that  can  be  chan¬ 
nel-attached  to  IBM  or  compati¬ 
ble  mainframes.  The  FX8322 
Mainframe  Channel  Attached 
Network  Controller  uses  TCP/ 
IP’s  Telnet  remote  logon  utility 
to  enable  FDDI  network  users  to 
access  mainframes  in  the  same 
manner  as  an  IBM  3270  terminal, 
Spurney  said. 

The  FX8322  supports  data 
transfer  rates  of  24.M  or  45M  bit/ 
sec,  depending  on  the  IBM  main¬ 
frame.  It  is  priced  at  $35,000  and 
is  available  now'. 

Finally,  the  company  rolled 
out  a  module  for  its  bridge  and 
( continued  on  page  23 ) 


Racal-Milgo  net  tool 
integrates  mgmt. 

Product  controls  Omnimux  8000  T-1  mux,  CMS 
2000,  upcoming  Omnimux  7000  channel  bank. 


By  Jim  Brown 

_ Senior  Editor _ 

SUNRISE,  Fla.  —  Racal-Milgo 
recently  introduced  a  microcom¬ 
puter  network  management  pro¬ 
gram  capable  of  controlling 
its  Omnimux  8000  T-1  multiplex¬ 
er,  Communications  Manage¬ 
ment  Series  (CMS)  2000  and  the 
soon-  to-be-announced  Omni¬ 
mux  7000  channel  bank. 

The  CMS  8800  program  runs 
on  a  DOS-based  IBM  Personal 
System/2  and  eliminates  the 
need  to  use  separate  terminals  or 
Racal-Milgo’s  Multi-Link  4  soft¬ 
ware  to  access  the  management 
capabilities  built  into  the  respec¬ 
tive  devices. 

The  Multi-Link  4 

The  CMS  8800  software  is 
based  on  Multi-Link  4,  which  en¬ 
ables  a  Personal  System/2  to  em¬ 
ulate  the  management  consoles 
used  with  Racal-Milgo’s  Omni¬ 
mux  8000;  the  CMS  2000,  a  sys¬ 
tem  used  to  control  Racal-Milgo 
modems  and  multiplexers;  and 
the  Omnimux  Programmable 
Network  Processor,  an  X.25 
packet  switch. 

Multi-Link  4  made  it  possible 
to  display  windows  representing 
the  console  screens  of  the  various 
systems  but  required  users  to 
learn  the  individual  commands 
for  each  system.  The  CMS  8800 


The  CMS  8800  lets 

users  manage  the  Racal- 
Milgo  products  using 
one  set  of  commands. 

▲  ▲▲ 


lets  users  manage  the  Racal- 
Milgo  products  —  except  the 
packet  sw'itch  —  using  one  set  of 
commands. 

The  CMS  8800  collects  alarms 
and  status  information  from  Om¬ 
nimux  8000  T-1  multiplexers, 
CMS  2000-attached  devices  and 
the  Omnimux  7000  channel  bank 
—  a  product  that  will  be  an¬ 
nounced  at  the  Tele-Communica¬ 
tions  Association,  Inc.  confer¬ 
ence  later  this  month.  After 
collecting  the  information,  the 
CMS  8800  displays  it  in  a  single 
window  that  graphically  depicts 
the  network. 

The  program  will  maintain  a 
historical  data  base  containing 


records  that  detail  network  prob¬ 
lems  as  well  as  a  configuration 
data  base. 

The  CMS  8800  cannot  be  used 
to  monitor  and  control  Racal-Mil¬ 
go’s  Omnimux  9000  T-1  multi¬ 
plexer,  a  product  made  by  Digital 
Communications  Associates,  Inc. 
and  resold  by  Racal-Milgo.  The 
Omnimux  90(H)  must  be  managed 
by  DCA’s  Network  Management 
System  software. 

Racal-Milgo  said  the  CMS 
8800  may  also  be  used  to  emulate 


I^acal-Milgo  intends 
to  develop  a  version  of 
CMS  8800  that  runs 
under  [IBM’s]  AIX. 

AAA 


the  management  console  for  the 
Omnimux  Programmable  Net¬ 
work  Processor  packet  switch,  al¬ 
though  this  feature  has  not  been 
tested. 

Simultaneous  display 

The  company  said  users 
should  be  able  to  display  the  sta¬ 
tus  of  the  Omnimux  8000  and 
CMS  2000  in  one  window  while 
displaying  the  status  of  Omnimux 
packet  switches  in  another  win¬ 
dow.  How'ever,  users  would  still 
need  to  know  the  commands  to 
control  the  switch. 

By  attaching  the  CMS  8800  to 
a  separate  microcomputer  run¬ 
ning  Racal-Milgo’s  existing  CMS 
View  software,  users  can  forward 
management  data  to  IBM’s  host- 
based  NetVlew. 

Racal-Milgo  intends  to  devel¬ 
op  a  version  of  CMS  8800  that 
runs  under  AIX,  IBM’s  Unix  im¬ 
plementation,  said  Richard 
Courtney,  director  of  network 
management  systems. 

A  CMS  8800  used  to  control  an 
Omnimux  8000  net  runs  on  a  Per¬ 
sonal  System/2  Model  55-SX, 
while  a  CMS  8800  used  to  control 
both  Omnimux  8000s  and  CMS 
2000s  requires  either  a  Personal 
System/2  Model  70  or  80. 

'  A  three-year  CMS  8800  soft¬ 
ware  license  costs  $4,300.  Users 
must  supply  their  own  Personal 
System/ 2. 

Racal-Milgo  can  be  reached  in 
writing  at  P.O.  Box  4070-h,  Fort 
Lauderdale,  Fla.  33340,  or  by 
calling  (305)  475-1601.  □ 
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Wang  offers 
TEMPEST  LAN 

continued  from  page  21 

Available  now,  the  hub  is 
priced  from  $5,200  for  six  users 
to  $9,800  for  18  users.  The  FO- 
MIC  and  SRC  hub  boards  cost 
$3,000  and  $  1 ,500,  respectively. 
The  Intelligent  Card  costs 
$  1 ,500,  while  the  Non-Intelligent 
Card  is  priced  at  $1,050. 

Encry  ption  tool 

Wang  also  revealed  that  it  is 
about  to  sign  a  Memorandum  of 
Agreement  with  the  federal  gov¬ 
ernment  marking  the  completion 
of  the  evaluation  of  its  Trusted  In¬ 
terface  Unit  (TIU-l). 

TIU-1  is  a  stand-alone  device 
that  will  provide  Type  1  encryp¬ 
tion  of  classified  government 
data  over  local-  and  wide-area 
networks.  Type  1  cryptography  is 
defined  by  the  National  Security 
Agency's  Commercial  Communi¬ 
cations  Security  Endorsement 
Program  (CCEP),  which  sets  en¬ 
cryption  guidelines  for  data  that 
is  either  stationary  or  in  transit. 

"Type  1  cryptography  is  the 
highest  level  of  encryption  there 
is,”  said  Don  Gangenh,  Wang’s 
director  of  secure  systems.  “It  is 
approved  for  everything  up 
through  top-secret  compart- 
mented  information. 

TIU-1  supports  Ethernet  and 


Department  of  Defense  Internet 
protocols.  It  will  now  begin  the 
formal  evaluation  process  that 
leads  to  CCEP  endorsement.  TIU- 
1  is  expected  to  be  available  be¬ 
fore  CCEP  endorsement  in  Octo¬ 
ber.  The  fully  endorsed  product 
will  be  available  in  January. 

Wang  also  announced  plans 
for  C2  security-level  products  en¬ 
dorsed  under  the  federal  govern¬ 
ment's  Computer  Security  pro¬ 
gram.  That  program  recom¬ 
mends  security  measures  for  data 
while  it  is  being  processed. 

C2  systems  adhere  to  the  fed¬ 
eral  government’s  Trusted  Prod¬ 
ucts  Evaluation  Program  guide¬ 
lines  on  discretionary  access 
controls,  identification  and  au¬ 
thentication  as  well  as  object  re¬ 
use  and  auditing. 

A  C2  operating  system  for  VS 
minicomputers  is  available  now 
in  preendorsed  versions.  A  fully 
endorsed  version  should  be  avail¬ 
able  by  the  end  of  the  fiscal  year. 
A  fully  endorsed  C2  subsystem 
for  Wang’s  280  and  380  personal 
computer  lines  is  expected  to  be 
available  by  December.  It  is  avail¬ 
able  in  a  preendorsed  version 
now. 

Wang  said  it  expects  to  ship  a 
B1  -level  VS  operating  system  in 
late  1991  or  early  1992.  B1  has 
all  the  security  features  required 
in  C2  as  well  as  several  labeling 
requirements.  □ 


Micom  to  unveil  56K/64K 
mux,  56K  packet  switch 


By  Tom  Smith 

New  Products  Editor 

SIMI  VALLEY,  Calif.  —  Micom 
Communications  Corp.  is  slated 
to  use  the  Tele-Connnunications 
Association,  Inc.  show  later  this 
month  to  introduce  a  56K/64K 
bit/sec  voice  and  data  multiplex¬ 
er  and  a  packet  switch  for  56K 
bit/sec  lines. 

Micom  will  demonstrate  its 
VoiceMux  100  Time  Division  Mul¬ 
tiplexer  and  MB300  packet 
switch  at  the  show,  which  runs 
from  Sept.  26  to  28  in  San  Diego. 

VoiceMux  100  uses  Micom’s 
Advanced  Packetized  Voice 
(APV)  module  to  compress  voice 
transmissions  to  one-sixth  their 
normal  bandwidth. 

Versions  of  the  device  can  be 
configured  to  combine  anywhere 
from  two  voice  and  five  data 
channels  to  four  voice  and  four 
data  channels  over  a  single  64 K 
bit/sec  link.  No  more  than  five 
channels  can  be  used  to  transmit 
data  because  three  channels  are 
dedicated  exclusively  to  voice. 

APV  uses  two  distinct  voice 
compression  algorithms  to  con¬ 
vert  64K  bit/sec  voice  signals  to 
data  rates  as  low  as  9-6K  or  14K 


bit/sec,  according  to  Leonard 
Frey,  Micom  product  manager  for 
voice  products. 

The  company  claims  that  de¬ 
spite  the  compression,  the  multi¬ 
plexer  will  preserve  the  identity 
and  emotional  character  of 
voices.  To  demonstrate  the  prod- 


T  oiceMux  1 00  uses 
Micom’s  APV  module 
to  compress  voice 
transmissions. 
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uct,  Micom  will  let  users  call  in 
and  hear  compressed  voice  com¬ 
pared  to  standard  voice,  Frey 
said. 

The  VoiceMux  100  will  be 
available  later  this  month.  The 
version  supporting  two  voice  and 
five  data  channels  is  priced  at 
$4,095,  while  the  version  sup¬ 
porting  four  voice  and  four  data 
channels  will  cost  $6,495. 


The  company  will  also  unveil 
the  MB300,  a  six-port  X.25  pack¬ 
et  switch,  expandable  to  1 2  ports, 
that  costs  less  than  $1,000  per 
port.  The  six-port  version  can  be 
configured  to  support  1 9-2K  bit/ 
sec  ports,  or  56K  or  64K  bit/sec 
links.  The  six-port  expansion 
card  supports  19  2K  bit/sec 
ports. 

MB300  supports  320  packets 
per  second. 

The  switch  can  be  controlled 
via  Micom’s  Network  Manage¬ 
ment  System  (XNMS),  which 
runs  under  the  Xenix  operating 
system  on  any  Intel  Corp.  80386- 
based  personal  computer.  Capa¬ 
ble  of  controlling  up  to  300 
nodes,  XNMS  provides  users  with 
configuration  and  billing  infor¬ 
mation  as  well  as  statistics  and 
real-time  status  updates. 

MB300  features  an  alternate 
routing  capability  that  reroutes 
traffic  around  failed  switches. 

Configured  with  six  low-speed 
channels,  the  MB300  is  priced  at 
$4,450;  with  six  high-speed  chan¬ 
nels,  $5,950;  12  low-speed  chan¬ 
nels,  $5,700;  and  six  high-speed 
and  six  low-speed  channels, 
$7,200. 

The  MB300  Mill  be  available  in 
September. 

Micom  can  be  reached  in  n  rit- 
ing  at  4100  Los  Angeles  Ave., 
Simi  Valley,  Calif.  93063,  or  by 
calling  (805)  583-8600.  □ 
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If  your  business  depends  on  the 
network,  here’s  a  tool  to  keep 
your  LAN  healthy. 

Introducing  HP’s  LanProbe  dis¬ 
tributed  analysis  system. 


A  detailed  graphic  look  at  your 
Ethernet  operation.  It  tells  you 
precisely  what  you  need  to  know. 
Before  you  need  to  know  it. 


The  LanProbe  system  lets  you 
continuously  monitor  LAN 
traffic,  track  errors,  set  alert 
thresholds,  and  log  critical  net¬ 
work  events.  It  maps  the  network 
for  you.  It  tests  for  cable  integrity 
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Fibermux  mux  stretches 
reach  of  IBM  peripherals 

FX7480  designed  for  AS/400,  System/3X  minis. 


First  Look 

continued  from  page  21 

3780  terminal-emulation  soft¬ 
ware  with  SYNCcable,  a  device 
compatible  with  the  HP  9000  Se¬ 
ries'  serial  port. 

The  3780Plus  version  sup¬ 
porting  HP  9000  Models  825  and 
835  is  priced  at  $2,995.  The  ver¬ 
sion  that  supports  HP  9000  Mod¬ 
el  845  costs  $4,995,  and  the  ver¬ 
sion  that  supports  HP  9000 
Models  850  and  855  is  priced  at 
$6,995. 

CLEO  Communications, 
3796  Plaza  Drive,  Ann  Arbor, 
Mich.  48108;  (313)662-2002. 


■  IPT  software  expands 
Apollo  access 

Information  Presentation 
Technologies,  Inc.  (IPT),  a 

subsidiary  of  Hewlett-Packard 
Co.'s  Apollo  Division,  recently 


Fibronics  takes 
wraps  off  wares 

continued  from  page  21 
router  products  that  boosts  per¬ 
formance  by  increasing  the  filter¬ 
ing  rate  from  11,000  to  22,000 
packets  per  second. 

The  company  also  introduced 
an  extender  that  enables  its 


unveiled  software  that  allows  us¬ 
ers  of  Apollo  workstations  to 
share  files  with  Apple  Computer, 
Inc.  Macintoshes  and  MS-DOS- 
based  personal  computers. 

IPT's  new  Personal  Server 
Network  (PSN)  software,  used 
with  a  new  IPT  uShare  software 
module  for  Unix-based  Apollo 
workstations,  enables  any  Apollo 
device  in  a  network  to  act  as  ei¬ 
ther  a  server  or  client  node  to 
Macintosh  or  DOS  personal  com¬ 
puters.  Likewise,  the  PSN  soft¬ 
ware  package  lets  a  Macintosh  or 
personal  computer  act  as  either  a 
server  or  a  client  to  an  Apollo 
workstation. 

PSN  is  available  now7  starting 
at  $149  per  node.  Also  available 
now,  uShare  is  priced  starting  at 
$1,195  per  node. 

Information  Presentation 
Technologies,  Inc.,  23801  Cala- 
basas  Road,  Suite  2008,  Cala- 
basas,  Calif.  91302;  (818)347- 
7791. 


bridge  and  router  to  stretch  the 
maximum  possible  distance  be¬ 
tween  FDDI  nodes  to  20  km.  Both 
modules  are  priced  at  $  5 ,000  and 
are  available  now. 

Fibronics  can  be  reached  by 
writing  to  Communications  Way, 
Independence  Park,  Hyannis, 
Mass.  02601,  or  by  calling  (508) 
778-0700.  □ 


Data  Race  adds  modem 
to  Action  product  line 

Data  Race,  Inc.  recently  intro¬ 
duced  a  14.4K  bit/sec  leased-line 
modem  to  its  Action  product  line. 
Action  1496  is  a  CCITT  V. 33- 
compatible  synchronous  modem 
with  V.32  9-6K  bit/sec  automatic 
dial  backup  and  restoral. 

The  modem  includes  automat¬ 
ic  fallback  and  fall-forward  fea¬ 
tures  to  maximize  throughput  on 
transmission  lines  of  varying 
quality. 

The  modem  also  includes  a 
full  set  of  CCITT  V.32  and  V.22bis 
asynchronous  modes  with  speeds 
ranging  from  1,200  to  9-6K  bit/ 
sec. 

The  expanded  Hayes  Micro¬ 
computer  Products,  Inc.  AT  com¬ 
mand  set  is  included  for  use  with 
personal  computers. 

Additionally,  Action  1496 
supports  Microcom,  Inc.'s  Micro- 
corn  Network  Protocol  (MNP) 
Level  4  for  error  correction  and 
MNP  Level  5  data  compression, 
wTiich  allows  data  throughput  of 
1 9- 2K  bit/sec. 

Available  now,  Action  1496 
costs  $1,795  for  the  stand-alone 
version  and  $1,745  for  the  rack¬ 
mounted  model. 

Data  Race,  Inc.,  12758  Cim¬ 
arron  Path,  Suite  108,  San  An¬ 
tonio,  Texas  7824 9;  (512)  692- 
3909.  U 


By  Tom  Smith 

New  Products  Editor 

CHATSWORTH,  Calif.  —  Fi¬ 
bermux  Corp.  last  week  intro¬ 
duced  a  multiplexer  that  enables 
IBM  minicomputer  users  to  sup¬ 
port  peripherals  at  three  times 
the  normal  distance. 

Designed  for  use  with  IBM's 
Application  System/400  and 
System/3X  minicomputers,  the 
FX7480  multiplexes  up  to  eight 
twinaxial  cables  —  each  of  w  hich 
can  support  seven  peripherals  — 
over  a  single  cable. 

IBM  AS/400s  and  System/3Xs 
can  normally  accommodate  twin¬ 
axial  cable  runs  at  distances  up  to 
1 ,500  meters,  according  to  Emily 
Green,  Fibermux  vice-president 
of  marketing. 

The  FX7480  time-division 
multiplexer  can  be  used  w  ith  a  va¬ 
riety  of  media.  Use  of  fiber-optic 
cable  adds  3,000  meters  of  reach 
between  multiplexers;  coaxial  or 
twinaxial  cable  adds  up  to  1,000 
meters;  and  twisted-pair  wire  can 
be  used  to  add  300  meters  be¬ 
tween  multiplexers. 

Twinaxial  cables  hung  off  the 


remote  multiplexer  can  still 
range  in  length  up  to  1,500  me¬ 
ters. 

Communications  between  the 
multiplexers  occurs  at  the  IBM 
minicomputer  data  transfer  rate 
of  1M  bit/sec,  Green  said.  The 
speed  at  which  responding  de¬ 
vices,  such  as  printers  and  termi¬ 
nals,  can  accept  data  varies  by  as 
much  as  3%,  but  the  FX7480s  can 
accommodate  the  slightly  differ¬ 
ent  clock  rates. 

The  multiplexer  has  diagnos¬ 
tic  and  monitoring  functions  that 
help  track  performance.  Manual¬ 
ly  initiated  loop-back  tests  enable 
users  to  determine  whether  the 
remote  multiplexers  and  termi¬ 
nals  are  performing  properly.  A 
front-panel  display  offers  1 2 
LEDs  to  help  track  events  such  as 
polling  by  the  minicomputer, 
loop-back  testing  in  progress  and 
transmission  of  data. 

The  FX7480  is  priced  at 
$2,950  and  is  available  now. 

Fibermux  can  be  reached  by 
writing  to  9428  Eton  Ave.,  Chats- 
worth,  Calif.  9131 1,  or  by  calling 
(818)709-6000.  □ 
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and  pinpoints  faults.  It  even  lets 
you  examine  packet  architecture. 
All  from  a  single  vantage  point  - 
your  PC -no  matter  where  your 
LAN  is  located. 


Call  1-800-752-0900.  Ask  for 
Ext.  251L  and  we’ll  send  you 
a  free  set  of  demo  disks  and 
a  product  data  sheet.  LanProbe. 
Dedicated  to  you  and  your 
LAN’s  health. 


There  is  a  better  way. 

tst 


HEWLETT 
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VIDEOTEX 


OPINIONS 


BY  WALTER  ULRICH 


AT&T’s  entry  may 
spark  evolution, 
not  revolution 

On  Aug.  24,  AT&T  was  permitted  to  both  own  and  operate 
data  base  and  other  information-intensive  sendees.  Some 
analysts  have  predicted  that  AT&T  will  be  the  catalyst  to  help 
the  videotex  market  explode.  While  AT&T's  entry  will  certainly 
be  beneficial,  can  we  expect  it  to  be  pivotal? 

What  unique  attributes,  which  have  eluded  past  and  current 
vendors  such  as  Knight-Ridder,  Inc.,  The  Times  Mirror  Co.,  The 
Dun  &  Bradstreet  Corp.,  Dow  Jones  &  Co.,  Inc.,  CompuServe, 
Inc.,  Prodigy  Systems,  Inc.  (and  numerous  smaller  companies 
such  as  Boston  Citinet  and  U.S.  Yideotel),  does  AT&T  bring  to 
the  consumer  videotex  market?  Special  communications  facili¬ 
ties?  Neither  U.S.  District  Court  Judge  Harold  Greene  nor  I  think 
so.  Previous  videotex  market  experience?  No,  that  was  prohibit¬ 
ed.  Revolutionary  new  hardware?  No,  that’s  not  AT&T’s 
strength.  How  about  revolutionary  software?  Perhaps  new 
software,  but  it  is  unlikely  to  be  revolutionary. 

AT&T's  past  successes  in  data  communications  and  enhanced 
sendees  have  been  evolutionary,  not  revolutionary.  AT&T’s 
revolutionary  network,  NetlOOO,  was  a  costly  failure.  And  we 
are  still  waiting  for  the  Picturephone  to  find  its  way  into  our 
homes.  Large  companies  generally  do  not  foster  revolutionary 
advances;  AT&T  is  no  exception. 

AT&T  has  succeeded  in  introducing  evolutionary  products 
that  encourage  continued  market  growth  and  generate  profits 
for  AT&T.  The  company's  entry  into  the  electronic  mail 
marketplace  is  a  case  in  point. 

AT&T  was  the  last  major  sendee  company  to  enter  the  E- 
mail  market  in  1984,  well  behind  McDonnell  Douglas  Network 
Systems  Co.,  Telenet  Communications  Corp.,  Dialcom,  GE 
Information  Sendees,  MCI  Communications  Corp.  and  others. 
AT&T  waited  for  the  market  to  develop  from  infancy  to  early 
adolescence  before  joining  in.  It  learned  from  both  users  and 
existing  competitors;  then  it  designed  a  first-rate  sendee, 
building  on  the  previous  experiences  of  others. 

AT&T's  initial  marketing  of  AT&T  Mail  was  low-key.  While 
other  companies  such  as  MCI  and  Western  Union  Corp.  invested 
large  sums  in  marketing,  AT&T’s  marketing  activities  grew' 
gradually,  as  the  market  grew'.  The  company  has  now'  built  a 
respectable  volume  of  traffic  and  is  also  offering  electronic  data 
interchange  and  other  related  sendees. 

AT&T's  entrance  into  the  consumer  videotex  market  may  be 
similar.  After  nearly  a  decade  of  videotex  trials,  the  industry  is 
now  beginning  to  take  off.  Several  current  players  are  expected 
to  introduce  major  advertising  blitzes  this  fall  to  stimulate 
market  interest.  The  industry  is  building  momentum. 

The  videotex  industry  is  teetering  on  the  brink  of  success, 
but  AT&T's  entry  will  not  provide  the  impetus  to  push  it  over 
the  top.  With  or  without  AT&T,  it  will  continue  to  develop  and 
grow. 

AT&T's  entry  into  electronic  publishing  and  videotex  adds 
the  financial  weight  and  technical  strengths  of  an  important  and 
powerful  business  leader.  It  unleashes  at  least  some  part  of 
AT&T's  sales  force  and  distribution  channels,  and  it  adds 
legitimacy  for  small  businesses  and  many  customers. 

AT&T  has  become  a  smarter  and  more  sophisticated  compa¬ 
ny  in  the  last  five  years.  Its  entry  is  less  likely  to  start  a 
revolution  than  it  is  to  signify  confidence  in  the  continued 
evolution,  growth  and  importance  of  the  videotex  market. 
Business  videotex  matches  nicely  with  its  existing  products; 
consumer  videotex  is  a  natural  extension.  AT&T  is  advanta¬ 
geously  positioning  itself  to  remain  a  communications  giant 
well  into  the  next  decade  and,  perhaps,  the  turn  of  the 
centuiy.  □ 

Ulrich  is  a  leader  in  Arthur  D.  Little,  Inc.’s  information 
and  telecommunications  systems  consulting  group  in  Cam¬ 
bridge,  Mass.  He  speaks  and  writes  frequently  on  informa¬ 
tion  and  communications  industry  issues. 
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EDITORIAL 


Users  and  vendors  must  team 
up  to  solve  ISDN  problems 


One  of  the  hindrances  sty¬ 
mieing  the  acceptance  of  Inte¬ 
grated  Services  Digital  Networks 
is  the  lack  of  functional  and  af¬ 
fordable  customer  premises 
equipment.  Although  the  cus¬ 
tomer  premises  equipment 
problem  is  by  no  means  the  only 
obstacle  facing  ISDN  —  the  very 
availability  of  service  is  limited 
—  it  does  represent  a  critical 
sticky  wicket. 

We  need  users  and  vendors  to 
form  alliances  to  define  needs, 
explore  development  options 
and,  ultimately,  establish  prod¬ 
uct  test  centers. 

Failing  that  kind  of  coopera¬ 
tion,  users  will  be  forced  to  try  to 
seek  options  on  their  own.  West 
Virginia  University  in  Morgan¬ 
town,  for  example,  foresaw  the 
limitations  of  ISDN  customer 
premises  equipment  and  set  up 
its  own  test  lab. 

“Frankly,  I  don’t  know  how 
we  would  have  implemented 
ISDN  without  the  lab,”  wrote 
Jeffrey  Fritz  in  a  recent  article 
contributed  to  Network  World 
(  “ISDN  trendsetter  discusses 
use  of  technology  atWVU,”  Aug. 
15).  Fritz  is  a  data  communica¬ 
tions  analyst  at  the  university. 

In  January,  the  National  In¬ 
stitute  of  Standards  and  Tech¬ 
nology  proposed  building  public 
ISDN  ‘‘technology  transfer  cen¬ 
ters,”  but  the  plan  was  grounded 
because  of  a  lack  of  funds.  Some 
members  of  the  North  American 
ISDN  Users’  Forum  have  since 
tried  to  take  up  the  crusade,  a 
gallant  effort  that  should  be  sup¬ 
ported  by  users  and  vendors 


alike,  if  not  mimicked. 

Besides  helping  to  identify 
ISDN  applications,  cooperation 
in  such  centers  could  Speed  the 
development  of  useful  products. 
One  early  ISDN  user,  for  exam¬ 
ple,  says  he  needs  a  product  that 
will  enable  him  to  get  around 
running  Basic  Rate  Interface 
lines  to  every  station  in  his  Cen¬ 
trex  environment. 

He  hoped  to  find  a  key  tele¬ 
phone  system  that  could  termi- 


▼  ▼  est  Virginia 
University  foresaw  the 
limitations  of  ISDN 
customer  premises 
equipment  and  set  up 
its  own  test  lab. 
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nate  multiple  Basic  Rate  Inter¬ 
face  lines  from  the  Centrex 
serving  office  and  was  flexible 
enough  to  accommodate  a  range 
of  end-user  configurations.  Such 
a  product  would  let  him  extend 
the  full  capacity  of  2B  +  D  links 
to  users  that  needed  it  and  divvy 
up  the  capacity  of  other  Basic 
Rate  Interface  lines  to  support 
single  stations.  His  product 
search  left  him  unsatisfied. 

It  also  left  him  with  a  better 
understanding  of  the  nascent 
ISDN  customer  premises  equip¬ 


ment  market.  His  conclusion: 
Buyer  beware.  When  you  can 
find  the  ISDN  products  you 
need,  don’t  bet  your  lunch  that 
they  will  do  everything  the  mak¬ 
er  claims.  Some  products  said  to 
support  2B  +  D  actually  support 
only  1B  +  D. 

Many  of  the  early  ISDN  prod¬ 
ucts  are  also  quirky,  prone  to 
strange  failures.  One  problem 
we  recently  heard  about  re¬ 
quired  dragging  equipment  back 
to  the  factory  to  have  it  repro¬ 
grammed.  Other  horror  stories 
abound,  which  gives  all  the  more 
credence  to  those  calling  for  the 
establishment  of  testing  centers. 

But  one  thing  test  centers  will 
not  be  able  to  address  is  equip¬ 
ment  costs.  “‘Our  greatest  disap¬ 
pointment  with  ISDN  has  been 
the  high  cost  of  ISDN  customer 
premises  equipment,  especially 
in  comparison  with  equivalent 
analog  gear,”  Fritz  wrote  in  his 
article. 

As  Fritz  admits,  ISDN  equip¬ 
ment  supports  higher  speeds 
and  new  functions,  so  a  direct 
comparison  is  difficult  to  make. 
But  given  the  fact  that  vendors 
are  counting  on  users  to  develop 
ISDN  applications  that  will  fuel 
future  market  growth,  vendors 
should  be  willing  to  amortize 
their  development  costs  over  a 
longer  period  to  lower  users'  en¬ 
try  costs. 

It  comes  down  to  simple  co¬ 
operation.  Solving  the  ISDN 
customer  premises  equipment 
equation  will  require  users  and 
vendors  to  team  up.  The  sooner, 
the  better.  □ 
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OPINIONS 


DISTRIBUTED  COMPUTING 


BY  MARY  JOHNSTON 

New  models  for  operations 
support  are  necessary 


Improvements  in  the  price 
and  performance  of  personal 
computers  and  low-end  work¬ 
stations  are  pushing  the  use  of 
desktop  computers  well  into  the 
ranks  of  the  technically  illiter¬ 
ate.  The  improved  user  inter¬ 
faces  of  the  Macintosh  and  OS/2 
encourage  businesspeople,  stu¬ 
dents  and  others  who  have  no 
idea  what  an  operating  system  is 
to  invest  in  computers  and  soft¬ 
ware. 

In  corporations,  individual 
departments  are  choosing  hard¬ 
ware  based  on  the  applicability 
of  software  packages  and  the  te¬ 
nacity  of  vendor  salespeople. 
Consideration  for  technical  is¬ 
sues  such  as  networking,  con¬ 
nectivity  and  compatibility  with 
other  corporate  resources  are 
left  by  the  wayside. 

In  response  to  this  trend, 
some  organizations  have  begun 
endorsing  corporate  standards 
for  hardware  and  software.  Un¬ 
fortunately,  few  companies 
have  geared  up  to  provide 
hands-on  support  or  even  value- 
added  supervision  of  user  and 
departmental  activities. 

Pleading  lack  of  resources, 
the  classic  MIS  and  telecom¬ 
munications  shops  have  ceded 
responsibility  for  personal  com¬ 
puters,  workstations  and  local 
networks  to  the  user  depart¬ 
ments. 

However,  as  personal  com¬ 
puters,  workstations  and  net¬ 
works  become  commodity-type 
resources,  relied  upon  by  non¬ 
technical  users,  departmental 
technical  support  erodes  quick¬ 
ly.  Without  corporate  leader¬ 
ship,  departments  generally 
deal  with  the  support  gap  in  one 
of  two  ways: 

■  Ignore  it  until  the  entire  sys¬ 
tem  crashes  and  the  resulting 
chaos  requires  a  better  solution, 
or 

■  Allow  ad  hoc  support  to  spring 
up,  often  resulting  in  some  of 
the  best  and  most  senior  —  and 
most  highly  paid  —  employees 
wasting  large  amounts  of  time 
providing  technical  support. 

At  this  time,  there  is  no  clear- 
cut  solution  to  the  problem.  One 
reason  is  that  comprehensive  lo¬ 
cal  network  management  tools 

Johnston  is  a  principal 
with  Northeast  Consulting  Re¬ 
sources,  Inc.,  a  Boston-based 
consulting  collaborative  spe¬ 
cializing  in  management, 
communications  and  infor¬ 
mation  strategies. 


are  difficult  to  come  by. 

Secondly,  most  corporations 
resist  creating  large  central 
management  and  support  orga¬ 
nizations,  hoping  to  limit  corpo¬ 
rate  support  to  truly  common 
concerns  —  such  as  T-l  back¬ 
bones  and  mainframe  payroll 
systems  —  and  push  depart¬ 
ment-specific  control  and  cre¬ 
ativity  out  to  the  units. 

Unfortunately,  the  prolifera¬ 
tion  of  desktop  computing  and 
local  networks  has  made  these 
technologies  corporate  re¬ 
sources  rather  than  departmen¬ 
tal  concerns.  Corporate  elec¬ 
tronic  mail,  file  transfers  and 
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applications  accessing  multiple 
data  bases  require  some  level  of 
connectivity  and  compatibility 
among  corporate  systems. 

Organizationwide  configura¬ 
tion  management,  repair  super¬ 
vision,  user  training,  software 
updates  and  product  acquisition 
are  nearly  impossible  without 
central  guidance. 

Instead  of  investing  in  site  li¬ 
censes  and  a  few  dedicated  sup¬ 
port  resources,  companies 
wastefully  spend  dollars  on  du¬ 
plicate  software,  outside  train¬ 
ing  courses  and  hourly  repair 
and  installation  charges  from 
third  parties. 

The  fundamental  change  in 
the  nature  of  desktop  computing 
challenges  companies  to  reeval¬ 
uate  existing  budget  and  man¬ 
agement  policies  and  politics. 
Organizations  that  address  this 
challenge  may  find  that  they 
must  reassign  reporting  respon¬ 
sibilities  for  MIS  and  telecom¬ 
munications,  redraw  the  bound¬ 
aries  between  computers  and 
communications,  revise  charge- 
back  systems  and  invest  in  addi¬ 
tional  in-house  staff  and  super¬ 
vision. 

Accomplishing  this  requires 
businesses  to  take  a  creative  ap¬ 
proach.  Budget  managers  may 
balk  at  the  staff  increases  this  re¬ 
assessment  may  require.  To  jus¬ 
tify  those  costs,  companies  must 


quantify  the  lost  productivity  of 
senior  staff  who  spend  many 
hours  per  w'eek  providing  ad  hoc 
support,  the  fees  currently  spent 
on  outside  agencies  to  perform 
those  functions  and  productivity 
improvements  that  would  result 
from  connectivity. 

Benefits  of  site  licenses  and 
better  tracking  of  repair  and 
purchasing  also  favor  in-house 
staff  investment. 

However,  the  real  test  of  an 
organization's  commitment  to 
support  desktop  computing  and 
local  nets  comes  when  depart¬ 
ments  are  asked  to  share  control 
of  those  resources.  Autonomous 
departments  are  loath  to  trans¬ 
fer  any  responsibility  back  to  the 
central  organization. 

Instead  of  billing  depart¬ 
ment-specific  support  resources 
or  central  staff  to  the  divisions, 
the  real  solution  is  an  indepart¬ 
ment  support  staff  that  is  part  of 
the  central  MlS/telecommuni- 
cations  staff  budget.  The  person 
filling  this  unique  role  must  not 
only  report  to  both  the  end-user 
department  and  MIS,  but  also  is 
subject  to  selection  and  evalua¬ 
tion  by  both.  Small  departments 
that  do  not  require  full-time  sup¬ 
port  could  share  a  single  re¬ 
source. 

The  benefit  of  this  arrange¬ 
ment  is  that  the  departments  get 
reliable,  timely  access  to  sup¬ 
port  resources  while  corporate 
standards  are  actively  imple¬ 
mented.  By  being  aware  of  cor¬ 
porate  goals  and  trends,  depart¬ 
mental  support  staff  can  better 
target  future  departmental  in¬ 
vestments  and  migration  strate¬ 
gies. 

In  a  utopian  society,  such  an 
organizational  transformation 
could  be  implemented  over¬ 
night.  For  the  real  corporate 
community,  however,  such 
changes  in  communications  and 
computer  responsibilities  must 
be  carefully  staged  and  accom¬ 
panied  by  broad-based  user  buy- 
in.  To  use  desktop  computing  ef¬ 
fectively,  an  organization  must 
evaluate  its  ability  to  support 
and  interconnect  these  invest¬ 
ments  and  make  fundamental 
changes  to  provide  adequate 
support. 

To  ignore  the  changing  re¬ 
quirements  brought  on  by  per¬ 
sonal  computers,  workstations, 
local  networks  and  inter¬ 
networking  of  local  nets  is  a 
strategic  oversight  that  will  re¬ 
quire  much  more  costly  solu¬ 
tions  later  on.  □ 


ELETOONS 


BY  FRANK  AND  TROISE 


LETTERS 


The  vendor  voice 

The  article  "Users  connect¬ 
ing  LANs  face  complex 
choices”  {NW,  Aug.  7)  not 
only  omitted  our  IB/3  and 
gateway  server  products  from 
the  competitive  charts  on 
pages  3o  and  38,  but  also 
misrepresented  3Com  Corp. 
and  our  3+  network  operat¬ 
ing  system  product  family. 

Our  records  show  that 
3ConYs  public  relations  de¬ 
partment  submitted  chart-re¬ 
lated  data  on  the  IB/3  at  the 
same  time  as  the  IB/2000 
data  you  included;  we  never 
received  a  request  for  data 
about  our  gateway  servers, 
which  have  been  part  of 
3ConYs  networking  product 


line  since  1987. 

In  addition,  the  callout  on 
page  35  states:  "Don't  assume 
that  compatibility  with  3Com's 
3  +  means  the  gateway  will 
work  with  the  current  version 
of  that  system  installed  at 
your  location.” 

Current  releases  of  3+  in¬ 
clude  Network  Basic  I/O  Sys- 
( continued  on  page  41) 

Network  World  welcomes 
letters  from  its  readers. 

Letters  should  be  typed, 
double-spaced  and  sent  to 
Editor,  Network  World,  375 
Cochituate  Road,  Box  9171, 
Framingham,  Mass.  01701. 

Letters  may  be  edited  for 
space  and  clarity. 


SUMMER’S  OVER.  NOW’S  THE  TIME  TO  PUT  AWAY  your 
hibachi  and  huaraches,  put  on  your  thinking  cap,  and  put  out  a 
guest  column  for  publication  in  Network  World  s  Opinions 
pages. 

Columns  should  be  timely,  opinionated,  literate,  thoughtful 
and  accurate. 

Manuscripts  should  be  letter-quality,  double-spaced  and 
between  600  and  900  words  in  length.  Disk  or  modem 
submissions  are  preferred. 

If  you'd  like  to  w'rite  a  column,  call  Steve  Moore,  features 
editor,  at  (508)  820-2543,  ext.  732,  or  fax  your  idea  to  us  at 
(508)  879-3167. 
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ILLUSTRATION  ®  1989  CHRISTOPHER  BING 


Is  the  public  switched  network  truly 
safe  from  harm?  Are  the  long-distance  car¬ 
riers,  regional  Bell  holding  companies,  fi¬ 
ber  consortiums  and  federal  government 
doing  all  they  can  to  ensure  the  survivabil¬ 
ity  of  the  network  against  natural  and 
man-made  disasters? 

The  verdict  is  mixed.  In  the  aftermath  of 
the  Illinois  Bell  Telephone  Co.  central  of¬ 
fice  fire  in  Hinsdale,  Ill.,  AT&T’s  New  Jer¬ 
sey  fiber  cut  last  year,  the  Brooklyn  central 
office  fire  of  1987,  the  Mexico  City  earth¬ 
quake  of  1985,  and  most  recently,  the 
AT&T  central  office  switch  failure  in  Atlan¬ 
ta,  experts  are  now  hotly  debating  the  well¬ 
being  of  a  network  that  appears  to  be  espe¬ 
cially  vulnerable  to  fire,  electrical  outage, 
focused  overloads  and  even  terrorist  at¬ 
tack. 

As  though  depicting  a  tale  of  two  entire¬ 
ly  different  networks  —  one  shining  and 
defensible,  the  other  fragile  and  insuffi¬ 
ciently  redundant  —  critics  and  propo¬ 
nents  offer  entirely  different  visions  of  the 
network’s  strengths  and  weaknesses.  Engi¬ 
neers  from  AT&T,  for  example,  cite  ad¬ 
vances  in  signaling  technologies,  opera¬ 
tional  support  software  and  dynamic 
routing  schemes  that,  they  claim,  make 
their  long-distance  international  network 
more  robust,  resilient  and  self-healing 
than  ever  before. 

Critics,  however,  say  that  diverging  net¬ 
work  standards,  as  well  as  new  technol¬ 
ogies  such  as  digital  switching,  fiber,  soft¬ 
ware-defined  networks,  network  data 
bases  and  common  channel  signaling, 
have  forced  an  unprecedented  concentra¬ 
tion  of  network  traffic  and  resources  into 
fewer  critical  switching  nodes,  channels 
and  signal  transfer  points  (STP). 

“Networks  are  becoming  more  vulnera¬ 
ble  to  disruption,  whether  caused  by  natu¬ 
ral  disasters,  industrial  accidents,  or  delib¬ 
erate  acts  of  sabotage  or  war,”  asserts 
( continued  on  page  30 ) 

Emmett  is  a  free-lance  writer  based 
in  Hewitt,  N.J. 


In  the  wake 
of  recent  fires, 
fiber  cuts 
and  failures, 
experts  are 
reevaluating 
the 

vulnerability 
of  the  public 
switched 
network. 


By  ARIELLE  EMMETT 


FEATURES 


Apocalypse 


Part  1  of  a  two-part  article  examin¬ 
ing  the  vulnerability  of  the  public 
switched  network. 


now? 
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WE  WON’T  MAKE 
YOU  FORK  IT  OVER. 


With  a  Meridian  SL-1 PBX  from  Northern 
TMecom  you  can  feel  secure.  Because  the  record 
shows  that  only  the  Meridian  SL-1  has  consistently 
provided  a  safe,  sure  way  to  grow. 

Since  it  was  introduced,  no  one  has  ever  had  to 
trade  it  to  upgrade  it— a  record  no  other  PBX  can 
match.  But  then  the  Meridian  SL-1  is  different  from 
other  PBXs. 

Its  architecture  is  modular,  so  you  can  add  major 
new  capabilities  while  preserving  up  to  100  percent 
of  your  investment. 

And  it  comes  with  something  no  other  PBX 
has:  Northern  TMecom’s  long-standing  commitment 


to  keep  supporting  our  customers  in  the  future  as 
we  have  in  the  past. 

Unlike  other  PBX  makers,  making  telecom¬ 
munications  systems  is  our  only  business.  So  we 
concentrate  on  developing  the  new  features  and 
performance  you’ll  need. 

Maybe  that’s  why,  year  after  year  in  industry 
surveys,  Meridian  SL-1  owners  register  the  highest 
overall  satisfaction  of  any  PBX  owners. 

So  call  1-800-328-8800.  And  when  we  bring  in 
your  new  Meridian  SL-1,  A 

you’ll  never  have  to  face  tSecorrF 

a  forklift  again.  I  Wr 


THE  POWER  BEHIND  NETWORKING™ 


APOCALYPSE  NOW? 


( continued from  page  26 ) 

John  McDonald,  a  senior  vice- 
president  of  Contel  Corp.  in  New 
York  and  chairman  of  the  Nation¬ 
al  Academy  of  Sciences/National 
Academy  of  Engineering  Com¬ 
mittee  on  the  Review  of  Switch¬ 
ing,  Synchronization  and  Net¬ 
work  Control  in  National  Security 
Telecommunications. 

Increased  vulnerability 

“A  few  well-placed  hand  gre¬ 
nades  would  crash  major  por¬ 
tions  of  the  domestic  long-dis¬ 
tance  networks,”  McDonald  said 
when  he  testified  during  a  Senate 
Committee  on  Governmental  Af¬ 
fairs  hearing  last  February  on  the 
vulnerabilities  of  the  network  to 
terrorist  attack.  The  reason,  he 
claimed,  is  that  “Our  long-dis¬ 
tance  networks  rely  upon  net¬ 
work  control  provided  by  a  very 
limited  number  of  signal  transfer 
points." 

Specifically,  STPs  are  part 
of  Common  Channel  Signaling 
( CCS ),  a  technology  the  long-dis¬ 
tance  carriers  —  and,  to  a  lesser 
extent,  the  RBHCs  —  now  use  to 
manage  signaling  on  the  public 
switched  network.  CCS  is  current¬ 
ly  concentrated  in  “a  very  limited 
number  of  critical  packet-switch¬ 


ing  nodes"  that  are  physically 
separate  from  the  voice  and  data 
communications  channels  avail¬ 
able,  McDonald  says.  “The  con¬ 
centration  of  the  signaling  soft¬ 
ware  and  hardware  into  a  subnet¬ 
work  means  greater  vulnerability 
than  if  the  signaling  function 
were  spread  throughout  entire 
networks,”  he  explains. 

Since  the  Hinsdale  central  of¬ 
fice  fire  in  May  1988,  which 
wiped  out  telephone  sendee  to 
500,000  Chicago-area  customers 
for  periods  of  up  to  two  weeks, 
some  experts  have  pointed  out 
that  network  vulnerabilities  are 
increasing.  Besides  the  alleged 
fragility  of  the  national  signaling 
network,  fiber  routing  and  digital 
“megaswitches"  in  both  long-dis¬ 
tance  and  metropolitan  networks 
now  concentrate  literally  mil¬ 
lions  more  calls  into  fewer  facili¬ 
ties  than  in  the  predivested  net¬ 
work  of  the  Bell  system,  critics 
say. 

Moreover,  the  majority  of 
RBHCs  and  local  companies  con¬ 
tinue  to  use  fixed  routing  and  sin¬ 
gle  hub  or  gateway  architectures 
at  the  local  loop  without  built-in 


redundancy  —  leaving  open  pos¬ 
sibilities  for  network  failures  as 
extensive  as  Hinsdale's. 

“The  BOCs  still  have  a  lot  of 
traffic  concentrated  at  critical 
points  with  minimal  redundancy 
and  diversity,”  observes  David 
Link,  a  vice-president  of  network 
engineering  at  MCI  Communica¬ 
tions  Corp.  “During  the  Mother’s 
Day  weekend  of  1 988  —  the  time 
of  the  Hinsdale  fire  —  we  had  tre¬ 
mendous  traffic  surges,”  Link 
says.  “We  could  not  complete 
that  traffic  because  the  local 
group  [in  Chicago]  was  isolated. 
If  one  hub  goes  out  at  a  major 
switch,  you  have  major  isola¬ 
tion.” 

The  vulnerability  of  hub  archi¬ 
tectures  may  be  compounded  by 
the  use  of  high-capacity  fiber,  ac¬ 
cording  to  network  managers  at 
Bell  Communications  Research, 
Inc.  in  Livingston,  N.J.  “If  you  go 
back  a  few  years  to  copper  tech¬ 
nology  —  the  low-capacity  stuff 
—  you  could  build  a  minimum, 
low-cost  network,  and  if  you  cut  a 
line,  you  could  still  make  calls,” 
says  Richard  Cardwell,  district 
manager  of  network  manage¬ 
ment  technology  at  BELLCORE. 
“Now  though,  with  fiber-optic 
technology  and  the  ability  to  put 


thousands  of  circuits  on  a  couple 
of  glass  strands,  if  you  build  a 
minimum  cost  network  [without 
redundancy]  and  it  breaks,  your 
network  could  be  disconnected.” 

Serious  risks 

But  how  serious  is  the  threat 
of  disconnection  and  major  dis¬ 
ruption  to  the  public  switched 
network?  Again,  the  assessments 
vary  based  on  historical  experi¬ 
ence  and  relative  viewpoint  of  the 
network  provider  or  consultant. 
“We  still  have  a  tremendous 
amount  of  risk  out  there,"  MCTs 
Link  says.  “[A  lot]  of  effort  has  to 
be  made  in  local  exchange  plan¬ 
ning  to  make  sure  that  we  don't 
have  enormous  amounts  of  traf¬ 
fic  concentrated  in  any  one 
area.” 

“The  threat  is  pretty  serious,” 
agrees  John  Powers,  a  principal 
of  Powers  Tritsch  &  Associates, 
Inc.,  a  Wellesley  Hills,  Mass.- 
based  consulting  firm  specializ¬ 
ing  in  contingency  planning- and 
user  auditing  for  disaster  recov¬ 
ery.  "The  RBHCs  and  long-dis¬ 
tance  carriers  haven't  done 
enough  [in  the  way  of  contingen¬ 


cy  planning  or  disaster  recovery]. 
Hinsdale  simply  woke  up  a  lot  of 
providers  to  vulnerability  issues. 
To  say  we’ve  already  taken  reme¬ 
dial  action  isn't  true  yet. 

“Thousands  of  voice  channels 
that  historically  were  traveling 
over  hundreds  of  thousands  of 
regular  copper  wire  pairs  are  now 
multiplexed  down  to  a  few 
strands  of  fiber  —  a  width  no 
greater  than  a  garden  hose,” 
Powers  says. 

Fiber  cuts  are  relatively  com¬ 
monplace  these  days,  according 
to  Powers  and  other  observers. 
“The  general  rule  of  thumb  is  that 
you  will  experience  one  fiber  cut 
per  year  per  thousand  miles  of  fi¬ 
ber,”  says  Roy  Wilkens,  presi¬ 
dent  of  Williams  Telecommunica¬ 
tions  Group,  Inc.  (WTG)  in  Tulsa, 
Okla.,  a  nationwide  fiber-optic 
carrier. 

Fiber  cuts  are  commonplace 
because  most  cable  is  typically 
buried  along  railroad  rights-of- 
way  and  other  exposed  areas  that 
are  easily  dug  up  by  the  contrac¬ 
tor’s  backhoe,  Wilkens  says.  He 
says  his  company  takes  special 
measures  to  protect  its  cable  by 
burying  it  inside  or  alongside 
steel  pipe. 

“It’s  difficult  [and  extremely 
costly]  to  put  in  completely  sepa¬ 
rate  fiber  systems  to  accomplish 
diverse  routing,”  Wilkens  adds. 
“The  customer  has  to  pay  for  two 
circuits.  As  far  as  I  know,  no  one 
has  fully  diverse  routes.” 

Lack  of  diverse  routing  can 
create  serious  network  disrup¬ 
tions  during  a  cut.  Last  Novem¬ 
ber,  for  example,  when  an  AT&T 
fiber  backbone  cable  was  acciden¬ 
tally  cut  in  New  Jersey,  long-dis¬ 
tance  service  to  the  Northeast 
was  disrupted  throughout  the 
day,  and  AT&T's  domestic  net¬ 
work  was  completely  isolated 
from  Europe  for  13  hours. 

Fiber  bombs? 

Besides  day-to-day  vulnerabil¬ 
ities,  the  threat  of  terrorist  attack 
on  critical  switches  and  common 
channel  signaling  centers  re¬ 
mains  real,  according  to  industry 
analysts. 

“If  I  were  a  terrorist  and  want¬ 
ed  to  shut  down  the  nation’s  net¬ 
work,  it  would  be  incredibly 
easy,”  claims  Daniel  Briere,  pres¬ 
ident  of  TeleChoice,  Inc.,  an  in¬ 
dustry  consulting  firm  in  Alexan¬ 
dria,  Va.  “I  wouldn’t  target  the 
network's  signal  transfer  points 
—  why  take  a  chance  bombing 
[equipment  located  inside]  an  of¬ 
fice  complex?  Instead,  I'd  put  five 
or  six  well-placed  bombs  on  the 
fiber  backbone.  Since  the  carriers 
lease  one  another's  lines,  I  could 
take  out  a  substantial  portion  of 
the  network  overnight." 

However,  not  everyone 
agrees.  WTG's  Wilkens,  for  exam¬ 
ple,  says,  “The  network  is  safe. 
Each  carrier  has  the  ability  to 
transmit  almost  all  the  telephone 
calls  in  the  U.S.  over  a  single 
backbone,  and  there  are  four  or 
five  major  fiber  backbones  in  the 
U.S.  Some  carriers  have  arrange¬ 
ments  to  switch  over  calls  to  one 
another  [in  the  event  of  outages 


or  other  emergencies];  and  each 
of  us  has  a  fiber  protection  sys¬ 
tem  —  a  backup  fiber  pair  used  in 
emergencies.” 

Governmental  organizations 
concur  in  principle.  For  example, 
the  Federal  Communications 
Commission  and  the  National 
Communications  System  (NCS) 


both  assert  that  the  public 
switched  network  is  capable  of 
handling  virtually  any  emergen¬ 
cy  short  of  outright  nuclear  war. 
The  NCS  is  a  coordinating  federal 
group  that  oversees  national  se¬ 
curity  telecommunications  pre¬ 
paredness  and  works  to  ensure 
the  interoperability  of  telecom¬ 
munications  networks. 

According  to  one  of  its  nation¬ 
al  security  advisers,  “[The  FCC]  is 
not  pursuing  any  active  investiga¬ 
tions  of  vulnerabilities.  We  feel 
that  things  are  well  in  hand; 
mechanisms  are  in  place  so  that 
in  the  event  there  is  an  emergen¬ 
cy,  we  can  bring  about  a  quick  res¬ 
toration  of  service.”  The  FCC  of¬ 
ficial  cites  such  emergency 

"“T- 

L  few 
well-placed  hand 
grenades  would 
crash  major  portions 
of  the  domestic  long¬ 
distance  networks,” 
Contel’s  McDonald 
said. 

AAA 


preparedness  groups  as  the  Joint 
Telecommunications  Resources 
Board,  a  White  House  advisory 
group  established  by  the  Reagan 
administration  to  make  recom¬ 
mendations  and  develop  re¬ 
sources  to  restore  network  ser¬ 
vice  to  the  public  and  government 
agencies  in  the  event  of  major  di¬ 
saster. 

Benham  Morriss,  deputy  man¬ 
ager  of  the  NCS,  which  supports 
the  telecommunications  pre¬ 
paredness  activities  of  23  federal 
member  organizations,  confirms 
this.  “Major  disruptions  of  the 
nationwide  telecommunications 
networks  during  peacetime 


emergency  or  disaster  would  be 
highly  unlikely,"  he  testified  last 
February  before  Sen.  John 
Glenn’s  (D-Ohio)  Government 
Affairs  Committee  hearings  on 
terrorism. 

Citing  various  federal  groups 
commissioned  to  cope  with  both 
local  and  national  emergencies, 


Morriss  added:  “The  individual 
networks  have  diverse,  robust 
and  redundant  transmission  fa¬ 
cilities  and  switching  capabilities, 
wdiich  enable  them  to  reroute 
traffic  or  restore  facilities  with 
very  limited  loss  of  telecommuni¬ 
cations  capability."  Absent  a  ma¬ 
jor  regional  disaster,  such  as  an 
earthquake  or  hurricane,  Morriss 
said,  regional  telecommunica¬ 
tions  share  the  same  facilities  and 
are  similarly  protected  from  ma¬ 
jor  disruption  from  isolated  inci¬ 
dents.” 

During  the  hearings,  Morriss 
suggested  that  the  Hinsdale  fire 
was  an  isolated,  regional  incident 
affecting  only  35,000  customers. 
“Except  for  calls  destined  for  the 
Hinsdale  service  area,  the  rest  of 
the  nationwide  network  was  un¬ 
affected,"  he  said.  “Long-dis¬ 
tance  calls  were  routed  around 
the  Hinsdale  facility.”  However, 
Morriss  didn’t  mention  that  all 
long-distance  traffic  out  of  Hins¬ 
dale,  both  as  a  hub  for  several  lo¬ 
cal  central  offices  and  as  a  point 
of  presence  (POP)  for  the  long¬ 
distance  carriers,  was  disrupted 
for  periods  of  up  to  two  months. 

In  addition,  Morriss  didn't  di¬ 
rectly  address  the  level  of  per¬ 
ceived  terrorist  threat  to  the  net¬ 
work  or  the  government  at  large. 
He  said,  however, “The  telecom¬ 
munications  industry  is  aware  of 
the  potential  threat  posed  by  ter¬ 
rorism.  Corporate  security  forces 
and  management  are  continually 
seeking  ways  to  improve  physical 
and  information  security  mea¬ 
sures.” 

Morriss  adds  that  various  gov¬ 
ernment  groups  —  among  them 
the  National  Coordinating  Center 
(NCC),  which  was  established  in 
1984  as  part  of  the  NCS  to  assist 
in  the  coordination  and  restora¬ 
tion  of  service  to  localities  and  re¬ 
gions  affected  by  disaster  —  are 
stepping  up  planning  and  partici¬ 
pation  in  various  federal  exer¬ 
cises  dealing-with  terrorism. 

A  federal  perspective 

Some  government  observers, 
however,  are  not  satisfied  with 
current  federal  initiatives.  Citing 
a  maze  of  federal  groups  estab- 
( continued  on  page  41) 


-Louring  the  Mother’s  Day  weekend  of 
1 988  —  the  time  of  the  Hinsdale  fire  —  we 
had  tremendous  traffic  surges.  We  could  not 
complete  that  traffic  because  the  group  [in 
Chicago]  was  isolated.  If  one  hub  goes  out 
at  a  major  switch,  you  have  major  isolation.” 

AAA 


“I 

Xf  I  were  a  terrorist  and  wanted 
to  shut  down  the  nation’s  network,  it 
would  be  incredibly  easy,”  TeleChoice’s 
Briere  claims. 

AAA 
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FOR  THE  PAST  5  YEARS,  WE'VE  BEEN  GIVING 
EXECUTIVES  LESS  FOR  THEIR  MONEY. 


Exclusive 

^  News  wires 

^Annual  Reports 

Trade  Journals 

rFederal  &  State 

"  New  Products 

Analysis  by 

Global  Press 

Corp.  Releases 

Business  Press 

Regulatory 

Patents 

Industry 

Experts 

Conference 

Proceedings 

Financial  Analysis 

Reports 

RFPs 

Winston  Himsworth... 

William  0.  Baker... 
Richard  Wiley... 
Robert  LaBlanc.. 
John  Bain... 


financial 

Times  of  London... 

Japan  Times... 

Wall  St.Joumal... 

Toronto  Globe  &Mail..3 


Stanford  Levin... 
and  more... 


k  Washington  Post- 
New  York  Times.. 


Investext  Reports... 
Quarterly  financials... 
SEC ... 

Direct  coverage  of 
AT&T,  RHCs,  IBM, 
COMPAQ, 

Northern  Telecom, 
NEC ... 


Network  World- 
Communications  Week... 
Barron's... 

Forbes... 
Computerworld... 

Japan  Economic 
Journal- 
MIS  Week- 
Electronic 
Business... 


FCC  Daily  Digest 
Tariff  Log... 

PUC  Agendas. .. 
Court  Rulings. .. 
Speeches... 

National  Law 


Journal ... 

NARUC 

Bulletin... 


New 


Science. .. 


Commerce  Business- 
Daily  RFPs... 

Product 

Announce  ments... 

U.S.  Patents... 

Scientist¬ 


's 


Tele/Scope  Networks,  Inc. 

Sorts  through  all  of  the  above  and  more. ..adds  exclusive  analysis. ..then 
condenses  it  all.  So  you  spend  less  time  looking 
for  what  you  need  to  know. 


Tele/Scope 

Tele/Scope 

Document 

FAX  Alert 

J  Online  ^ 

Ordering 

AND  THEY'VE  THANKED  US  EVERY  TIME. 


Less  is  more!  Take  one  look  at  the  chart  above  and  you'll  see  that  that's  the  whole  idea 
behind  Tele/Scope  Networks,  Inc. 

As  the  one  --  and  only  --  information  network  for  the  telecommunications  industry, 
Tele/Scope  provides  executives  with  fast,  easy  access  to  hundreds  of  news  and 
information  sources.  All  concentrated  in  a  single  source. 

The  result:  It  takes  less  time.. .less  money.. .and  less  aggravation  to  get  the  hard  facts, 
vital  news  and  expert  analysis  you  need  to  track  the  competition. ..make  tough  decisions 
...and  keep  up-to-the-minute  on  the  latest  telecom  developments. 

Tele/Scope  delivers.  By  fax  or  by  PC. 

Tele/Scope  FAX  Alert.  Get  the  day's  hot  news  before  your  coffee  has  a  chance  to 
cool.  Delivered  by  fax,  our  daily  report  features  fast-reading  summaries  of  the  day's  top 
telecom  stories  —  available  at  8  am. 

Tele/Scope  Online.  Get  your  morning  news  briefing  at  8  am  but  this  time  by  PC  and 
modem.  Plus  you  receive  our  editors'  summary  and  analysis  of  more  than  50  additional 
telecommunication  developments.  And,  you  have  full  online  search  capabilities  for 
accessing  articles,  regulatory  reports,  market  analysis  and  detailed  competitive 
intelligence  —  from  January  1984  straight  through  till  today. 

Document  Ordering.  Need  the  full  text  of  an  article  covered  in  the  Tele/Scope  FAX 
Alert  or  Online  Report?  Ask  and  you  shall  receive.  By  fax.  And  within  3  hours. 

These  are  just  some  of  the  companies  we've  been 
keeping  well-connected. 

•  GTE  •  NEC  •  Nynex  •  British  Telecom  •  Bell  Atlantic  •  IBM  •  AT&T  •  Siemens  • 
United  Telecom  •  US  West  •  Southwestern  Bell  •  Telecom  Australia  •  NTT  •  Fujitsu 

Now  ifs  your  turn.  Take  advantage  of 
our  special  introductory  offer  now. 

For  a  limited  time  only,  we’re  offering  one  month  trial  subscriptions  to  Tele/Scope  FAX 
Alert  and  Tele/Scope  Online  at  specially  reduced  rates.  Here's  your  chance  to  see  for 
yourself  how  Tele/Scope  can  give  you  a  competitive  edge.  All  by  giving  you  less. 


’Thanks  to  Tele^Z~i~~T - - - 

‘Tele/Scope  ,s  „  „  ’ 

T0,9€onn»<t  Magazina 

Limited  Time  Trial  Offer  —  Order  Nowl 
By  Phone:  1  -800-999-8500 
By  FAX:  1  -800-999-3292 

YES/ 1  agree  ...  less  is  morel 

Please  sign  me  up  for  a  one  month  introductory  subscription  to: 

□  Tele/Scope  Online  --  $49.95.  (Includes  tree  training  and  user  10.) 

□  Tele/Scope  FAX  Alert  --  $39.95. 

□  MAYBE.  Please  send  additional  information  first. 


Name 

Title 


Company 
Address  _ 
City _ 


State 


Zip 


Telephone, 
FAX _ 


TELE/SCOPE  NETWORKS,  INC. 

158  W.st  29th  Sir. at  .  NY,  NY  10001 


CALL  OR  FAX  YOUR  ORDER  NOW. 


“Editorial  coverage  in  Network  World 

gives  us  valuable  exposure  in 

the  marketplace.” 

Chris  Carroll 
Media  Relations  Manager 
Codex  Coporation 


Based  in  Canton,  MA,  Codex  Corporation  is  a 
subsidiary  of  Motorola  with  4,000  employees  in 
50  countries.  It’s  the  largest  independent  supplier 
of  integrated  networking  equipment  and  systems. 
And,  according  to  Chris  Carroll,  Media  Relations 
Manager,  keeping  the  marketplace  up-to-date  on 
the  company’s  broad  range  of  voice  and  data 
communications  systems  is  no  easy  task.  Fortu¬ 
nately,  Codex  gets  lots  of  help  from  Network 
World  editorial. 

“ Our  customers  and  prospects  readily  recognize  the 
Network  World  logo  and  have  great  respect  for  the 
publication.  They  depend  on  its  quality  editorial  week 
after  week.  So  when  Codex  gets  covered,  we  know  our 
products  and  strategies  are  getting  valuable  exposure 
in  the  marketplace. 

“That’s  why  editorial  reprints  are  an  important  part 
of  our  public  relations  program.  We  primarily  use 
Network  World  editorial  reprints  as  leave-behind 
pieces  for  our  sales  representatives  and  distributors. 
The  reprints  are  accurate,  credible,  and  quick  to 
obtain.  In  fact,  these  four-color  reprints  give  us  a 
current,  slick-looking  collateral  piece  for  the  field  in 
just  a  few  weeks. 

“ Take  for  example,  Codex’s  recent  introduction  of 
DualVIEW™ ,  the  industry’s  first  modems  that  can 
be  managed  by  a  Codex  network  management  system 
as  well  as  IBM’s  NetView.  Network  World  pre¬ 
sented  an  excellent  analysis,  accurately  portraying  the 
real  significance  of  this  complex  product  to  the 
marketplace.  We  knew  this  coverage  could  go  a  long 
way  in  augmenting  our  marketing  efforts. 

“Within  one  month,  we  had,  in  our  hands,  quality 
reprints  from  Network  World.  So  we  were  able  to 
quickly  build  on  the  positive  awareness  generated 
by  the  product  introduction  to  further  communicate 
the  strategic  positioning  of  DualVIEW™ .  No  other 
weekly  could  have  delivered  this  valuable  sales  tool 
as  quickly. 

“At  Codex,  timely  reprints  from  a  respected  publica¬ 
tion  are  a  credible  and  quick  way  of  getting  our 
message  out  to  users.” 

Network  World  quality  editorial.  It’s  accurate, 
up-to-date,  and  in-depth.  And  it’s  exclusively  fo¬ 
cused  on  networking.  That’s  why  corporations  like 
Codex  capitalize  on  coverage  in  Network  World  to 
enhance  their  positioning  in  the  marketplace.  To 
put  these  valuable  editorial  reprints  to  work  for 
your  company,  call  Donna  Kirkey  in  Network 
World’s  Reprints  Department  at  1-800-343-6474 
(in  MA,  508-820-2543). 


An  IDG  Publication 
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Being  your  best  —  It  means  taking  pride  in  what  you  do.  Expanding  your  horizons.  And  making  the  right  decisions. 
NetWorld  89  Dallas  gives  you  all  the  resources  to  be  your  best,  because  only  NetWorld  brings  together  the  entire  con¬ 
nectivity  industry  —  from  AT&T  to  IBM  to  Novell  to  Sun/Tops  to  Zenith.  And  this  year  we’ve  added  a  full  day  of  exclusive, 
intensive  NetWorld  Tutorials  and  expanded  the  Sem¬ 
inar  Series  to  over  100  sessions.  Beginning  on  Mon¬ 
day,  September  11,  you’ll  hear  from  hundreds  of  indus¬ 
try  leaders  on  topics  covering  the  entire  connectivity 
spectrum.  And  then  from  Tuesday  to  Thursday,  con¬ 
sider  hundreds  of  products  and  services  on  the  sold- 
out  exhibit  floor.  You  deserve  the  best.  NetWorld. 


I 
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Please  send  me  the  NetWorld  89  Dallas  attendee  brochure,  including 
comprehensive  seminar  descriptions  and  a  registration  form. 

Name  /  Title _ 

Company/ Division  _ 

Company  Address 
City 


State . 


Zip. 


Phone 
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j  Mail  to:  NetWorld  385  Sylvan  Ave. ,  Englewood  Cliffs ,  NJ  07632  (201)  569-8542  | 
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Higher 
and  higher 

Network  World’s  fourth  annual  survey 
reveals  the  budget  expectations  of 
communications  managers. 

CONTINUED  FROM  PAGE  1 

TFS  COMM/SURV  has  been 
conducting  communications 
spending  surveys  and  construct¬ 
ing  industry  spending  models  for 
five  years. 

The  survey  was  conducted  this 
year  in  a  novel  fashion:  Instead  of 
mailing  questionnaires,  the  firm 
mailed  a  survey  programmed  on 
computer  disks  and  asked  re¬ 
spondents  to  boot  the  program 
and  complete  the  questions  on 
their  own  personal  computers 
(see  “Survey  methodology,” 
page  40). 

The  survey  shows  that  the  av¬ 
erage  communications  operating 
budget  is  up  7%  over  last  year  and 
predicts  that  operations  spending 
will  be  9%  higher  in  1990  than  in 
1989- 

It  also  shows  that  the  percent¬ 
age  of  the  operating  budget  spent 
on  data  communications  is  rising. 

In  1988,  the  companies  spent 
40.8%  on  data  communications, 
compared  to  56.6%  for  voice  and 
2.6%  forvideo.  In  1989,  they  will 
spend  41.6%  on  data,  55.5%  on 
voice  and  2.9%  on  video,  and 
( continued  on  page  36 ) 

Gilbert  is  a  principal  with 
TFS,  Inc.  and  director  of  the 
firm ’s  COMM/SUR V program,  a 
syndicated  research  service 
that  monitors  the  communica¬ 
tions  industry  via  survey- 
based  research  on  leading  end- 
user  organizations.  TFS,  based 
in  Westford,Mass.,  is  a  consult¬ 
ing  and  research  firm  special¬ 
izing  in  the  information  sys¬ 
tems  and  communications 
industries. 
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HIGHER  AND  HIGHER 


Spending  on  salaries  and  line  charges 

Figure  2 


Percentage  of  operating  budget  shown  by  region 


Salaries  - 19.9% 

Local  access  line  charges  - 12.7% 
Long-distance  line  charges  -  26.0% 


Salaries  - 19.0% 

Local  access  line  charges  - 16.0% 


Salaries  - 18.3% 

Local  access  line  charges  - 18.9% 
Long-distance  line  charges  -  20.0% 


GRAPHIC  BY  SUSAN  SLATER 

■nHOMnHBHsaatmBa 


Salaries  - 16.7% 

Local  access  line  charges  - 13.8% 
Long-distance  line  charges  -  23.8% 

SOURCE:  TFS  INC.,  WESTFORD,  MASS. 


( continued from  page  35 ) 
they  expect  the  1 990  proportions 
to  be  42.4%  for  data,  54.2%  for 
voice  and  3-4%  for  video. 

Figure  1  on  page  35  shows  in 
detail  where  the  budget  money  is 
going  in  1989:  37%  of  the  com¬ 
munications  budget  is  spent  on 
line  charges,  with  long-distance 
charges  about  50%  more  than  lo¬ 
cal  charges.  One  out  of  every  five 
budget  dollars,  or  20%,  goes  to 
salaries.  Equipment  and  leases 
account  for  21%  of  the  total  ex¬ 
penses. 

The  spending  data  also  tells  us 
something  about  life  after  divesti¬ 
ture.  AT&T's  portion  of  the  long¬ 
distance  budget  is  now  less  than 
60%.  In  particular,  MCI  Commu¬ 
nications  Corp.'s  efforts  to  pene¬ 
trate  the  business  market  have 
paid  off  in  market  share,  and  in 
cash,  if  you  follow  the  financials 
of  the  carriers. 

Who  spends  what? 

The  spending  habits  of  compa¬ 
nies  vary  by  size,  region,  industry 
and  individual  predilection.  The 
size  information  breaks  down 
into  two  main  categories:  compa¬ 
nies  with  separate  communica¬ 
tions  capital  budgets  and  compa¬ 
nies  that  include  capital  spending 
within  the  operating  budget. 

Of  the  organizations  exam¬ 
ined,  some  55%  have  separate 
capital  budgets  for  the  acquisi¬ 
tion  of  major  communications 
gear;  they  tend  to  be  the  larger 
organizations.  Separate  capital 
budgets  help  management  decide 
how  to  acquire  equipment  — 
whether  to  purchase,  lease  or 
rent  —  and  how  to  capitalize  and 
amortize  the  equipment. 

The  average  1989  communi¬ 
cations  operating  budget  for  sites 
with  separate  capital  budgets  was 
$7.4  million.  For  companies  with 
no  separate  capital  budgets,  the 
average  budget  was  $5.7  million. 
It  may  appear  counterintuitive 
that  companies  with  separate 
capital  budgets  reported  higher 
operating  expenses  than  those 
that  lumped  capital  equipment 
expenses  in  with  operating  ex¬ 
penses.  However,  the  former 
were  larger  companies  that  also 
had  much  larger  overall  expendi¬ 
tures.  They  averaged  8,100  em¬ 
ployees  in  total,  while  companies 
that  combined  operating  and  cap¬ 
ital  expenses  in  a  single  figure  av¬ 
eraged  5,550  employees. 

Budget  growth  plans  are 
shown  below7  by  type  of  company. 


On  average,  communications 
budgets  are  growing  faster  than 
inflation,  w7hich  is  running  at 
about  5%  so  far  this  year.  The 


budgets  are  also  growing  faster 
than  overall  company  spending. 
The  average  communications  op¬ 
erating  budget  for  1989  in¬ 
creased  7%,  and  managers  are 
looking  for  a  boost  next  year  of 
more  than  1 1%. 

These  requested  budget  in¬ 
creases  are  much  higher  than  the 
actual  increase  over  1988  and 
may  in  part  reflect  managers’ 
tendency  to  have  overly  optimis¬ 
tic  expectations.  Some  of  these 
requests  will  likely  be  cut  by  se¬ 
nior  management.  TFS  COMM/ 
SURV  predicts  that  overall  spend¬ 
ing  on  communications  will  be  up 
9%  in  1990  over  1 989-  However, 
when  separate  capital  budgets 
are  factored  in  with  operating 
budgets,  the  growth  for  1990  will 
be  even  higher,  at  11%. 

Also,  depending  on  how  amor¬ 
tization  schedules  are  handled, 
capital  budgets  can  have  a  roller 
coaster  effect  on  budgeting  year 
to  year.  For  example,  a  new  pri¬ 
vate  branch  exchange  may  have  a 
seven-year  life  yet  be  amortized 
over  a  longer  period.  It  is  that  am¬ 
ortization  that  is  often  allocated 
into  a  user’s  operating  budget. 
The  difficulty  for  many  users  is 
that  the  amortization  schedules 
often  don't  coincide  with  the  ac¬ 
tual  useful  life  of  communica¬ 
tions  products  since  technology 
changes  so  rapidly. 

The  reason  many  users  face 
this  problem  is  because  corporate 


pow'ers  don’t  like  to  upgrade  ma¬ 
jor  products  if  the  existing  gear 
isn't  fully  depreciated.  Network 
managers,  therefore,  are  placed 


in  a  difficult  predicament:  They 
must  determine  how7  to  satisfy  the 
organizational  demands  for  new7 
technology  and,  at  the  same  time, 
keep  the  chief  financial  officer 
satisfied  that  the  useful  life  of  the 
existing  equipment  has  been  ex¬ 
hausted. 

The  capital  spending  lined  up 
this  wray: 


Capital  spending 


PBXs: 

Network 

29% 

management: 

16% 

T-1  gear: 

Modems  and 

14% 

multiplexers: 

Computer 

12% 

front  ends: 

12% 

All  others: 

17% 

Total: 

100% 

TFS,  INC.,  WESTFORD,  MASS. 

Who  spends  where? 

Spending  varies  by  region.  As 
you  might  expect,  the  heaviest 
spending  takes  place  in  the  more 
industrial  and  populated  areas  of 
the  country,  as  the  map  on  this 
page  shows.  User  companies 
were  divided  by  regional  Bell 
holding  company  regions.  The 
mid-Atlantic  area,  which  includes 
the  federal  government’s  Wash¬ 
ington,  D.C.  sites,  leads  the  pack 
with  average  operating  expenses 
of  $10.8  million.  That  region  is 
followed  by  California  at  $9.1 
million  and  the  Northeast  at 
$8.08  million.  Out  in  the  desert 
and  mountain  areas,  average 
budget  numbers  fall  to  $5-58  mil¬ 
lion,  reflecting  smaller  average 
company  sizes.  The  Southwest¬ 
ern  Bell  Corp.  region  reported 
the  lowest  average  budget  — 
$1.9  million. 

The  traffic  mix  by  industry 
also  turned  up  interesting  varia¬ 
tions  (see  Figure  3  on  page  40). 
The  highest  voice-to-data  com¬ 
munications  budget  ratios  show7 
up  in  agriculture/mining,  health 
care  and  education.  The  higher 
proportion  of  voice  use  in  health 
care  facilities  —  64.9%  vs.  3 1  ■  2% 
for  data  —  could  be  due  to  the 


fact  that  health  care  companies 
handle  most  of  their  data  commu¬ 
nications  within  single  facilities 
and,  therefore,  do  not  need  to 
transfer  much  data  off-site. 

The  reverse  is  apparently  true 
in  the  business  and  professional 
services  category,  which  includes 
accounting,  legal,  real  estate  and 
consulting  firms.  Their  high  ratio 
of  data  communications  to  voice 
—  52.9%  to  42.1%  —  could  be 
explained  by  the  fact  that  these 
companies  are  more  likely  to  en¬ 
gage  a  service  bureau  for  data 
processing  and  thus  have  large 
data  communications  needs. 

Government  voice  budgets 
may  be  artificially  depressed  be¬ 
cause  of  the  Federal  Telecom¬ 
munications  System  and  other 
government  private  voice  net¬ 
works.  Government  users  do  not 
see  voice  expenses  coming  out  of 
their  operations  budget  because 
these  networks  are  financed  out 
of  other  budgets. 


The  insurance  industry,  which 
has  invested  heavily  in  comput¬ 
ers,  has  about  the  same  voice-to- 
data  ratio  (59-5%  to  38.7%)  as 
manufacturing.  A  previous  TFS 
COMM /SURV study  indicated  that 
insurance  companies  are  still  liv¬ 
ing  predominantly  in  the  batch 
processing  world  and  represent  a 
major  opportunity  for  network¬ 
ing. 

The  staff  split 

For  companies  in  which  com¬ 
munications  is  a  subset  of 


MIS/DP,  communications  staff¬ 
ing  is  generally  about  30%  of  the 
total  information  systems  staff 
and  is  split  fairly  evenly  between 
voice  and  data  communications. 

Let’s  dwell  on  this  last  point  a 
bit. 

Those  of  you  familiar  with 
studies  published  over  the  years 
by  various  research  and  person¬ 
nel  management  firms  covering 
MIS  spendingwill  knowthat  staff¬ 
ing  consistently  eats  up  40%  of 
MIS  budgets.  In  the  communica¬ 
tions  realm,  with  line  charges 
subtracted,  that  figure  is  still  un¬ 
der  30%. 

The  point?  That  communica¬ 
tions  departments  have  always 
had  leaner  staffs  than  MIS  depart¬ 
ments. 

This  makes  some  sense,  given 
the  amount  of  network  design, 
traffic  engineering  and  system 
operations  carried  on  by  the  tele¬ 
phone  companies  and  consider¬ 
ing  the  need  for  programmers  on 
the  MIS  side.  But  even  if  those  fac¬ 
tors  are  put  aside,  there  is  plenty 
of  anecdotal  evidence  that  MIS 
departments  are  still  more  richly 
staffed  than  communications  de¬ 
partments. 

This  is  likely  to  change,  how¬ 
ever.  As  networks  become  more 
critical  to  businesses,  staffing  lev¬ 
els  will  increase,  both  in  numbers 
and  status.  This  is  in  line  with  oth¬ 
er  TFS  COMM/ SURV  research 
that  has  shown  steady  increases 
in  staffing  of  the  communications 
function,  whether  that  function  is 
part  of  MIS  or  not. 

With  data  communications 
spending  now7  rivaling  voice 
spending  in  communications 
budgets  —  the  actual  proportion 
is  56%  for  voice  and  42%  for  data 
—  an  ever-increasing  portion  of 
MIS  budgets  represents  commu¬ 
nications  expenses. 

As  this  trend  indicates,  the 
communications  function  is 
quickly  becoming  a  more  impor¬ 
tant  part  of  the  information  sys¬ 
tems  equation. 


In  fact,  just  as  the  network  is 
becoming  the  solution  —  to  para¬ 
phrase  an  advertising  slogan  — 
networking  is  becoming  the  in¬ 
formation  systems  management 
function. 

In  spite  of  the  increased  im¬ 
portance  of  networking,  the  com¬ 
munications  manager’s  persis¬ 
tent  perception  is  that  com¬ 
panies  spend  vastly  more  on  MIS 
than  on  communications.  The 
survey  asked  managers  the  ques¬ 
tion,  “For  every  dollar  your 
(continued  on  page  40 ) 


Communications  budget  growth 

1988  to  1989 
actual 

1989  to  1990 
requested 

Firms  with  separate 
capital  budgets 

5.4% 

8.6% 

Firms  without  separate 
capital  budgets 

8.6% 

13.5% 

SOURCE:  TFS,  INC..  WESTFORD,  MASS. 

O  n  average,  communications  budgets 
are  growing  faster  than 
inflation,  which  is  running  at  about  5% 
so  far  this  year. 
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The  Path  To  Open  Systems: 

TCP/IP,  OSI  and  the  X  Window  System 


Learn  about  the  latest  advances  in  TCP/IP,  OSI  and  the  X  Window 
System  technology  at  INTEROP™  89! 

•  Enroll  in  any  of  17  in-depth  technical  seminars  taught  by  industry 
experts  including  Dr.  Doug  Comer,  Jim  Herman,  Dr.  Dave  Clark  and 
Dr.  David  Mills 

•  Attend  conference  sessions  in  any  of  five  tracks:  Basics  of  TCP/IP; 
Advanced  Internetworking  Topics;  Enterprise  Internets;  OSI  Today;  and 
Emerging  Technologies — 35  conference  sessions  in  all  to  choose  from 


•  See  over  100  vendors  at  our  Exhibition  and  Solutions  Showcase™— they’ll 
be  demonstrating  connectivity  and  interoperability  with  products  from 
other  vendors  on  the  show  network).  Exhibitors  include  3Com,  Apple 
Computer,  Inc.,  Digital  Equipment  Corporation,  Hewlett-Packard,  IBM, 
and,  Sun  Microsystems— just  to  name  a  few 

•  Hear  the  plenary  addresses  from  industry  leaders  Dr.  Vint  Cerf, 

Dr.  Doug  Engelbart  and  Mr.  Paul  Bartoli 


Discover  the  latest  developments  in  multi-vendor  computing— join  your 
colleagues  at  INTEROP  89! 


For  additional  information  on  registering  or  exhibiting  contact: 

■ — #™  Advanced  Computing  Environments 

T  480  San  Antonio  Road,  Suite  100 

▼  Mountain  View,  CA  94040 

^  415-941-3399  ext.  20  FAX:  415-949-1779 


4th  Interoperability 
i  Conference  &  Exhibition 
October  2-6, 1989 
San  Jose  Convention 
.  &  Cultural  Center 


San  Jose,  California 


6  6  When  Fosberry  said  a  PS/2  with  Micro  Channel 
would  let  him  juggle  ten  things  at  once 
and  still  have  time  to  break  for  lunch ,  he  meant  it .” 


How  re  you  going  to  do  it? 


These  days,  no  matter  what  size  your  company,  you’ve  got  to  be  able 
to  keep  a  lot  of  balls  in  the  air  to  stay  competitive. 

The  Genius  Of  Micro  Channel.  Which  is  why  IBM 
developed  the  Personal  System/2®  with  Micro  Channel™  Micro  Channel 
can  support  multiple  operating  microprocessors.  So  you  can,  for 
example,  separately  manage  peripherals,  while  freeing  up  the  main  pro¬ 
cessor  to  crunch  numbers.  A  bus  master  can  even  be  sending  a  fax 
while  another  manages  traffic  on  a  network,  all  with  greater  reliability. 

Naturally,  every  PS/2®  with  Micro  Channel  runs  DOS  and  OS/2? 
So  with  OS/2  Presentation  Manager™  you  can  do  multiple  tasks  concur- 


IBM,  Personal  System/2  and  PS/2  are  registered  trademarks  and  OS/2,  Presentation  Manager  and  Micro  Channel  are  trademarks  of  International  Business  Machines  Corporation.  ©  1989  IBM  Corp. 


rently,  all  with  an  easy-to-use  graphical  interface.  What’s  more, 
with  Micro  Channel,  there  are  no  DIP  switches  to  set,  for 
simpler,  more  reliable  installation.  You  can  find  and  reset  cards 
anywhere  in  the  network — right  from  your  desk! 

The  Solution  Is  IBM.  So,  to  manage  lots  of  informa¬ 
tion,  jobs,  hardware  and  software,  invest  in  the  PS/2  with 
Micro  Channel.  Contact  your  IBM  Authorized  Dealer 
or  IBM  marketing  representative.  For  a  dealer  near  you, 
call  1  800  IBM-2468,  ext.  142.  You’ll  learn 
there’s  almost  nothing  you  can’t  do  if  you  PS/2  it! 


HIGHER  AND  HIGHER 


Survey  methodology 


The  1989  Network  World/ 
TFS,  Inc.  budget  study  was 
based  on  424  usable  responses 
from  a  randomly  selected  sam¬ 
ple  of  1,870  communications 
managers,  yielding  a  net  re¬ 
sponse  of  23%.  Of  the  sample, 
1,300  names  were  pulled  from 
Network  World’s  subscriber 
list  and  600  names  came  from 
TFS’  own  internal  data  base. 

Sites  were  chosen  from 
many  industries  and  regions  to 
gain  a  statistically  representa¬ 
tive  sampling.  Organizational 
size  parameters  were  used  to 
ensure  that  larger  sites  were 
chosen,  which  would  offer  in¬ 
sight  into  where  the  leading- 
edge  users  are  going  with  re¬ 
spect  to  budgeting  and  staffing 
within  the  communications  en¬ 
vironment. 

The  questions 

The  survey  included  ques¬ 
tions  on  staffing,  reporting 
structures  and  relationships 
with  other  information  systems 
as  well  as  intracompany  issues 
—  areas  in  which  Network 


World  readers  clearly  have  a 
major  interest. 

The  information  was  collect¬ 
ed  using  disk-based,  rather  than 
paper-based,  survey  question¬ 
naires,  a  technique  that  TFS  has 
been  successfully  using  for  in¬ 
dustrial,  high-technology  re¬ 
search.  Respondents  input  their 
own  data  on  5 'A -in.  floppy 
disks,  which  were  prepro¬ 
grammed  and  mailed  by  TFS.  A 
$  1  monetary  incentive  was  pro¬ 
vided  with  each  survey,  along 
with  a  postage-paid  TFS  disk 
mailer. 

All  respondents  remained 
anonymous.  The  average  re¬ 
spondent  spent  almost  30  min¬ 
utes  on  the  survey,  providing 
some  70  data  points  of  informa¬ 
tion  on  their  company’s  com¬ 
munications  spending  and  or¬ 
ganizational  structure. 

Therefore,  readers  contrib¬ 
uted,  in  total,  almost  two  man- 
months  of  time  to  the  project. 
Network  World  and  TFS  are  ex¬ 
tremely  grateful  to  those  w'ho 
participated. 

—  Barry  Gilbert 


( continued from  page  36 ) 
organization  spends  on  commu¬ 
nications,  how  many  dollars  do 
you  feel  it  spends  on  MIS/DP?” 
The  median  figure  was  $5,  and 
the  average  w7as  $100.  Some  re¬ 
spondents  gave  very  large 
amounts.  However,  in  another 
question,  the  survey  asked  for 
hard  figures  on  the  MIS/DP  bud¬ 
get.  The  actual  average  MIS/DP 
operating  budget  w;as  $11.3  mil¬ 
lion  in  comparison  to  $7.4  mil¬ 
lion  for  communications.  The 


c 

VJommunications 
managers  still  feel 
slighted  in  relation  to 
MIS  spending,  and 
animosity  exists 
between  the  two. 
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conclusion  is  that  communica¬ 
tions  managers  still  feel  slighted 
in  relation  to  MIS  spending,  and 
some  animosity  exists  between 
the  two  functions. 

Who’s  paying  for  what? 

Getting  a  handle  on  budgets  is 
never  easy.  Some  companies  cen¬ 
tralize  budgets,  some  parcel  them 
out,  and  some  have  a  little  here 
and  a  little  there.  Since  the  intent 
of  this  survey  was  to  provide 
benchmarks,  the  goal  w'as  to 
monitor  who  had  what  budget, 
how'  those  budgets  are  allocated 


and  how  fast  those  budgets  would 
grow. 

Almost  half  of  the  respon¬ 
dents  submitted  their  compa¬ 
ny’s  total  U.S.  communications 
spending,  while  another  third 
gave  us  only  site  budgets;  an 
eighth  gave  us  worldwide  bud¬ 
gets.  The  survey  was  actually  de¬ 
signed  to  let  the  respondents  in¬ 
dicate  howr  their  budget  w7as 
reported  within  their  own  organi¬ 
zation  rather  than  attempt  to  ap¬ 
portion  it  into  prescribed  survey 
buckets. 

There  is  a  growing  amount  of 
end-user  spending  on  communi¬ 
cations:  28%  of  the  respondents 
reported  that  other  departments 
have  communications  budgets. 
This  fits  in  with  the  scenario  that 
says  companies  are  generally  de¬ 
centralizing  their  information 
systems  despite  the  fact  that  the 
communications  function  has 
steadily  grown  since  divestiture. 

Almost  two  thirds  of  the  re¬ 
spondents  (63%)  reported  that 
other  departments  didn't  have 
their  owm  communications  bud¬ 
gets.  Yet  72%  of  companies  have 
some  chargeback  scheme.  More 
specifically,  27%  have  full 
chargeback  systems,  and  45% 
have  partial  chargeback  systems. 
The  number  of  companies  doing 
some  form  of  chargeback  has 
growm  in  recent  years  as  better 
systems  have  evolved.  TFS 
COMM/SURV  expects  to  see  this 
figure  creep  even  higher  as  more 
sophisticated  monitoring  and 
control  systems  are  implemented 
by  communications  managers, 
allowing  them  to  determine  com¬ 
munications  usage  and  bill  back 
the  appropriate  parties. 

The  implications  of  the  trend 
toward  more  end-user  spending 
on  communications  is  signifi¬ 


cant.  As  end  users  become  more 
aware  of  how'  much  they  are 
spending  on  communications, 
they  will  demand  more  efficient 
and,  initially,  more  costly  com¬ 
munications  applications  to  help 
manage  their  areas. 

Who’s  the  boss? 

Communications  departments 
are  gaining  clout.  More  than  50% 
of  the  respondents  said  their  de¬ 
partment’s  top  executive  was  ei¬ 
ther  a  director  or  company  vice- 
president.  Organizations  now 
recognize  their  networks’  impor¬ 
tance  as  a  strategic  tool  and  are 
entrusting  their  management  to 
more  senior-level  personnel.  The 
days  of  reporting  to  facilities 
management  are  over. 

Here’s  the  breakdown  by  title, 
showing  the  senior-most  member 
of  the  communications  depart¬ 
ment: 


Who’s  the  boss? 

The  most  senior  member 
of  the  communications 
department,  by  title,  was: 


Vice-president  20% 

Director  32% 

Manager  38% 

Supervisor  5% 

Other  5% 

Total  •  100% 


SOURCE:  TFS,  INC.,  WESTFORD,  MASS. 


What’s  it  all  mean? 

Let’s  step  back  for  a  moment 
from  examining  the  cellular 
structure  of  the  tea  leaves  and  see 
how  they  lay  in  the  cup  —  what’s 
behind  the  numbers. 

Putting  the  budget  data  into 
the  context  of  a  six-year  history 
of  conducting  these  surveys, 
modeling  the  data  and  coupling  it 
with  the  hundreds  of  man-years 
TFS  COMM/SURV  has  spent  ex¬ 
amining  the  communications  and 
computing  industries,  one  can 
come  to  a  few  conclusions: 

Communications  departments 
are  still  lean.  With  the  need  for 
cross-training  in  voice  and  data 
communications  growing  as 
more  networks  start  to  accom¬ 
modate  both  areas,  personnel 
shortages  are  likely  to  become  a 
bottleneck,  as  other  TFS  COMM/ 
SURV  surveys  have  shown. 

Compounding  these  demands 
even  further  is  the  emergence  of 
video  communications.  Although 
video  currently  only  accounts  for 
a  measly  percentage  of  the  aver¬ 
age  traffic,  it  will  begin  to  gain 
momentum  and  become  signifi¬ 
cant  in  the  early  to  mid-1990s. 

The  survey  shows  video  allo¬ 
cations  growing  from  2.6%  of  the 
1988  budget  to  2.9%  in  1989  and 
3.4%  in  1990.  While  that  is  a 
small  slice  of  the  pie,  it  is  a  high 
rate  of  growth,  and  TFS  COMM/ 
SURV  expects  to  see  video  usage 
grow  much  faster  in  the  ’90s. 

With  communications  becom¬ 
ing  a  more  important  component 
of  the  total  information  process¬ 
ing  activity,  top  managers’  titles 
will  likely  migrate  toward  vice- 
president.  Also,  as  more  compa¬ 
nies  appoint  chief  information 
officers  (CIO)  w'ith  responsibility 
for  both  MIS  and  communica¬ 


tions  (one  TFS  COMM/SURV 
study  shows  that  10%  of  compa¬ 
nies  now  have  CIOs),  more  of 


these  top  executives  will  be  com¬ 
ing  from  the  communications 
side. 

TFS  COMM/SURV  expects  that 
overall,  U.S.  communications 
spending  will  increase  9%  in 
1990  from  1989,  slightly  down 
from  what  managers  are  fore¬ 
casting  —  or  hoping  for  —  to¬ 
day. 

TFS  COMM/SURV  expects  cap¬ 
ital  budget  forecasts  —  which  are 
up  a  whopping  1 8%  in  the  report¬ 
ing  respondent  sample  —  to 
show  around  11%  growth  from 
1989  to  1990  for  the  U.S.  The 
economy  seems  to  be  remaining 
stable,  and  competitive  pressures 
will  keep  U.S.  companies  invest¬ 
ing  in  communications. 

The  challenge  of  the  ’90s  will 
be  letting  end  users  manage  their 
own  computing  and  communica¬ 


tions  resources  while  maintain¬ 
ing  central  control  of  data  struc¬ 
tures,  network  architectures  and 


information  systems  philosophy. 
As  end  users  spend  more  and 
more  money,  they  will  want  more 
input.  The  oversight  of  networks 
is  still  handled  by  a  central  group, 
but  that  group  is  starting  to  listen 
to  their  customers  more. 

There  is  a  final  prediction  — 
one  related  to  the  degree  of  coop¬ 
eration  TFS  COMM/SURV  re¬ 
ceived  in  conducting  this  survey: 
Network  World  readers  will  con¬ 
tinue  to  be  proactive  forces  on  be¬ 
half  of  their  companies’  efforts  to 
wield  communications  technol¬ 
ogy  to  their  best  competitive  ad¬ 
vantage. 

The  time  is  quickly  passing 
when  communications  is  seen 
only  as  a  necessary  expense  of 
conducting  business  and  not  a 
major  contributor  to  revenue  and 
margin  growth.  □ 


Traffic  mix  by  industry 

Figure  3 


Percentage  of  budget  allocated  to  voice,  data  and  video  for  1989. 
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Apocalypse  now? 

continued  from  page  30 

lished  since  1963  to  deal  with 
telecommunications  emergen¬ 
cies  and  preparedness,  Contel’s 
McDonald  points  out  that  no  sin¬ 
gle  federal  agency  has  final  re¬ 
sponsibility  —  much  less  a  staff 
or  budget  —  to  coordinate  emer¬ 
gency  preparedness  effectively 
or  say  how  the  national  and  re¬ 
gional  switched  networks  ought 
to  be  protected. 

“The  government  isn’t  re¬ 
sponding  adequately,”  he  says. 
“There  is  no  government  agency 
that  is  both  sufficiently  con¬ 
cerned  about  the  problem  and 
has  the  power  to  do  anything 
about  it.” 

Concern  about  telecommuni¬ 
cations  vulnerability  has  appar¬ 
ently  increased  over  the  years, 
however.  Since  1963,  when  Pres¬ 
ident  Kennedy  established  the 
NCS  in  response  to  shortcomings 
in  emergency  communications 
identified  during  the  Cuban  mis¬ 
sile  crisis,  responsibilities  for  na¬ 
tional  emergency  telecommuni¬ 
cations  have  been  shifted  among 
various  federal  groups,  mostly  by 
executive  order,  not  by  congres¬ 
sional  legislation. 

In  1970,  for  example,  Presi¬ 
dent  Nixon  used  an  executive  or¬ 
der  to  form  the  Office  of  Tele¬ 
communications  Policy  in  the 
Executive  Office.  This  group  was 
responsible  for  a  centralized  na¬ 
tional  telecommunications  poli¬ 
cy.  President  Carter,  however, 
abolished  the  policy  office  in 
1978  to  reduce  the  size  of  the  Ex¬ 
ecutive  Office  and  correct  alleged 
misuse  of  power. 

In  1979,  some  telecommuni¬ 
cations  responsibility  was  shifted 
to  the  newly  created  Federal 
Emergency  Management  Agency 
(FEMA),  with  the  president  main¬ 
taining  coordination  responsibil¬ 
ity  for  telecommunications  mobi¬ 
lization.  In  the  ’80s,  responsibili¬ 
ty  for  implementation  of  tele¬ 
communications  preparedness 
has,  in  part,  been  spread  among 
the  Office  of  Science  and  Tech¬ 
nology  Policy,  the  National  Secu¬ 
rity  Council,  the  Department  of 
Commerce  and  the  Defense  Com¬ 
munications  Agency. 

“National  emergency  tele¬ 
communications  are  a  hodge¬ 
podge  of  laws,  executive  orders, 
history,  personalities  and  com¬ 
promises,”  wrote  U.S.  Air  Force 
Col.  Robert  Reinman,  a  former 
senior  fellow  of  the  National  De¬ 
fense  University,  in  a  monograph 
entitled,  “National  Emergency 
Telecommunications  Policy: 
Who’s  in  Charge?”  Reinman 
wrote,  “Politics  has  caused  the 
disbanding  of  an  organization 
that  had  the  authority  to  provide 
[a]  national  telecommunications 
policy.” 

One  former  official  in  the  NCS 
reports  that  since  the  Reagan  ad¬ 
ministration,  government  inter¬ 
est  in  emergency  preparedness 
has  exploded,  resulting  in  the  cre¬ 
ation  of  several  new  security 
groups.  Among  these  are  the  Na¬ 
tional  Security  Decision  Direc¬ 


tives-97  Steering  Group,  which 
includes  members  from  the  NCS, 
National  Security  Council,  Office 
of  Science  and  Technology  Poli¬ 
cy,  and  Office  of  Management 
and  Budget.  Reporting  to  the 
steering  group  is  the  Office  of  the 
Manager  of  the  National  Commu¬ 
nications  System,  which  is  run  by 
the  director  of  the  Defense  Com¬ 
munications  Agency,  Lt.  Gen. 
John  Myers. 

“What  we  have  in  the  U.S.  is  a 
committee,  which  hasn’t  been 
chartered  by  Congress,  that  wor¬ 
ries  about  [telecommunications] 
emergencies,”  says  the  official, 
citing  the  National  Communica¬ 
tions  System,  whose  staff  works 
under  the  umbrella  of  the  De¬ 
fense  Communications  Agency. 

He  adds  that  NCS,  in  turn, 
works  in  tandem  with  yet  another 
committee  —  the  National  Secu¬ 
rity  Telecommunications  Adviso¬ 
ry  Committee,  an  industry  group 
created  by  President  Reagan  and 
composed  of  30  people  who  are 
the  chief  executive  officers  and 
presidents  of  major  telecom¬ 
munications  corporations.  The 
purpose  of  the  committee  is  to 
advise  and  assist  the  president  on 
technical  and  policy  issues  affect¬ 
ing  national  emergency  telecom¬ 
munications. 

“NCS  operates  from  the  per¬ 
spective  that  the  government 
ought  to  be  worried  about  [emer¬ 
gencies],  but  the  government 
isn’t  worrying  about  it  effectively 
enough,”  the  official  says.  “The 
industry  committees  just  keep 
going  because  industry  people 
know  the  problems  and  know 
what’s  supposed  to  get  done.” 

Impact  of  divestiture 

“My  personal  view  is  that  the 
nationwide  telecommunications 
structure  is  sufficiently  resilient 
to  function  through  any  emer¬ 
gency  I  can  think  of  short  of  nu¬ 
clear  war,”  says  retired  Air  Force 
Lt.  Gen.  Lee  Paschall,  who  sat  on 
three  successive  National  Acade¬ 
my  of  Sciences/National  Acade¬ 
my  of  Engineering  committees 
on  national  security  and  emer¬ 
gency  preparedness. 

However,  Paschall  does  not 
rule  out  major  regional  isolations 
caused  by  natural  disasters  such 
as  the  eruptions  of  Mt.  St.  Helens 
or  a  major  earthquake.  “Short  of 
nuclear  war,  the  vulnerabilities 
primarily  seem  to  be  local  areas,” 
he  says.  “If  I  were  to  look  at  the 
thing  most  likely  to  cause  prob¬ 
lems,  it  would  be  electrical  power 
generation.  I  don’t  think  the  na¬ 
tion’s  electrical  power  grid  is  as 
well  protected  and  backed  up  as 
the  telecom  system.” 

Paschall  cautions,  however, 
that  the  impact  of  divestiture  has 
had  negative  effects  on  the  inte¬ 
gration  and  interoperability  of 
the  network  and  its  ability  to  cope 
with  extraordinary  disaster  as  a 
whole.  He  cited  the  consolidation 
of  transmission  and  switching, 
the  advent  of  common  channel 
signaling  and  particularly  cus¬ 
tomized  data  bases  —  such  as  en¬ 
hanced  800  sendee  data  bases 
that  are  integrated  with  each  ven¬ 


dor’s  Signaling  System  7  STP 
equipment  —  as  potential 
“chinks”  in  the  national  telecom¬ 
munications  armor. 

“What  we’ve  seen  is  an  organi¬ 
zational  fragmentation  by  dives¬ 
titure,”  Paschall  says,  “and,  at 
the  same  time,  the  consolidation 
of  transmission  and  switching 
caused  by  technological  change. 
The  net  result  is  systems  operate 
more  independently  of  one  an¬ 
other  and  there  are  fewer  facili¬ 
ties;  this  makes  it  more  difficult 
to  restore  [service]  and  makes 
the  loss  of  facilities  even  more 
important.” 

Paschall  said  he  believes  that 
despite  the  growing  number  of 
communications  networks,  “The 
key  problem  is  to  make  sure  they 
can  interoperate  in  the  event  of 
an  emergency.”  Carriers  such  as 
AT&T,  MCI  Communications 
Corp.  and  US  Sprint  Communica¬ 
tions  Co.  can  interoperate,  he  as¬ 
serts,  “but  they  don’t  do  so  easi¬ 
ly.  In  terms  of  their  signaling  and 
supervision,  they  don’t  at  all. 

“When  you  talk  about  causing. 
AT&T’s  signal  transfer  points  to 
be  backed  up  by  [US]  Sprint  or 
MCI  STPs,  there’s  a  lot  of  propri¬ 
etary  information  in  each  of 
those  customized  data  bases  [as¬ 
sociated  with  the  signaling  sys¬ 
tem],”  Paschall  says.  “Every¬ 
body’s  operating  from  the  same 
standard  but  because  of  the  com¬ 
petitive  nature  of  telecom,  you’ve 
got  the  potential  for  divulging 
proprietary  data.” 

Paschall  says  he  wonders 
whether  the  major  competitors 
could  ever  be  induced  to  cooper¬ 
ate  on  that  level.  He  says  he  has 
recommended  that  NCS  examine 
the  problem.  “Whether  it’s  politi¬ 
cally  feasible  is  another  matter 
entirely,”  he  adds. 

Other  officials  are  wondering 
about  vendor  interoperability  as 
well.  “As  a  country,  we’re  not 
ready  to  cope  with  crisis,”  says 
the  former  official  from  NCS  who 
asked  not  to  be  identified.  “The 
way  we  move  information  is  fun¬ 
damental  to  how  our  country  is 
run,  but  the  system  is  full  of  vul¬ 
nerability.  If  something  goes 
wrong,  we’re  in  trouble.”  □ 


Letters 

continued  from  page  25 

tern  capability.  Since  the  majority 
of  gateway  vendors  interface 
their  hardware  with  network  op¬ 
erating  systems  through  a  NET¬ 
BIOS  interface,  we  fail  to  see  how 
compatibility  with  “current  ver¬ 
sions”  of  3+  can  be  called  into 
question. 

It  is  true  that  an  early  version 
of  3  +  —  shipped  prior  to  1987 
and  with  very  limited  market  pen¬ 
etration  —  used  3Com-devel- 
oped  MINDS  driver  interfaces  in¬ 
stead  of  NETBIOS  interfaces. 
Gateway  vendors  that  chose  not 
to  adapt  their  drivers  to  this  pro¬ 
prietary  product  were  indeed  un¬ 
able  to  interface  with  it. 

Please  note  though  that  there 
are  many  non-3Com  operating 
systems  being  sold  today  that  are 


Links  keep 
exchanges  honest 

continued  from  page  1 9 
mated  data  input  terminal  (AU¬ 
DIT)  system  that  the  exchanges 
are  developing  will  not  only  im¬ 
prove  enforcement  of  trading 
rules  but  could  cost  many  ex¬ 
change  employees  their  jobs. 

Currently,  futures  traders  at 
the  exchanges  record  transac¬ 
tions  primarily  at  the  end  of  the 
day  by  giving  paper  records  to 
data  entry'  personnel,  who  key 
them  into  exchange  computer 
systems. 

Some  critics  say  that  type  of 
paper  record  keeping  makes  it 
relatively  easy  for  traders  to  re¬ 
port  misleading  execution  times 
and  prices  for  trades,  skimming 
profits  from  their  customers. 

Take  a  byte  outta  crime 

Some  of  the  46  indictments 
arising  to  date  from  a  federal  in¬ 
vestigation  of  trading  practices  in 
the  Chicago  exchanges  stemmed 
from  traders  reporting  inaccu¬ 
rate  times  and  prices  for  transac¬ 
tions. 

AUDIT,  according  to  the  Chi¬ 
cago  Board  of  Trade  spokesman, 
would  make  reporting  mislead¬ 
ing  execution  times  and  prices 
nearly  impossible.  To  execute  a 
trade,  traders  would  have  to  en¬ 
ter  it  into  their  AUDIT  terminals. 

All  relevant  price  and  execu¬ 
tion-time  information  would 
then  be  captured  by  the  ex¬ 
changes’  computer  systems, 
making  fraud  and  data  manipula¬ 
tion  extremely  difficult. 

AUDIT  is  also  likely  to  lead  to 
the  elimination  of  two  types  of 
jobs  at  the  exchanges,  the  spokes¬ 
man  said. 

Reporters,  who  monitor  trad¬ 
ing  pits  and  enter  market  prices 
into  exchange  computers,  would 
no  longer  be  needed  because  the 
data  would  be  captured  directly 
from  the  traders  via  the  AUDIT 
system. 

Runners,  who  carry  messages 
for  buy  and  sell  orders  between 
traders  and  their  brokerage 
firms,  would  probably  not  be 
needed  as  well.  This  is  because 


AUDIT  will  contain  a  message 
system  that  would  let  brokerage 
companies  route  buy  and  sell  or¬ 
ders  directly  to  their  traders  via 
the  AUDIT  network. 

The  spokesman  said  these  two 
positions  combined  represent 
about  200  jobs  at  the  Chicago 
Board  of  Trade. 

Other  proponents 

In  addition  to  the  futures  ex¬ 
changes,  both  the  New  York  Stock 
Exchange  (NYSE)  and  the  Ameri¬ 
can  Stock  Exchange  (ASE)  are 
considering  giving  traders  hand¬ 
held  terminals  and  using  spread- 
spectrum  radio  technology  to 
network  these  devices  with  ex¬ 
change  computer  systems. 

With  spread-spectrum  tech¬ 
nology,  data  transmissions  are 
sent  and  received  over  a  con¬ 
stantly  changing  sequence  of 
channels,  making  it  possible  for 
numerous  transmissions  to  take 
place  in  the  same  area  without  in¬ 
terference. 

Officials  of  the  stock  ex¬ 
changes  said  that,  if  implement¬ 
ed,  wireless  networks  could  make 
it  easier  and  faster  to  execute 
transactions  on  the  trading  floor. 
Neither  exchange  expects  major 
employee  dislocation,  primarily 
because  they  work  differently 
than  the  Chicago  exchanges.  Nei¬ 
ther  the  NYSE  or  ASE  has  report¬ 
ers,  for  instance. 

According  to  Nynex’s  Wald- 
huter,  several  other  organiza¬ 
tions  are  considering  using 
spread-spectrum  radio  technol¬ 
ogy- 

For  example,  Waldhuter  said 
Nynex  is  working  with  hospitals 
that  may  employ  the  technology 
to  signal  nurses  when  vital  life 
support  systems  fail. 

Waldhuter  said  more  applica¬ 
tions  will  develop  as  spread-spec¬ 
trum  radio  technology  matures. 
The  Federal  Communications 
Commission  only  began  granting 
spread-spectrum  radio  licenses 
in  the  early  1980s,  he  said. 

“It  will  take  some  time,  but 
eventually  this  technology  will 
proliferate  throughout  all  kinds 
of  organizations,”  Waldhuter 
said.  □ 


not  fully  NETBIOS-compatible 
and  that  are  difficult,  if  not  im¬ 
possible,  to  interface  with  gate¬ 
ways. 

To  single  out  3+  in  such  a 
high-profile  manner  was  a  distor¬ 
tion  both  of  the  facts  and  the  way 
in  which  the  sentence  was  used 
within  the  context  of  the  article 
itself. 

David  Abramson 
Corporate  public 
relations  manager 
3Com  Corp. 
Santa  Clara,  Calif. 

Author’s  reply:  The  intent  of 
my  comment  was  to  warn  peo¬ 
ple  that  the  current  operating 
system  release  installed  at 
their  locations  may  not  be 
compatible  with  the  gateways 
they  are  considering. 

The  key  words  here  are  “cur¬ 


rent  version  installed,  ’’  not  the 
current  release  the  vendor  now 
offers.  Incidentally,  I  did  not 
mean  to  imply  that  3 +  is  the 
only  product  in  question.  It 
was  mentioned  because  driv¬ 
ers  like  MINDS  may  still  be  out 
there. 

The  IB/3  was  omitted  be¬ 
cause  3Com  submitted  that 
product  under  the  classifica¬ 
tion  of  a  local  net  bridge  and, 
therefore,  it  was  listed  as  such 
in  our  July  10  issue. 

I  sent  the  request  for  infor¬ 
mation  on  3Com’s  gateway 
products  at  the  same  time  as 
the  solicitation  for  router  in¬ 
formation.  I  received  no  re¬ 
sponse  for  gateways. 

John  Hunter 
President 
TMS  Corp. 

Wayne,  Pa. 
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DATA  COMMUNICATIONS 


NEW  GDC  INVENTORY 


MODEL  # 

DESCRIPTION 

LIST 

SALE 

PRICE  PRICE 

1261/4 

4  Channel  Stat  Mux 

$1,175 

$750 

801  A/C 

Auto  Call  Unit 

595 

380 

DATX  2000 

Data  Over  Voice  Unit 

305 

195 

DBU-3 

Digital  Dial  Back-Up 

895 

690 

DBU-3R/M 

Digital  Dial  Back-Up  Card 

795 

613 

DC 14433 

14.4  Sync,  PL,  P-P  Modem 

2,895 

1,847 

DC201CR/M 

2400  Sync  Modem  Card 

795 

595 

DC2030 

56kbs  Local  Data  Set 

850 

550 

DC208B/A 

4800bps  Sync,  PL,  DDD  Mdm 

1,345 

860 

DC208B/A  R/M  4800bps  Rack  Mount  Modem 

1,255 

850 

DC224  R/M 

2400bps  Rack  Mount  Modem 

495 

316 

DC  296  R/M 

V.32  Rack  Mount  Modem 

1,725 

1,101 

DC4800 

4800bps  Sync,  PL  Modem 

1,145 

730 

DC500/56K-A 

56kbps  DSU/CSU  W/RS-422 

795 

507 

DC 500 A  R/M 

9600bps  DSU  card 

695 

445 

DIGI-DIAL/56K  Switched  Network  56k  DSU 

2,350 

1,499 

DT201 

Desktop  20 1C  Modem 

645 

418 

DT202 

Desktop  202  Modem 

400 

242 

DT208 

Desktop  208  Modem 

1,095 

730 

DT9600 

Desktop  9600  Modem 

1,095 

795 

GSU500A 

Data/Channel  Service  Unit 

695 

459 

LCM1020 

19.2kbps  Async  Data  Set 

295 

225 

Multlport9600 

9600bps  Modem  w/4Ch  TDM 

2,495 

1,608 

QCC-21 

1 262  Quad  Channel  Card 

800 

540 

QCC-31 

1 264  Quad  Channel  Card 

840 

625 

PLUS  WE  RENT,  LEASE,  OR  SELL 
77,  3  COM,  UDS,  NEC  &  TELLABS 
NEW  &  USED  EQUIPMENT. 

CALL  TODAY  FOR  IMMEDIATE  DELIVERY 


Electro  Rent 
Ia.  Corporation 

6060  Sepulveda  Blvd. 
Van  Nuys,  CA  91411 


CALL  TODAY 
(800)  444-4964 
NATIONWIDE 


Circle  Reader  Service  No.  1 


100%  ETHERNET  RELIABILITY 


Want  to  eliminate  100% 

The  ET-LOCK™  People 

of  accidental  Ethernet  Transceiver 
cable  disconnect  problems? 


✓  Eliminate  downtime  and 
intermittent  errors  due  to 
loose  cabling  and  accidental 
disconnects  FOREVER! 

✓  The  easiest  and  most 
inexpensive  solution  to  one  of 
the  most  expensive  problems 
facing  network  administrators. 


Call  (415)  672-3005  for  your  FREE  sample 


ET-LOCK ™  today  and  prove  it  to  yourself! 

_  Satisfaction  guaranteed.  Distributor  inquiries  invited. 

A'nD  Cable  Products,  Inc.,  5524  Sepulveda  Court  Concord,  CA  94521  (415)  672-3005 

Circle  Reader  Service  No.  2 


ANALYZE  DATA  LINE  PERFORMANCE 


•  Reveal  utilization  trends. 

•  Measure  response  time. 

•  Plan  network  evolution. 

•  Troubleshoot  contention 
problems. 

•  Evaluate  transaction 
impact. 

•  Analyze  network  changes. 

•  Choose  SNA,  Bisync,  X. 25, 
or  Burroughs  poll/select. 


Analyze 
Data  Line 


Performance 


The  PC-based  PA1  Performance 
Analyzer  lets  you  analyze  over  35 
network  parameters  using  easy-to- 
read  color  graphics  and  printed 
reports.  Response  time,  excep¬ 
tion  and  over-threshold  reports  help 
you  quickly  find  problem  areas.  Line 
utilization  data  reveals  overloaded 
equipment  and  underused  capacity. 

Know  what’s  happening  on  your 
data  lines.  Call  us  for  our  PA1  demo  or 
a  15-day  free  product  trial. 


Progressive  Computing,  Inc. 

814  Commerce  Drive,  Suite  101 
Oak  Brook,  IL  60521-1919  USA 
(312)574-3399  FAX  (31 2)  574-3703 


Circle  Reader  Service  No.  3 


802.3  REMOTE  DIAGNOSTIC  MONITOR 


■  ■  ■  Watch  That  Network! 


The  CaSaT  ERT-4308  Attaches  to  ANY  AUI  Network  Cable 

The  ERT-4308  is  the  easiest  lowest  cost 
approach  to  monitoring  or  running 
diagnostics  on  any  Ethernet/IEEE 
802.3  network.  It  takes  only  seconds  to 
install  and  its  small  size  permits  it  to  be 
used  anywhere. 

The  ERT-4308  monitors: 

■  Power 

■  Transmitted  Data 

■  Received  Data 

■  Collision 

It  s  bright  LEDs  allow  for  easy  viewing  over  long  distances  and 
requires  no  batteries. 

Circle  Reader  Service  No.  4 


Call  NOW  for  applications  or  product  information 
Yankee  Electronics  (603)  625-9746  •  FAX:  (603)  625-4915 
•  Outside  New  Hampshire  (800)  365-9720 


Get  the  hottest  prospects 
for  your  mailing.  And 
the  right  attendees  for  your  seminar. 


Our  database  of  over  70,000  communications/networking  profession¬ 
als  use  —  and  purchase  —  many  types  of  networking  products  and 
services.  With  the  most  extensive  selectivity  available  anywhere,  you 
can  target  only  those  professionals  you  want  to  reach.  No  more,  no 
less.  It’s  that  easy. 

So  when  planning  your  next  seminar,  check  Network  World’s  sub¬ 
scriber  list  first.  Call  Deb  Goldstein,  or  Kevin  Normandeau  today  at 
1-800-343-6474  (in  MA,  508-879-0700).  And  discover  why  Network 
World’s  database  is  a  list  worth  renting  again  and  again. 


]\ETW0RK  \pRLD 


An  IDG  Publication 
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AT&T  TELECOM  &  DATACOM 


Saving  money  on 
AT&T  parts  shouldn't  be 
hazardous  to  your  career : 

Now  there  is  a  safe  way  to  save  big  on  AT&T  telecom, 
PBX,  and  datacom  parts.  Just  call  Atlantic  Telecom, 
the  new  company  formed  by  Cincinnati  Bell.  Whether 
you  need  T-l  hardware  (channel  banks,  CSU's,  DSU's, 
muxes,  etc.)  or  any  AT&T  PBX  part  (System  75  and  85, 
Dimension®,  Merlin®,  etc.),  your  order  will  be  handled 
promptly  and  professionally.  And  AT&T  will  even 
install  and  maintain  the  equipmentyou  buy  from  us. 
Take  the  safe  step  to  big  savings:  call  Atlantic  Telecom 
today  to  set  up  your  account. 


The  Atlantic  Telecom  Companies 

25  Hanover  Road,  Suite  202 
Florham  Park,  NJ  07932 

(201)  377-2111 


The  w- -^sr~ 

Atlantic 

Telecom 

Companies 


Call  for  your  FREE  AT&T  System  75185  Price  Comparator. 
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BALUN  PRODUCTS 


tyioyE  dAtA  oyer 


*<:>  -  . 


Suttle  Baiun 
Products  Fill 
The  Gap 

Baiun  products 
from  Suttle  make  the 
necessary  transition 
from  the  wide 
variety  of 

terminations  on  data 
terminals  (coax,  IBM 
Wang,  etc.,)  to 
inexpensive  twisted 
pair  wiring  and  back  again  at  the 
data  terminal. 

And  Suttle's  balun  products 
are  designed  to  match  the  telco 
environment.  We’ve  got  the 
same  shapes,  sizes  and  colors 
you're  used  to  working  with 

©Copyright  1989  Suttle  Apparatus 
A  CS1  Company 


fP 


Faster,  Cheaper 
Moves  &  Changes 

Balun  products,  including 
patch  panels,  ease  wire 
administration  and  speed  up 
moves  and  changes.  And 
faster  moves  reduce  cost  and 
minimize  downtime. 


Call  Today  for  Details. 


Call  Suttle  today  for 
specifications  and  pricing. 
Suttle  balun  products  are 
av  ailable  nationwide  through 
telecommunication 
distributors. 

Phone  612-848-6711 

Suttle  Apparatus 
21.V  South  Main  St. 

Hector,  MN  55342 
Fax  6 12-848-62 18 
In  Canada  call:  204-467-2888 


Circle  Reader  Service  No.  6 


BULK  DATA/FAX  NETWORK  SERVICE 


Low  Cost  Facsimile  &  Bulk  Data  Service 

For  As  Little  As  800  Per  Kilosegmenf  Send 

□  Batch  Files 

□  Group  4  Facsimile 

FromTfie  United  States  To: 

□  Japan 

□  United  Kingdom 

□  Belgium 

□  U.S.  Destinations 

□  &  Other  Major  Countries  Worldwide 

Call  us  to  compare  our  service  with  the  one  you  use  today. 


*fl  kilosegment  is 
equal  to  64,000  bytes. 
Complete  tariff  information, 
including  call  minimum 
requirements,  is  available 
from  NetExpress. 


NetExpress  Communications,  Inc. 
1953  Gallows  Road 
Vienna,  Virginia  22182 


Telephone 

Fax 


703  749-2200 
703  749-2375 


Circle  Reader  Service  No.  7 


The  International  Public  Network 
For  Image  &  Bulk  Data 


COMPUTER  CABLE 


800-727-2449 

CABLE  ASSEMBLIES 

PLUS... 


Make  Your  Cabling 
Problems  Ours!  Call  Now! 

(Ask  About  FREE  Shipping!) 

We  have  a  facility  near  you! 

Colorado  •  Connecticut  •  Florida  •  Illinois  •  Minnesota 
New  York  •  Northern  California  •  Pennsylvania 
Southern  California  •  Texas  •  Virginia 


l  CABLE  ASSEMBLIES  PLUS 

800-727-2449  •  Sales,  Quotes,  Sourcing 
I  The  Only  Connection  You’ll  Ever  Need! 


Circle  Reader  Service  No.  8 


DATA  COMMUNICATIONS 


Send  For  Free  Info 


For  more  information  on  any  of  the  products  and  services  advertised 
in  NetworkWorld’s  ActionCenter,  circle  the  Reader  Service  Numbers 
on  this  coupon  which  correspond  to  the  advertisement  of  interest  to 
you. 

Complete  the  coupon  information  and  mail  to: 

NetworkWorld 

P.O.  Box  5090,  Pittsfield,  MA  01203 

(Expires  11/30/89) 


Name  _ 

Title _ 

Company _ 

Phone  (  ) _ 

Street  _ 

City _ 

State  _ Zip 

NW  9/4 


1  23456789 
10  11  12  13  14  15  16  17 
18  19  20  21  22  23  24  25 
26  27  28  29  30  31  32  33 
34  35  36  37  38  39  40  41 
42  43  44  45  46  47  48  49 
50  51  52  53  54  55  56  57 


CEtrrfi  of  idftiUtng 
yam'  Mfiujork? 


HOUSTON 

1544  Sawdust  Road.  Suite  III 
RO.  Box  4600 
The  Woodlands.  Texas 
77383-4600 
713/363-3838 
FAX  713/292-7126 


Banyan 
Novell 

DataAids  Cabling  Systems 
Racal  Interlan 

DataAids  inc.  SynOptics 

Datability 

Houston"  Dallas*  Austin*San  Antonio  "Oklahoma  City  •  Little  Rock  Micom 
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DS/1  TESTING 


ETHERNET  NETWORK  SOFTWARE  DOS,  PC 


NFS?  XT?  TCP/IP?  AT? 
NetWare™?  PS/2™? 


CMC’s  OpenWare  Is  Your  Single  Ethernet  Solution 


Available  NOW  from  Yankee 

CMC’s  family  of  Ethernet  adapter 
boards  provide  the  broadest  range 
of  solutions  to  PC  networking. 
Our  complete  range  of  solutions 
for  XT,  AT  and  PS/2  products  are 
easy  to  install  and  configure. 
Choose  from  a  variety  of  protocols 
and  options  including  TCP/IP, 
NetWare  and  NFS.  CMC’s 
OpenWare  is  the  solution  for  your 
networking  needs. 


Call  NOW  for  applications  or  product  information 
Yankee  Electronics:  (603)  625-9746  •  FAX:  (603)  625-4915 
•  Outside  New  Hampshire  (800)  365-9720 


Circle  Reader  Service  No.  18 


ELIMINATE  JUNK  FAX/MODEM  CALLS 


UNWANTED  FAX  & 
MODEM  CALLS 

with 

Password  Checker 

■4  Automatically  answers  incoming  calls 
and  screens  for  a  security  code.  A 
valid  security  code  causes  the  unit 
to  re-ring  the  line. 


Retail  $299 

(Quantity  pricing  available) 


"Plug  in"  installation  and  is  compatible 
with  all  fax  machines  and  modems, 
No  change  to  outgoing  call  operation. 

^  Easily  programmable  from  fax/modem 
or  optional  telephone  if  desired. 

-►  Security  code  can  be  disabled  in  sec¬ 
onds  to  allow  normal  line  usage. 


Also  available  through 

Call  Authorization  Products  Co.  1  -303-534-7 1 00 


Call  Management  Products  Inc. 
Broomfield,  CO  80020 

1  -800-245-9933 


We  also  produce  Fax  LineShare,  the 
most  cost  effective  automatic  fax/voice 
line  sharing  device  sold,  with  thou¬ 
sands  of  satisfied  customers.  Call  for 
details. 


Circle  Reader  Service  No.  17 


TOKEN  RING 


v  —  T»'o''e 

*  g  ‘My 


1  RadCom ) 


1841  Broadway,  Suite  609  •  N.Y.,  New  York  10023 

Fax:(212)956  8104  •  Tel:  (212)  956  8100 
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Profits  come  from  sales... 

Sales  come  from  leads... 

Leads  come  from  an  ad  in  ActionCenter!! 

. 

Network  World  is  the  only  publication  that  gives  you  weekly  exposure  for  a  month,  directory-type  pages,  and  bingo  card 
response  -  all  for  one  cost-effective  price! 

Call  today  and  generate  leads  and  profits  from  your  300,000  impressions  in  Network  World’s  ActionCenter. 

Joan  Bayon  Pinsky  Susan  Egan  (Pacific  &  Mountain  Time) 

508-820-2543  714-250-3006 
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Ac  tionC enter 


LAN  AND  WAN  CONNECTIVITY 


LAN  and  WAN 

Internetwo r  k i n  g 


Industry's  only  modular  Bridge  that 
provides  bridging  of  local  and 
remote  LANs 

This  means: 

•  low  cost 

•  flexible 

•  easy  expansion 

•  integrated  network  management 

•  easy  network  maintenance 

•  supports  multiple  networks 

Ethernet  T1 

Token  Ring  T1  MUX 

StarLAN  56kb 

Fiber  Optics 


Token  Ring 


Ethernet 


ILAN 

CrossComm  Corp 

133  E.  Main  St.  Marlboro,  MA  01  752  (508)481-4060 


Token  Ring  •  Ethernet  •  Fiber  Optic 
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PROTOCOL  ANALYZER 


Turn  your  IBM  PC  into 
a  3270  Coax  Protocol 
Analyzer  and  Controller. 


■  Passive  Monitor  ■  3299  MPX,  DFT,  SNA,  Host  Response  Time  Analyzer 
1  Transmits  Recorded  Files  ■  Certification  Library  ■  TwinaxScope  Also  Available 

Azure 
CoaxScope 

Priced  From 

$2,995.00 

14  Day  FREE  Trial 
Evaluation 

(508) 520-3800 

a 

Azlre 

TECHNOLOGIES 

38  Pond  Street,  Franklin,  Massachusetts  02038 

FAX:  (508)  528-4518 

Circle  Reader  Service  No.  21 


PROTOCOL  ANALYZER 


Omni  I/O 

PC  Based  Protocol  Analyzer 


$495 

Fast,  friendly  user  interface 
Excellent  data  visibility 


■  Integrated  data  capture,  analysis,  DOS  file  storage. 

Named  configurations 

Async,  Sync,  BOP’s  (SDLC,  X.25,  etc.),  Transparent,  ASCII, 
EBCDIC,  IPARS,  user  defined 

Fits  PC,  AT  compatible,  386  and  Laptop  with  standard  bus 
and  CGA,  EGA  or  VGA 

304-822-3086  -  8  am  -  7  pm  EST 


VISA" 


P.O.  Box  2040 
Romney,  WV  26757 


Circle  Reader  Service  No.  22 


SEMINARS 


T-CARRIER 

How  it  Works  - 
Where  it's  Headed. 


1(800)  638-2049 

In  MD  Call  (301)  353-1550 


t 


is  Telecommunications 
g  Techniques 
Corporation 

...  Expect  Exceuexce 

20410  Observation  Drive 
Germantown,  Maryland  20874 


From  the  Basics  - 
To  the  Advanced. 

Our  seminars  are  conducted  na¬ 
tionwide  to  facilitate  understand¬ 
ing  of  the  fundamental  issues  and 
common  stumbling  blocks  arising 
from  the  application  of  this  voice- 
oriented,  pair-gain  technology  to 
the  transmission  of  purely  digital 
information. 

Those  responsible  for  the  MAIN¬ 
TENANCE,  IMPLEMENTATION, 
OPERATION,  or  PLANNING  of 
T-CARRIER  facilities  such 
craftspersons,  technicians,  engi 
neers,  and  network  managers  wil 
benefit  from  this  seminar. 

Seminar  Locations: 

OCT-  Orlando,  Puerto  Rico. 

NOV-  Boston. 


as 
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TIMING  SIGNAL  GENERATOR 


NETWORK 

SYNCHRONIZATION 

INTERFACE 

■  Isolates  From  Reference 
Faults 

■  Clean,  Accurate  Output 


Monitors  Network 
Performance 


ACCU-SYNC  3800 
Timing  Signal  Generator 

The  ACCU-SYNC  3800  ideally  meets  synchronization  requirements  of  private 
networks.  Captures  average  frequency  and  isolates  from  interruptions,  jitter  and 
wander  of  DS1  or  56  kb/s  reference.  Gracefully  accepts  Cesium,  Loran,  GPS  orWWVB 
as  primary  or  secondary  Stratum  1  source.  ACCU-SYNC  3800  -  it’s  the  answer. 

For  more  information  call : 


1 


(Q)  AUSTRON 

TELECOM  PRODUCTS  GROUP 


INC 


AUSTRON,  INC 

P.O.  Box  14766 
Austin,  TX  78761-4786 
(512)  251-2313 
FAX  (512)  251-9685 


AUSTRON,  INC 

1930  Isaac  Newton  Sq.  Suite  1 1 1 
Reslon,  VA  22090 
(703)  471-7963 
FAX  (703)  689-4684 

Circle  Reader  Service  No.  24 


FTS,  INC 

34  Tozer  Road 
Beverly,  MA  01915-5510 
Toll  Free  1-800-544-0233 
FAX  (508)  927-4099 


X.32  (DIAL  X.25) 


NOW  YOU  CAN  HAVE  DIAL  X.25  INSTEAD  OF  DIAL  ASYNC 

EMUCOM  PRODUCTS  BRING  THE  SECURITY  AND  END-TO-END 
RELIABILITY  OF  X.32  TO  YOUR  ASYNCRONOUS  AND  X.25  DEVICES 


X.25 

X.25 

EMUCOM 
IN/OUT  DIAL 

X.25  ( 

DIAL 

MODEM 

LL  > 

X.25  DIAL 


X.25  DIAL 


EMUCOM 
IN/OUT  DIAL 
MODEM 

/  EMUCOM 
\MONOPAD 

X.25  LI 


X.25 
PAD/ HOST 


ASYNC 

TERM 


EMUCOM’S  FULL  LINE  OF  X.25  NETWORK  ACCESS  PRODUCTS: 

*  X.25/X.32  MonoPADS:  starting  at  $345 

*  X.25/X.32  MonoPAD  with  Integrated  Modem:  starting  at  $795 

*  X.25  In  Dial/Out  Dial  Products:  starting  at  $445 
Emucom  Product  FEATURES  include: 


*  Dial  Security  (XID) 

*  Local/Remote  Menu  Driven 
Supervisory  Interface 


*  Speeds  up  to  64k 

*  DES  Encryption 

*  Multi-Session  Support 

CALL  OR  FAX  TODAY  FOR  MORE  DETAILS 
508-970-1189  FAX:  508-970-1295 


4B. 


mucom 


PRICES  QUOTED  US  LIST 


225  STEDMAN  STREET,  BLD.  27,  LOWELL,  MA  01851 
Circle  Reader  Service  Ne.  25 
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ActionCenter - 1 


LIGHTNING  PROTECTION 


►WORRIED  ABOUT  LIGHTNING? 


TELEBYTE  WILL  PROTECT  YOUR 

MODEMS,  MULTIPLEXERS,  TERMINALS 

BUY  OUR  MODEL  22! 

MADE  IN  USA 


$89 


TELESVlE 

TECHNOLOGY,  INC. 


CALL  1  -800-  835  -  3298 

270  E  PULASKI  ROAD.  GREENLAWN,  N.Y.  11740.  FAX  516-385-8184,  TEL  516-423-3232 

Circle  Reader  Service  No.  1 0 


NETWORK  MONITORING  &  CONTROL 


CotsmuMct'iOD  Device*  Inc  Wed  No*  17  07  1309  1967 

XYZCo  loc  Dec*  B**e  NETWORK  WINDOWS 


DATE  TIME  GROUP  I  DENT  Mod  e»*  PROBLEM 

1/17/87  06  23  17  1  1026  S  Ring  No  Answer 

1/17/87  06  2317  I  1026  5  Modem  Buned  Chit 

1/17/87  06  45  21  2  NY  3 _ 23  C«rner  Loi* _ 

1/17/67  OOSlf 


Communication  Dei 
1/17/87  06  59  XYZCo  .  loc  Del.  B*«e 

1/17/67  09.21 

1/17/67  10 3S 


Inc 


NETWORK  WINDOWS 


Wed  No*  17  07  13  09  1967 


|  1024  1025  1026  1027  1026  1029  1030  1031  1032  1033  2059  2060 

2061  2062  2063  2064  2065  2066  2067  2066  [[  NY  I  NY  2  NY  3  NY  4 


NY  5  NY  6  NY  7  PHL1 
FIRE  H2  0  12424  2425 


2434  2435  2436  2437 

2446  2447  2446  2  449 

2456  2459  2460  2461 


2470  2471  117706  7707 


Communic.tion  Device*  li 
XYZCo  loc  Det.  Bate 


NETWORK  WINDOWS 


DIAL  UP  MODEM 
MANAGEMENT 


Any  Vendors  Modem 
Any  Speed 

Any  Type,  Including  V.32 

Operating  in  10  Countries 
Field  Proven  since  1983 

NETWORK  WINDOWS  (,m> 
PC  Based  System 


DAILY  USAGE  &  ERROR  REPORTS 
AUTOMATIC  BUSY  OF  “RING  NO  ANSWERS” 
MODEM  VENDOR  INDEPENDENT 

Call  or  write  for  information  &  DEMO  Disk 

Communication  Devices  Inc. 

1  Forstmann  Ct. 

Clifton,  NJ  0701 1 

Phone  (201)  772  6997  FAX  (201)  772  0747 

Circle  Reader  Service  No.  1 1 


NETWORK  PLANNING  SOFTWARE 


TM 


Network  Access  Design  Engineering  NAD/Eng  1.0 


PC-based  engineering  tool  designed  for  use  by  both  technical  and  non-technical  telecom¬ 
munications  professionals: 

°  Telecom  Sales  Representatives,  Sales  and  Design  Support,  Telemarketing  Sales  Reps 
°  Telecom  Consultants,  Telecom  Managers,  Telecom  Analysts 

Produce  proposal  or  report-ready  out¬ 
put  to  laser  printer,  8-1/2"  X  11"  page 
Format  with  options  to  customize  title, 
header,  and  footer  information. 


Produce  design  calulations  in  seconds 
with  single  and  multiple  iterations  to 
support: 

0  Full  Group  Routing  Designs 
°  Multi-Trunk  Group  Designs 
°  Inter-machine  Trunking 
°  T1  &  T3  Access  Conversions 

Project  accurate  requirements  with 
built-in  "What-if"  capabilities  through 
modifying  nine  design  parameters. 


Input  Output 

Run 

Save 

Load  Exit  | 

Traffic  Load  12.07 

Units 

Hours 

Tire  Period  lusy  Hour 

Weekdays  1.86 

Saturdays 

0.00 

Sundays  0.00 

Proportion  of  Ueefcday 

Saturday 

0.0606 

Sunday  0.0*36 

lusy  Hour  ■.  1760 

Calls 

0  * 

v.  Call  Lengtk  0.0606 

Grade  of  Service  1.0100 

Aetrial  Rate  0.7566 

Growth  1.0606 

force  Hocking  0.0069 

force  Lines  0 

Traffic  is  Offered 

Busy  Hour  6.1760 

Printer  is  Off 

Average  Ueek  Dag  Load> 

71.00  Hours 

4ZM.0*  Minutes  2SS6.06  CCS 

Engineering  Naur  Load) 

12.07  Hours 

724.2*  Minutes  434.52  CCS 

N»»*er  of  Lines’  21 

Blocking*  8.0659 

Offered  Lead:  J  12.07  Hours 

724.2*  Minutes  434.52  CCS 

First  Offered  Load: 

12.02 

721.01 

432.61 

Carried  Lead * 

12.00 

710.  55 

431.57 

Designed  for  use  on  IBM/Compatible  PCs,  Mono  or  Color  Displays,  DOS  2.1  + 
Comes  complete  with  Installation,  Tutorial,  and  User  Reference  Guide 

TO  ORDER  -  CALL  800  962-0174  or  send  check/money  order  to: 

(Include  $2.50  for  shipping  and  handling) 

Gwisc  &  Company  - 13206  Queensgate  Road  -  Suite  200 
Midlothian,  Virginia  23113  Circle  Reader  Service  No.  12 


$64.95 

Introductory  New 
Product  Offering 

REGULAR  PRICE 
{99.00 


NETWORK  POWER  PROTECTION 


T*W*0*R*K*I*N*G 


OFF-LINE 
UNINTERRUPTIBLE 
POWER  SUPPLY 

NEW.  Fastest  AC  Transfer  Time  Available 

Our  NEW  Turbo  2+  is  the  most  feature  rich  Off-Line  Uninterruptible 
Power  Supply  in  the  business.  Choose  from  5  models,  covering  the 

power  range  from  200  VA  to  675  VA.  They're  built 
with  Bullet  Proof  Reliability,  network  compatibility, 
and  a  contemporary  design  to  fit  modem  office  decor. 
Call  today  for  our  special  dealer  offer. 

(408)  439-6600. 


A- 
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SOUDS1AJE  CDNIROtS  INC 

DataShield® 

269  Mt.  Hermon  Road 
Scotts  Valley,  CA  95066 

iii 

MARMON 

1 1 1.  A  member  of  The  Marmon  Group  of  companies 


NETWORK  SCANNING  AND  MONITORING 


Cable  Scanner 

Pinpoint  Network  Cable  Faults  Fast! 

The  Scanner  is  a  monitor,  fault  finder,  cable  locator  and  much  more.  Helps  you  pinpoint  the  loca¬ 
tion  of  shorts,  opens  or  breaks.  Its  32  character  display  reports  the  fault  in  plain  English  “short  at 
306  ft”.  With  an  oscilloscope,  Scanner's  high  speed,  pulse  generating  circuitry  gives  a  detailed 
view  of  the  entire  LAN  including  transceiver,  terminator  and  multiple  faults. 


’  Cable  length  measurements 

*  Locate  breaks,  shorts,  opens,  bad  crimps,  etc. 

*  LAN  activity  monitoring 

*  Find  cables  in  ceilings,  walls,  floors 

*  Cable  TV  troubleshooting 

*  Generate  as-built  drawings  and  specifications 

*  Isolate  faulty  network  interface  cards 

*  Very  simple  to  operate 

M-Test  Equipment 

P.O.  Box  460008 

San  Francisco,  CA  94146-0008 


Included  is  Tracer  for  locating  exactly  where 
in  the  floor,  ceiling,  wall  or  patch  panel  the  ca- 
,  Tri  '  “ 


ble  lies.  Cable  Scanner,  Tracer  and  Opera 
tors'  Manual  are  only  $1495. 


Call  for  Info 

Outside  CA:  (800)  334-4293 
Inside  CA:  (415)  861-2382 
FAX:  (415)  864-1076 


Circle  Reader  Service  No.  14 


PHONE  LINE  SWITCH 


REDUCE  DIAL  LINE  COSTS 

ONE  LINE  DATA  QUALITY  PBX 


MICRO  CALL  DIRECTOR 

Share  One  Line  with  4  Dial-up  Data  Communication 
Devices.  Control  Line  Switching  by  Modem  or  DTMF 
Tones. 

DIRECT  DIAL  LINE  TO  YOUR  APPLICATION 

High  or  Low  Speed  Modems,  Voice  Line,  Data  Logging 
System.  Configuration. 

LOCAL  OR  REMOTE  CALL  TRANSFER 

Ring  Desired  Device  at  Any  Time.  Generates  Busy 
and  Ringback  Signals.  Intercom  Calling. 

POWER  AND  A/B  SWITCH  CONTROL 
Turn  Equipment  On  or  Off  as  Needed.  Remote  Power 
Reset.  Control  Remote  Data  A/B  Switches  with  Tone 
Commands.  Save  Power,  Extend  Equipment  Life. 


Ck 


INC 
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170  COOLIDGE  AVENUE 
ENGLEWOOD,  NEW  JERSEY  07631 
(201 )  569-6464  FAX  (201 )  894-0939 
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NETWORKING  MARKETPLACE 


NETWORK  WORLD 


A  number  of  Management  Updates,  Buyer’s  Guides 
and  Industiy  Focuses  are  scheduled  to  run  in  NET¬ 
WORK  WORLD  during  1989.  Each  of  these  features 
will  focus  on  one  aspect  of  the  networking  and  commu¬ 
nications  industry  and  give  our  advertisers  a  chance  to 
reach  a  more  select  audience.  These  are  some  of  the 
topics  the  features  will  cover: 


Management  Updates: 

Network  and  Communications  managers  gain  the  edge 
they  need  -  and  advertisers  gain  a  receptive  audience  - 
-  from  in-depth  discussions  of  key  issues  in  Network 
World’s  Management  Updates.  The  focused  editorial  in 
these  sections  provides  managers  with  invaluable  as¬ 
sistance  in  planning  and  optimizing  their  networks. 

Oct.  23  -  Telecom  Management  Update: 

Wiring  and  Cabling 

Buyer’s  Guides: 

Products  and  services  are  front  and  center  in  these 
Buyer’s  Guides,  providing  Network  World  readers  — 
your  customers  -  with  the  important  information  they 
need.  Here’s  where  they  get  the  information  that  helps 
them  make  the  most  informed  buying  decisions  for  a 
variety  of  products  and  services. 

Sept.  1 1  -  LAN  Buyer’s  Guide:  LAN  Operating  Systems 

Sept.  25  -  Telecom  Buyer’s  Guide: 

Voice  Messaging  Systems 

-  TCA  Show  Bonus  Distribution 

Oct.  2  -  Datacom  Buyer’s  Guide:  Data  Switches 

Oct.  16  -  LAN  Buyer’s  Guide:  LAN  Servers 

Nov.  6  -  Datacom  Buyer’s  Guide: 

Network  Test  Equipment 

Nov.  13  -  LAN  Buyer’s  Guide:  Ethernet  LANs 

-  Comdex  Fall  Show  Bonus  Distribution 

Nov.  27  -  Telecom  Buyer’s  Guide:  VSAT  Systems 

Dec.  1 1  -  Datacom  Buyer’s  Guide: 

Packet  Switches  &  PADs 


Industry  Focuses: 

Sept.  1 8  -  Industry  Focus:  Manufacturing 
Oct.  9  -  Industry  Focus:  Insurance 
Oct.  30  -  Industry  Focus:  Retail  Point  of  Sale 
Dec.  4  -  Industry  Focus:  Education 


Nov.  20  -  Network  World  Salary  Survey 

Dec.  1 8  -  Network  World  User  Excellence  Awards 

Dec.  25/Jan.  1  -  Network  World  Reader  Forecast 


NETWORK  WORLD  publishes  every  Monday  with  an 
ad  deadline  of  12  days  prior  to  each  issue  date.  The 
September  18th  Issue  will  be  closing  September  6th. 
You  may  send  in  copy  to  be  pubset  or  camera-ready 
material  (velox  or  negative)  via  the  mail.  We  provide  te¬ 
lecopier  service  and  will  also  take  ads  over  the  phone. 


Our  mailing  address  is 

NETWORK  WORLD  Classified  Advertising 

Joan  Bayon  Pinsky, 

PO  Box  9171,  375  Cochituate  Road, 
Framingham,  MA  01701-9171 
Or  call  for  more  information  at:  1-800-343-6474 
(In  MA:  508-820-2543) 

Pacific  &  Mountain:  Susan  Egan, 

18008  Sky  Park  Circle, 

Suite  145,  Irvine,  CA  92714 
714-250-3006 


DATA  COMMl  CONFERENCES 


ALL  GUARANTEED  FOR 
MANUFACTURER  SERVICE. 

(201|586-3070  FAX  586-3080 

A  Warwick 

^  DATA  SYSTEMS.  INC. 

66  FORD  ROAD.  DENVILLE.  NEW  JERSEY  07834 


INFOTRON 

EQUIPMENT 
WHOLE  UNITS/SPARES 


990,790,632,616,680 
480,380,10  NEST’S,  ETC. 
chassis,  cabinets  &  more 
MODULES 
1000  boards  in  stock 
a//  items  50%  off  or  more! 
if  we  don't  have  it, 
we  can  find  it. 


M.A.R.C. 

615-822-7990 
FAX  615-822-7986 


CUSTOMER  CONTROL 
OF  PUBLIC  NETWORKS 


OCTOBER  5-6,  1989 

VISTA  INTERNATIONAL,  WASHINGTON,  DC 

A  Strategic  Conference  on  the  Trend  to  Increase 
User  Control  of  LEC  and  IXC  Network  Services 

Moderator:  Mary  A.  Johnston 
Principal 

Northeast  Consulting  Resources 

Featuring  Presentations  by: 

William  Gilbert 

Division  Manager —  Network  Management  Systems 

AT&T 

John  M.  Todd 

Director—  Network  Management  Services 

MCI 

Ray  Waters 

Manager—  Network  Management  Products 

US  Sprint 

Plus  more  than  10  other  industry  experts  — 
vendors,  carriers  and  users. 

To  register  or  for  more  information  contact  Suzanne  Wood 

a*  800/327-7206  or  703/683-4100.  FAX  703/739-6490. 


SEMINARS 


RF  LAN  DESIGN 
SEMINAR 


A  two  day  seminar  on  rf  broadband 
LANs.  Highly  interactive  seminar 
focuses  on  how  to  design  design,  use, 
and  maintain  rf  broadband  LANs. 
Topics  include  selecting  rf  com¬ 
ponents,  headend  &  distribution 
design,  CAE,  status  monitoring. 

MAP/TOP,  802.7,  NTCA  Standards, 
balancing,  certification  &  applications. 

Vtondor  todepmndentf 

Sept  20-21,  1989 
ArlingtOn.Tx  (Dallas  area) 


ComNet  Co. 
512-892-2085 
l  imited  Enrollment! 


TRAINING 


TELETUTOR 

T1  Course 

The  best  computer-based 
training  in  the  business 


lELEtUtOf 


TELECOMMUNICATIONS  TRAINING  SERIES 

For  FREE 

catalogue  of  all  our 
courses  call 

800-542-2242 

(603)  433-2242 


Buy,  Sell  Or  Announce  Through 
Network  World’s  Classified  Section 

Buying  or  selling  communications-related  products  or  services? 

Or  do  you  want  to  announce  an  upcoming  event  or  business  opportunity? 
If  so,  Network  World’s  classified  section  is  the  right  choice  for  you. 

You’ll  reach  more  than  70,000  communications/networking 
professionals  all  of  whom  are  buying  decision  makers. 

And  you’ll  reach  them  every  week. 

Find  out  just  how  effective  and  cost  efficient 
Network  World  classified  advertising  can  be. 

For  all  the  facts  write  or  call:  Network  World,  Classified  Advertising 

Joan  Bayon  Pinsky,  375  Cochituate  Road,  PO  Box  9171,  Framingham, 
MA  01701-9171;  800-343-6474  (in  Mass.,  508-820-2543)  X755 

Pacific  &  Mountain:  Susan  Egan,  18008  Sky  Park  Circle, 

Suite  145,  Irvine,  CA  92714;  714-250-3006 
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Mac  nets  get  slew  of 
new  E-mail  functions 

continued  from  page  15 
cess  PROFS;  Western  Union  Corp.’s  Easy- 
link;  Telemail  from  Telenet  Communica¬ 
tions  Corp.,  a  subsidiary  of  US  Sprint  Com¬ 
munications  Co.;  and  E-mail  systems  that 
support  the  Message  Handling  System 
store-and-forward  mechanism  developed 
by  Action  Technologies,  Inc.,  based  in 
Emeryville,  Calif. 

The  cc:Mail  product  costs  $695  for  25 
mailboxes  and  $595  for  each  additional 
100  users. 

CE  Software,  Inc.,  based  in  Des  Moines, 
Iowa,  has  been  shipping  its  QuickMail  2.0 
for  the  Macintosh  since  March  but  this 
month,  it  will  begin  shipping  a  DOS  version 
of  QuickMail  that  supports  E-mail  ex¬ 


Banyan  offers  entry- 
level  version  of  VINES 

continued  from  page  1 5 

The  VINES/386  Team  announcement 
comes  a  week  after  3Com  introduced  a  10- 
user  version  of  3  +  Open  and  seems  to  sig¬ 
nify  increasing  competition  in  the  low  end 
of  the  local  network  market  (“3Com  adds 
10-user  version  of  3  + Open  LAN  Manag¬ 
er,”  NW,  Aug.  28).  It  also  coincides  with 
the  initial  release  of  NetWare  386,  which 
Novell  began  shipping  last  week. 

Until  the  release  of  NetWare  386,  Ban¬ 
yan  was  the  only  company  among  the  ma¬ 
jor  network  vendors  that  had  a  net  operat¬ 
ing  system  designed  to  exploit  the  Intel 
Corp.  80386  microprocessor.  The  existing 
generation  of  NetWare,  as  well  as 
3  +  Open  and  other  versions  of  Microsoft 
Corp.’s  LAN  Manager,  were  designed  for 
Intel’s  80286  chip. 

However,  Novell  is  aiming  NetWare 
386  strictly  at  the  high  end  of  the  market; 
the  product  supports  up  to  250  users  per 
server  and  is  priced  at  $7,995.  Thus, 
VINES/386  Team  is  the  only  major  entry- 
level  network  operating  system  optimized 
for  the  80386. 

VINES/386  Team’s  other  distinguish¬ 
ing  characteristic,  StreetTalk,  is  a  distrib¬ 
uted  naming  system  that  provides  a  unique 
name  to  every  user  and  shared  resource  — 
including  disk  drives,  printers,  data  bases, 
gateways  and  applications  —  on  an  enter¬ 
prisewide  network. 

With  a  facility  like  StreetTalk,  users 
need  only  know  a  particular  resource’s 
name,  not  its  location  on  the  corporate 
network,  to  access  it.  Similarly,  user  access 
rights  are  defined  in  terms  of  resource 
names,  which  makes  it  easier  for  network 
administrators  to  move  both  users  and  re¬ 
sources  from  one  local  segment  to  another 
in  an  enterprisewide  network. 

Banyan  said  VINES/386  Team  “is  iden¬ 
tical  to  and  completely  compatible  with 
VINES/386”  with  one  exception:  It  does 
not  support  server-to-server  communica¬ 
tions  over  a  local  network. 

Users  who  want  to  bridge  adjacent  local 
nets  into  one  big  internetwork  will  have  to 
use  the  full-blown  VINES/386  product. 

Beginning  Jan.  1, 1990,  there  will  be  an 
upgrade  discount  for  those  work  groups 
that  started  with  the  10-user  version  and 
need  to  upgrade  to  VINES/386.  The  dis¬ 
count  will  be  equal  to  the  price  of 
VINES/386  Team,  minus  the  price  of  any 
promotional  packages  included  at  no  cost. 

VINES/386  Team  currently  runs  on 
80386-based  microcomputers  incorporat¬ 
ing  IBM’s  AT  bus  architecture.  Banyan  said 
support  of  IBM’s  Micro  Channel  Architec¬ 
ture  will  be  added  “at  a  later  date.”  □ 


change  between  users  on  DOS-based  nets 
and  AppleTalk  nets  through  a  Macintosh  % 
server. 

The  company  is  also  working  on  the 
QM-Professional  Gateway,  which  provides 
two-way  E-mail  links  between  QuickMail 
and  PROFS.  The  company  recently  an¬ 
nounced  QM-Link  Gateway,  a  software 
package  that  establishes  bidirectional 
links  between  Apple’s  AppleLink  mail  net¬ 
work  and  QuickMail.  Both  gateways  will 
ship  in  the  fourth  quarter. 

Server  software  for  QuickMail  2.0  is  in¬ 
cluded  in  the  base  price  of  $  269  95  for  five 
Macintosh  nodes.  A  10-user  Macintosh 
package  is  available  for  $399  95. 

Third-party  vendors  are  busy  building 
gateways  to  link  AppleTalk  networks  to 
other  E-mail  nets.  Several  will  ship  as  early 
as  this  month. 


Pacer  Software  of  La  Jolla,  Calif.,  and 
Alisa  Systems,  Inc.  of  Pasadena,  Calif.,  lat¬ 
er  this  month  will  ship  gateways  for  Micro¬ 
soft  Mail  and  QuickMail  that  establish  links 
to  PROFS,  VMSMail  and  All-In- 1 ,  as  well  as 
E-mail  services  supporting  the  X.400  elec¬ 
tronic  messaging  standard. 

The  Alisa  Systems  gateway,  called  Ali- 
saMail,  will  support  both  Microsoft  Mail 
and  QuickMail.  By  contrast,  the  Pacer  Post 
gateway  will  support  only  Microsoft  Mail. 
A  spokesman  for  Pacer  Software  said  his 
company  may  eventually  develop  a  Quick¬ 
Mail  gateway. 

StarNine  Technologies,  Inc.  in  Berke¬ 
ley,  Calif.,  is  developing  the  Mail*Link 
gateway  for  Microsoft  Mail  to  communi¬ 
cate  with  networks  running  the  Simple 
Mail  Transfer  Protocol  (SMTP),  an  E-mail 
protocol  for  Transmission  Control  Proto¬ 


col/Internet  Protocol-based  networks. 
The  company  has  been  shipping  a  similar 
gateway  for  QuickMail  since  July. 

Mail*Link  will  support  connections  to 
Unix-  and  Xenix-based  E-mail  systems, 
PROFS,  VMSMail,  All-In-1,  Data  General 
Corp.’s  AOS/VS  Mail  and  Hewlett-Packard 
Co.’s  DeskMate,  as  well  as  to  networks  us¬ 
ing  TCP/IP. 

TOPS’  InBox  will  incorporate  Mail*  Link 
SMTP  software  to  link  with  Unix  E-mail  and 
PROFS. 

Soft-Switch,  Inc.,  based  in  Wayne,  Pa., 
expects  to  ship  its  SNADS  Gateway  for  Mi¬ 
crosoft  Mail  later  this  year.  The  gateway 
establishes  access  to  DISOSS,  PROFS,  All- 
In- 1 ,  Wang  Office,  HP  Desk  and  the  E-mail 
systems  supporting  the  X.400  standard. 
Soft-Switch  is  also  working  on  a  gateway 
between  InBox  and  PROFS.  □ 


where  we  go  from  here.” 

The  insurance  company’s  DNS-based 
network  is  replacing  an  existing  leased- 
line  net  that  links  processors  in  more  than 
100  general  agent  offices  to  an  Amdahl 
Corp.  host  here. 

Northwestern  Mutual  Life’s  grand  plan 
was  to  install  a  DNS  node  at  each  site  capa¬ 
ble  of  supporting  local  nets  of  microcom¬ 
puters  as  well  as  remote  microcomputers. 
The  DNS  nodes  would  be  connected  in  a 
private  X.25  packet  network  linking  each 
site  to  Northwestern  Mutual  Life’s  data 
center  at  19-2K  bit/sec. 

Gumerman  said  his  company  had  also 
planned  to  use  DNS  to  support  stand-alone 
microcomputers  in  remote  corporate  of¬ 
fices.  Those  microcomputers  are  currently 
linked  to  headquarters  via  either  4.8K  bit/ 
sec  leased  lines  or  a  public  packet-switched 


net.  Plans  call  for  the  microcomputers  to 
be  linked  to  the  nearest  DNS  node  via  9.6K 
bit/sec  leased  lines  or  a  public  packet  net. 

Northwestern  Mutual  Life  wanted  to 
download  files  and  applications  from  the 
data  center  to  DNS  nodes  each  day.  Using 
DNS  nodes  as  file  servers,  microcomputer 
users  would  have  had  quicker  access  to 
customer  account  files  and  applications 
that  aid  in  analyzing  a  customer’s  insur¬ 
ance  needs.  However,  since  the  local  net, 
file  server  and  application  server  capabili¬ 
ties  are  missing  from  DNS,  Gumerman  said 
his  firm  must  now  decide  whether  to  work 
with  Northern  Telecom  to  develop  that 
functionality  or  take  another  approach. 

The  two  companies  are  currently  meet¬ 
ing  to  work  out  such  issues.  “They’re  going 
to  work  with  us  to  see  that  we  get  what  we 
expected  to  get,”  he  said. 


User  hustles  to 
salvage  DNS  network 

continued  from  page  1 

Aug.  28).  Those  nodes  support  directly  at¬ 
tached  microcomputers  that  replaced 
Wang  Laboratories,  Inc.  minicomputers 
and  Wang  terminals. 

“We’ll  finish  installing  DNS  nodes  so  we 
don’t  have  a  network  that  is  half  old  and 
half  new,”  said  Armin  Gumerman,  North¬ 
western  Mutual  Life’s  director  of  informa¬ 
tion  systems.  Northwestern  was  surprised 
to  hear  of  the  demise  of  the  DNS  but 
praised  Northern  Telecom  for  offering  to 
support  the  product  until  the  insurer  de¬ 
cides  how  to  proceed,  he  added. 

The  remaining  DNS  nodes  should  be  in¬ 
stalled  by  the  end  of  October,  Gumerman 
said.  “Then  we’re  going  to  regroup  to  see 


Even  the  best  data  network  managers 
sometimes  find  themselves  in  over 
their  heads.  That’s  why  GTE  Spacenet 
not  only  designed  Skystar®Data 
Network  Services  to  meet  your  needs,  but  to 
meet  them  fester  and  more  economically  than 
your  present  system. 

Skystar  Network  Services  give  you  total 
on-premise  network  control.  You  can  monitor 
network  status,  diagnose  and  troubleshoot 
remotely.  You  can  even  dynamically  download 
protocol  modules,  configurations,  changes  and 
updates  to  all  sites. 

You  also  get  simultaneous  access  to  a 
variety  of  protocols  including  SNA/SDLC, 

3270  BSC,  2780/3780  BSC,  X.25,  ASYNC  and 
Burroughs  Poll  Select.  Our  multi-year  contracts 
let  you  lock  in  costs.  So  let  Skystar  Network 
Services  put  you  on  top  of  your  problems,  not 
under  your  desk. 

1^113  Spacenet 

For  information,  call  1-800-535-5375. 


DNS  was  developed  by  Northern  Tele¬ 
com’s  Data  Communications  Systems  divi¬ 
sion  over  a  two-year  period  at  a  cost  of 
$100  million.  The  DNS  unit  was  intended 
to  house  interface  boards  supporting  ter¬ 
minals,  workstations,  host  computers,  lo¬ 
cal  nets  and  private  branch  exchanges. 

Northern  Telecom  said  DNS  nodes 
could  be  linked  via  high-speed  digital  data 
lines,  X.25  packet  lines  or  T-l  facilities. 
Each  DNS  node  could  also  be  managed  and 
configured  via  a  workstation  attached  to  a 
central  site  DNS.  “It  was  the  integrated  na¬ 
ture  of  the  product  that  was  attractive  to 
us,”  Gumerman  said. 

Each  DNS  costs  between  $50,000  and 
$90,000,  depending  on  configuration.  Gu¬ 
merman  declined  to  say  how  much  North¬ 
western  Mutual  Life  paid  for  its  DNS  nodes. 
Because  the  insurer’s  multiyear  contract 
specified  DNS  nodes  that  support  more 
than  the  current  DNS  offering  does,  the 
companies  are  renegotiating  the  sale 
price.  Gumerman  said  Northern  Telecom 
seems  willing  to  reduce  the  cost  of  the 
nodes  because  they  do  not  support  all  the 
features  his  firm  had  ordered. 

Only  one  function 

To  date,  Northwestern  is  only  using  a 
single  DNS  function.  That  function,  linking 
directly  attached  microcomputers  to  a 
host  via  X.25,  has  been  working  well,  Gu¬ 
merman  said. 

One  DNS  beta  tester  shipped  the  prod¬ 
uct  back  to  Northern  Telecom  because  it 
could  not  deliver  the  functionality  North¬ 
ern  Telecom  promised.  “Because  [DNS]  is 
so  versatile  and  flexible,  we  could’ve  been 
using  parts  of  it  that  run  well,  and  some¬ 
body  else  could  have  been  using  parts  we 
weren’t  even  trying,”  Gumerman  said. 

“We’re  very  happy  with  the  product,” 
he  added.  “Our  people  like  it,  and  we  were 
disappointed  [that  the  company  discontin¬ 
ued  it] .  If  we  were  unhappy,  that  would  be  a 
different  situation.  But  we’re  not.  The  of¬ 
fices  that  have  the  equipment  say  every¬ 
thing  is  really  smooth  and  running  faster 
than  before.  But  it  is  not  doing  everything 
that  we  contracted  for.”  □ 


Metromedia  buys  up 
ITT’s  long-haul  units 

continued  from  page  7 

and  data  communications,  and  switched 
long-distance  and  WATS  services  for  com¬ 
mercial  and  residential  users.  ITT  Cher- 
now  Communications  specializes  in  call 
accounting  and  communications  services 
for  the  hospitality  industry. 

Metromedia  Long  Distance,  a  regional 
long-haul  carrier,  is  most  prominent  in 
Texas,  Florida  and  the  New  York/New  Jer¬ 
sey  areas.  The  carrier  offers  long-distance 
service  and  specialized  billing  packages  to 
small  and  midsize  commercial  customers, 
and  residential  customers  in  those  areas, 
she  said. 

According  to  John  Kluge,  president  and 
chairman  of  the  parent  Metromedia  com¬ 
pany,  the  purchase  makes  Metromedia 
Long  Distance  “a  major  player”  in  the 
long-distance  market. 

The  acquisition  makes  sense  for  ITT,  a 
longtime  player  in  the  long-distance  mar¬ 
ket  that  became  aggressive  too  late  in  the 
game,  and  Metromedia,  which  needed  to 
link  its  disperse  regions,  said  Robert  Self, 
founder  of  Market  Dynamics,  a  telecom¬ 
munications  consulting  firm  in  New  York. 
“Critical  mass  is  a  critical  term  for  Metro¬ 
media,”  he  said.  “This  acquisition  should 
give  Metromedia  more  traffic  [and  let  it] 
cut  prices.”  □ 
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US  Sprint  unveils 
ISDN  plan 

continued  from  page  1 
first  quarter  of  1990. 

In  conjunction  with  its  ISDN 
service  announcement,  US  Sprint 
also  opened  to  the  public  an  ISDN 
testing  facility  it  has  built  in  Bur¬ 
lingame,  Calif.  Network  engi¬ 
neers  have  been  experimenting 
there  with  interconnection  of 
ISDN  and  non-ISDN  equipment 
from  multiple  vendors  (see  “US 
Sprint  goes  public  with  ISDN  test 
lab,”  below). 

Service  details 

US  Sprint’s  ISDN  service  will 
be  offered  to  customers  served  by 
all  of  its  268  nationwide  points  of 
presence.  The  service  can  be  used 
to  access  the  carrier’s  Ultra  800, 
Ultra  WATS,  Virtual  Private  Net¬ 
work  and  switched  data  services, 
according  to  Terry  Kero,  director 
of  systems  planning  at  US  Sprint. 
Service  will  be  available  to  users 
with  T-l  access  to  US  Sprint’s  net¬ 
work. 

US  Sprint  will  initially  imple¬ 
ment  ISDN  hardware^  and  soft¬ 
ware  on  only  two  of  its  Northern 
Telecom,  Inc.  DMS  250  central 
office  switches  —  one  on  the  East 
Coast  and  one  on  the  West  Coast. 

The  local  serving  office  will 
pass  a  user’s  Primary  Rate  Inter¬ 


face  link  off  to  the  nearest  ISDN- 
ready  switch,  Kero  said,  but  the 
user  will  only  be  charged  for  T-l 
access  to  the  local  switch.  He  said 
ISDN  demand  is  expected  to  be 
low  at  first,  so  two  switches 
should  be  able  to  support  the  traf¬ 
fic. 

By  way  of  comparison,  AT&T 
currently  supports  Primary  Rate 


The  Integrated  Telenet  Packet 
Data  Access  feature  enables  cus¬ 
tomers  to  access  the  packet¬ 
switching  network  of  Telenet,  US 
Sprint’s  data  communications 
subsidiary,  on  a  dynamic  basis. 
Currently,  Telenet’s  network  is 
accessed  via  either  dial-up  or  pri¬ 
vate  lines. 

If  private-line  access  is  used, 


Us  Sprint  ISDN  will  also  support 
dynamic  access  to  switched  56K  bit/sec 
and  so-called  restricted  and  clear 
64K  bit/sec  services. 

▲  AA 


Interface  service  from  serving  of¬ 
fices  in  nearly  70  cities  and  plans 
to  increase  the  number  of  cities  to 
110  in  1990. 

US  Sprint  will  offer  its  initial 
set  of  ISDN  features  over  the  Pri¬ 
mary  Rate  Interface  link.  The  Pri¬ 
mary  Rate  Interface  specifies 
how  a  T-l  line  is  segmented  into 
23  64K  bit/sec  B  channels  for 
voice,  data  or  video  traffic,  and 
one  64K  bit/sec  D  channel  for 
out-of-band  signaling  and  packe- 
tized  data  transmission. 


the  entire  bandwidth  of  the  link  is 
allocated  for  access. 

However,  with  the  new  ISDN 
capability,  users  will  be  able  to  al¬ 
locate  only  the  number  of  B  chan¬ 
nels  actually  needed  for  data 
transmissions. 

Call-by-call  Service  Access  al¬ 
lows  customers  to  dynamically 
assign  B  channels  for  voice,  data 
or  video  transmission.  Currently, 
channels  must  be  dedicated  to 
only  one  service.  This  feature  is 
similar  to  AT&T’s  Call-by-Call 


US  Sprint  goes  public  uith  ISDN  test  lab 


By  Anita  Taff 

Washington  Bureau  Chief 

BURLINGAME,  Calif.  —  US 
Sprint  Communications  Co.  last 
week  showed  off  its  Integrated 
Services  Digital  Network  labora¬ 
tory  here. 

The  lab,  which  played  an  im¬ 
portant  role  in  the  development 
of  the  US  Sprint  ISDN  services 
announced  last  week,  is  de¬ 
signed  for  interoperability  test¬ 
ing  of  ISDN  equipment  from 
multiple  vendors. 

Terry  Kero,  director  of  sys¬ 
tems  planning  at  US  Sprint,  said 
the  lab  will  also  be  a  key  compo¬ 
nent  in  the  development  of  fu¬ 
ture  ISDN  features  to  be  offered 
by  US  Sprint.  The  lab  has  already 
been  used  in  ISDN  field  trials  in¬ 
volving  US  Sprint  locations  in 
Kansas  City,  Mo.,  and  New  York. 

Kero  said  the  lab  will  be 
opened  to  selected  customers 
that  want  to  test  experimental 
ISDN  applications  for  their  busi¬ 
nesses.  Additionally,  the  lab  will 
be  used  as  a  demonstration  cen¬ 
ter,  giving  customers  an  oppor¬ 
tunity  to  see  working  ISDN  appli¬ 
cations  and  to  suggest  new  ones. 
That  will  give  US  Sprint  the 
chance  to  gauge  whether  pro¬ 
posed  services  would  be  com¬ 
mercially  viable,  he  said. 

That’s  important  for  US 
Sprint,  Kero  said,  because  the 
carrier  will  only  get  paid  for  fea¬ 
tures  people  use.  Manufacturers 
have  a  greater  margin  for  error 
“because  the  equipment  vendor 


gets  paid  whether  [customers] 
use  three  features  or  93  fea¬ 
tures,”  he  said. 

According  to  Kero,  one  of  the 
most  serious  technical  issues 
facing  ISDN  is  the  inability  of 
switching  equipment  from  dif¬ 
ferent  vendors  to  interoperate. 

The  problem,  he  said,  is  due 
to  differences  in  the  way  various 
vendors  have  implemented  ISDN 
standards. 

For  example,  differences  be¬ 
tween  AT&T’s  and  Northern  Te¬ 
lecom,  Inc.’s  implementation  of 
the  ISDN  Primary  Rate  Interface 
make  it  difficult  for  those  com¬ 
panies  to  exchange  voice  traffic 
between  their  switches,  Kero 
said. 

To  conduct  interoperability 
tests,  the  lab  houses  a  small- 
scale  version  of  US  Sprint’s  na¬ 
tional  network  linking  five  pri¬ 
vate  branch  exchanges  from  four 
vendors:  Northern  Telecom’s 
SL-1  and  SL-100,  AT&T’s  System 
85,  Fujitsu  Business  Communi¬ 
cations  Systems’s  Focus  9600, 
and  Siemens  Information  Sys¬ 
tems,  Inc.’s  Saturn  2E.  The  net¬ 
work  supports  Common  Chan¬ 
nel  Signaling  System  7. 

Kero  said  the  lab  has  also 
placed  orders  for  IBM/Rolm 
Systems  Division’s  9750  and 
NEC  Corp.’s  2400  PBXs  but  not¬ 
ed  that  versions  with  Primary 
Rate  Interfaces  are  not  yet  avail¬ 
able  (see  “NEC  to  unveil  en¬ 
hancements  for  its  NEAX  2400 
line  of  switches,  page  7). 


The  lab  also  includes  two 
Northern  Telecom  DMS-250 
central  office  switches,  two 
packet  switches  from  Telenet 
Communications  Corp.  and  a 
range  of  network  management 
and  test  equipment.  In  addition 
to  the  PBXs,  a  variety  of  ISDN 
customer  premises  equipment 
from  a  number  of  vendors  can  be 
tested. 

Earlier  this  month,  US  Sprint 
brought  in  1 00  of  its  top  custom¬ 
ers  to  view  the  lab  and  demon¬ 
strations  of  nine  ISDN  applica¬ 
tions,  which  were  also  shown  to 
the  press  last  week. 

The  applications  range  from 
simultaneous  voice  and  data 
calls  and  delivery  of  automatic 
number  identification  with  data 
base  lookup,  to  a  multimedia 
ISDN  transmission  involving  vid¬ 
eoconferencing  over  two  B 
channels  and  dynamic  use  of  ad¬ 
ditional  B  channels  to  send  data 
files  and  facsimile. 

Most  of  the  demonstrations 
involved  interconnection  of 
multivendor  ISDN  equipment,  as 
well  as  the  linkage  of  non-ISDN 
and  ISDN  equipment. 

Kero  said  ISDN  is  finally  shed¬ 
ding  its  image  as  the  technology 
that  would  never  happen  partly 
because  users  are  beginning  to 
get  a  more  realistic  view  of  what 
it  can  offer.  ISDN  has  been  incor¬ 
rectly  pitched  as  an  end  in  itself, 
but  it  is  really  just  a  building 
block  in  the  development  of  in¬ 
telligent  networks,  he  said.  □ 


Service  Selection. 

Calling  Number  Identifica¬ 
tion,  frequently  referred  to  as 
ANI,  displays  on  screen  the  tele¬ 
phone  number  of  an  incoming 
call. 

The  VPN  PBX  Interworking 
feature  will  initially  support 
three  features:  calling  line  identi¬ 
fication,  calling  party  name  and 
ring-back  for  busy  calls. 

US  Sprint  ISDN  will  also  sup¬ 
port  dynamic  access  to  switched 
56K  bit/sec  and  so-called  re¬ 
stricted  and  clear  64K  bit /sec  ser¬ 
vices.  With  the  restricted  64K  bit/ 
sec  service,  users  have  the  full 
64K  bit/sec  channel  bandwidth 
available,  but  the  circuit  is  subject 
to  failure  if  the  data  stream  con¬ 
tains  a  string  of  1 5  zeros.  The  64K 
bit/sec  clear  service  uses  a  spe¬ 
cial  protocol  to  prevent  network 
failures  due  to  long  zero  strings. 

US  Sprint  released  few  details 
about  its  ISDN  pricing,  but  Gerry 
Canavan,  director  of  enabling 
technologies  at  US  Sprint,  said 
there  will  be  a  monthly  recurring 
fee  of  between  $  200  and  $400  for 
each  D  channel. 

Canavan  said  there  will  also  be 
an  installation  charge  and  indi¬ 
vidual  charges  for  ANI  and  call- 
by-call  service  features,  but  he 
declined  to  specify  any  of  the 
amounts.  These  charges  do  not 
include  costs  for  the  T-l  link.  □ 


Wholesaler 
banks  on  EDI 

continued  from  page  5 
product  announcements  via  EDI, 
Super  Valu  hopes  to  reduce  these 
mix-ups.  “Basically,  we  want  our 
vendors  to  take  over  the  job  of 
maintaining  our  [purchasing] 
data  bases,”  Zwanziger  said. 

Super  Valu  began  urging  its 
suppliers  to  adopt  EDI  UCS  for  de¬ 
livering  promotion  and  price 
change  announcements  in  1986, 
when  it  began  pilot-testing  the 
standards.  The  company  now  ex¬ 
changes  such  data  via  EDI  with  15 
grocery  industry  brokerage 
firms,  each  of  which  represents 
anywhere  from  25  to  75  vendors 
from  which  Super  Valu  buys 
goods,  Zwanziger  said. 

Super  Valu  is  also  working 
with  one  broker  to  test  another 
EDI  UCS  for  delivering  informa¬ 
tion  about  new  products  and 
changes  in  existing  products. 

Currently,  only  a  small  per¬ 
centage  of  all  the  price  change, 
promotion  and  new  product  an¬ 
nouncements  SuperValu  receives 
from  its  suppliers  arrive  via  EDI. 
Zwanziger  said  Super  Valu  wants 
to  extend  its  use  of  EDI  so  that 
nearly  all  of  these  notices  arrive 
electronically.  “EDI  has  the  po¬ 
tential  to  change  the  way  we  do 
business,”  Zwanziger  said.  □ 


Users  hail  SNA  but  look  ahead 


continued  from  page  8 

chical  networking  approach  in  fa¬ 
vor  of  a  distributed,  peer-to-peer 
approach.  In  hierarchical  net¬ 
working,  all  devices  must  request 
permission  from  a  host  before  ac¬ 
cessing  network  resources.  Peer- 
to-peer  networking  enables 
nodes  to  bypass  the  host  and  es¬ 
tablish  direct  connections. 

For  most  users,  IBM ’s  PU  2.1 
and  LU  6.2  protocols,  which  en¬ 
able  an  application  on  one  device 
to  communicate  with  an  applica¬ 
tion  on  another,  are  becoming  es¬ 
sential  components  of  network 
strategy.  So  is  IBM’s  2-year-old 
Low  Entry  Networking  (LEN)  sys¬ 
tem,  which  is  currently  imple¬ 
mented  on  Application  System/ 
400  and  System/3X  minicom¬ 
puters.  LEN  enables  those  sys¬ 
tems  to  route  traffic  between  at¬ 
tached  devices  without  a  front- 
end  processor. 

But  there  are  limitations  with 
PU  2.1  and  LU  6.2,  users  say. 
Jawaid  Ekram,  manager  of  net¬ 
work  development  for  Covia 
Corp.,  which  operates  United  Air 
Lines,  Inc.’s  Apollo  reservation 
network,  said  PU  2.1  and  LU  6.2 
do  not  support  true  peer-to-peer 
networking  since  a  host  must  still 
establish  a  session  between  the 
terminal  and  the  application. 

And  for  some  users,  a  hierar¬ 
chical  approach  still  makes 
sense.  “Our  environment  is  a 
centralized  environment,”  said 
Scott  Loftesness,  senior  vice- 
president  of  engineering  for  Visa 
USA,  Inc.’s  VlsaNet.  “So  hierar¬ 
chical  networking  is  compatible 
with  our  view  of  the  world.” 


VisaNet  is  a  high-volume 
transaction  processing  net  that 
supports  authorization  of  pur¬ 
chases  made  with  the  Visa  card. 

Peer-to-peer  networking  is  a 
major  component  of  IBM’s  SAA 
strategy.  SAA  helps  users  and 
vendors  build  applications  that 
can  be  ported  from  one  IBM  pro¬ 
cessor  to  another. 

Users  such  as  Sears  are  trying 
to  build  SAA-compliant  applica¬ 
tions  that  support  administrative 
tasks.  These  SAA  applications, 
which  feature  a  common  user  in¬ 
terface,  enable  end  users  to  ac¬ 
cess  data  or  other  network  re¬ 
sources  without  having  to  learn 
special  procedures. 

For  other  users,  SAA  is  not  im¬ 
portant.  “We’re  at  the  high  end  of 
performance  requirements  so  it’s 
not  clear  SAA  will  be  meaningful 
to  Visa,”  Loftesness  said.  Sup¬ 
porting  SAA  applications  means 
adding  processing  overhead  that 
will  slow  the  network. 

In  addition,  Loftesness  said 
the  TPF  operating  system  that 
Visa  currently  uses  is  not  defined 
under  SAA,  making  it  difficult  for 
Visa  to  build  SAA  applications 
even  if  it  wanted  to  do  so. 

He  worries  that  as  IBM  evolves 
SAA,  it  will  spend  the  bulk  of  its 
resources  enhancing  elements  of 
SNA  that  can  be  used  by  SAA  ap¬ 
plication  developers. 

“There  are  some  very  large 
and  important  IBM  customers  in 
the  TPF  market,”  Loftesness  said. 
“IBM  can  not  glibly  say  that  SAA 
is  the  answer  to  all  our  prayers 
because  it’s  not.”  □ 
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T-l  mux  vendors 
race  to  T-3  mart 

continued  from  page  2 
oped  a  T-3  product  in-house,  said 
company  President  Victoria 
Brown,  but  the  acquisition  of 
Broadband  Telesystems  will  en¬ 
able  the  company  to  introduce 
T-3  equipment  by  year  end. 

Other  vendors  have  taken  sim¬ 
ilar  tacks.  In  May,  Infotron  Sys¬ 
tems  Corp.  bought  T-3  multiplex¬ 
er  maker  Licom,  Inc.  for  an 
undisclosed  sum;  and  last  year, 
Digital  Communications  Asso¬ 
ciates,  Inc.  bought  Digital  Trans¬ 
mission  Systems,  Inc.,  a  Nor- 
cross,  Ga.-based  T-3  cross- 
connect  start-up. 

Network  Equipment  Technol¬ 
ogies,  Inc.  (NET)  —  which  said  it 
will  start  shipping  its  internally 
developed  Integrated  Digital  Net¬ 
work  Exchange  90  T-3  switch  in 
the  first  quarter  of  1990  —  plans 
to  unveil  a  SONET-compliant  T-3 
box  with  the  help  of  Tellabs,  Inc. 
(“NET  unveils  T-3  mux  in  prod¬ 
uct  blitz,”  NW,  April  17). 

Other  players  include  General 
DataComm,  Inc.,  which  is  slated 
to  make  a  T-3  announcement  at 
the  Tele-Communications  Asso¬ 
ciation,  Inc.  show  in  San  Diego 
later  this  month,  and  Newbridge 
Networks,  Inc.,  which  offers  an 
integrated  T-l /T-3  product. 

NET  favored 

If  NET  stays  on  course,  it  may 
be  able  to  translate  its  market¬ 
leading  share  of  the  T-l  business 
into  a  leading  role  in  the  T-3  are¬ 


na,  according  to  Michel  Guite,  a 
vice-president  and  telecommuni¬ 
cations  equipment  analyst  at  Sal¬ 
omon  Brothers,  Inc.,  a  New  York- 
based  investment  firm. 

Vertical  Systems  estimates 
that  NET  will  capture  a  22.8% 
share  of  the  $581.9  million 
worldwide  T-l  multiplexer  mar¬ 
ket  this  year. 

“This  market  is  not  so  much  a 
clear  contest  between  technol¬ 
ogies  as  it  is  between  installed 
base  quality,”  Guite  said.  “NET 
has  the  installed  base,  and  its 
sales  are  strong.  Those  compa¬ 
nies  that  do  not  have  a  big  cus¬ 
tomer  base  will  have  to  go  back 
and  emphasize  their  technology 
to  try  to  get  users  of  other  ven¬ 
dors’  products  to  retrofit  their 
networks  —  and  that  could  be  dif¬ 
ficult.” 

Mark  LaRow,  a  senior  manag¬ 
er  at  the  Network  Strategies  prac¬ 
tice  of  Ernst  &  Young  in  Fairfax, 
Va.,  agreed.  “Almost  nobody 
comes  in  cold  and  buys  a  T-3  net¬ 
work,”  he  said.  “I  would  expect 
anybody  that  has  an  existing  T-l 
network  to  buy  their  T-3  stuff 
from  the  same  vendor.” 

One  thing  critical  to  all  play¬ 
ers  will  be  the  ability  to  provide 
an  integrated  T-l /T-3  environ¬ 
ment,  said  Len  Evenchik,  director 
of  data  communications  for  the 
commonwealth  of  Massachu¬ 
setts. 

Evenchik  recently  wrapped  up 
a  request  for  information  for  a 
statewide  T-l  backbone  network 
that  could  require  some  T-3 
equipment  to  support  high-band¬ 


width  applications,  such  as  data 
center  backup. 

“The  first  thing  I’d  ask  a  given 
vendor  is  ‘How  does  your  T-3  of¬ 
fering  mesh  into  your  network 
management  system?’  ”  Even¬ 
chik  said.  He  added  that  it  is  too 
early  in  the  planning  stages  to 
rate  the  vendors’  responses. 

Vendors  that  intend  to  sell  T-3 
products  to  their  T-l  customer 
base  must  also  be  ready  to  offer 
products  compliant  with  SONET, 
according  to  Vertical  Systems’ 


Malone.  SONET  is  an  emerging 
international  standard  for  send¬ 
ing  T-3  signals  over  fiber  optics  at 
51.84M  bit/sec. 

By  the  time  many  users  are 
ready  to  buy  T-3  products,  the 
SONET  standard  should  be  final¬ 
ized  and  in  wide  use,  Malone  said. 

A  number  of  vendors,  includ¬ 
ing  Timeplex,  NET,  Newbridge 
Networks  and  Infotron,  have 
pledged  compliance  with  nation¬ 
al  and  international  standards, 
including  SONET.  □ 


AT&T  to  offer 
virtual  net 

continued  from  page  2 
State  University  in  Detroit,  said 
he  will  wait  until  he  can  examine 
the  AT&T  tariff  filing  before  he 
decides  whether  to  drop  the  US 
Sprint  VPN  service  he  now  uses 
and  opt  for  MAGNET. 

Bursick  said  he  has  discussed 
the  service  with  AT&T  account 
representatives  but  is  unsure 
what  the  actual  filing  will  con¬ 
tain.  “I  have  no  sense  right  now 
what  the  realities  [of  AT&T’s  pro¬ 
posal]  are,”  he  said.  “I  have  a  lot 
of  talk  in  my  spreadsheets.” 

In  response  to  the  proposed 
AT&T  plan,  Bursick  said  US 
Sprint  recently  told  the  university 
it  would  reduce  the  school’s  per- 
minute  charges  and  apply  a  25% 
across-the-board  discount  on  top 
of  that.  “I’m  putting  that  into  my 
spreadsheets  too,”  he  said. 

“I  don’t  want  to  find  a  bill  I 
can’t  understand  because  it’s 


been  jury-rigged,”  he  said.  At 
Wayne  State,  he  explained,  the 
telecommunications  department 
has  no  budget.  It  charges  back  all 
costs  to  the  various  university  de¬ 
partments.  If  switching  to  a  new 
network  requires  reprogram¬ 
ming  the  cost-allocation  system, 
potential  savings  from  the  new 
network  would  be  reduced. 

Smaller  colleges  that  have  less 
individual  bargaining  power 
stand  to  benefit  substantially 
from  MAGNET,  users  say.  George 
Race,  telecommunications  man¬ 
ager  at  Albion  College  —  a 
1,600-student  college  in  Albion, 
Mich.  —  said  the  program  “puts 
small  private  schools  in  a  better 
position  to  get  discounted  rates.” 

Not  having  seen  the  AT&T  pro¬ 
posal,  he  could  not  comment  on 
whether  it  would  be  cost-effective 
for  Albion  to  join  MAGNET.  “My 
hope  is  that  private  schools 
would  be  able  to  have  the  same 
opportunities  and  advantages  as 
the  larger  schools,”  he  said.  □ 
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"llalendar 

Sept.  18-21,  New  Or¬ 
leans  —  16th  Annua 
North  American  Data  Gen¬ 
eral  Users  Group  Confer¬ 
ence.  Contact:  North  Ameri¬ 
can  Data  General  Users 
Group,  Suite  3150,  4807 
Spicewood  Springs  Road,  Aus¬ 
tin,  Texas  78759;  (800)  877- 
4787. 

Sept.  18-22,  Orlando  — 
COMPSAC  ’89.  Contact: 
Computer  Society  of  the 
IEEE,  1730  Massachusetts 
Ave.  N.W.,  Washington,  D.C. 
20036;  (202)  371-1013. 

Sept.  18-22,  Sturbridge, 
Mass.  —  Fiber-optic 
Workshop.  Contact:  Fiber¬ 
optic  Communications  Corp., 
298  New  Boston  Road,  Stur¬ 
bridge,  Mass.  01566;  (508) 
347-8192. 

Sept.  19-21,  Detroit  — 
Autotech  ’89.  Contact:  Auto¬ 
motive  Industry  Action  Group, 
Suite  200,  26200  Lahser 
Road,  Southfield,  Mich. 
48034;  (313)  358-3570. 

Sept.  19-21,  Tarrytown, 
N.Y.  —  Network  Manage¬ 
ment  and  Control  Work¬ 
shop.  Contact:  Center 
for  Advanced  Technology  in 
Telecommunications,  333  Jay 
St.,  Brooklyn,  N.Y.  11201; 
(718)  260-3600. 

Sept.  20,  San  Francisco 

—  Two  Sides  of  Sys¬ 
tems  Integration:  Market 
Trends  &  Buyer  Perspec¬ 
tives.  Contact:  International 
Data  Corp.,  5  Speen  St., 
Framingham,  Mass.  01701; 
(508)  872-8200. 

Sept.  20-22,  Chicago  — 
Disaster  Recovery.  Contact: 
CHI/COR  Information  Man¬ 
agement,  Inc.,  10  South  River¬ 
side  Plaza,  Chicago,  Ill. 
60606;  (312)  454-9670. 

Sept.  20-22,  Detroit  — 
Broadband  LAN.  Contact: 
Magnavox  CATV  Systems  Co., 
100  Fairgrounds  Drive,  Man¬ 
lius,  N.Y.  13104;  (315)  682- 
9105. 

Sept.  21-22,  Chicago  — 
Understanding  Telecom¬ 
munications  Technolo¬ 
gies  for  Nonengineers. 

Contact:  TeleStrategies,  1355 
Beverly  Road,  McLean,  Va. 
22101;  (703)  734-7050. 

Sept.  27-28,  New  York 

—  Personal  Computing 
’89.  Contact:  International 
)ata  Group  Conference  Man¬ 
agement,  20  Speen  St., 
Framingham,  Mass.  01701; 
(508)  879-6700. 
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Between  now  and  September  30  you’ll 
receive  an  $895  dial  back-up  option  FREE  when  you 
purchase  our  LN  19.2  or  M1928Li  modem  from 
an  authorized  Fujitsu  distributor. 

These  19.2  Kbps  trellis  coded  modems  allow 
you  to  send  twice  the  data  of  a  9600  bps  modem 
on  a  single  line.  And  in  the  event  of  a  leased  line 
failure,  the  dial  back-up  unit  will  quickly  restore  the 
circuit  over  the  dial  network. 

A  two  channel  multiplexer,  modem  sharing 
and  analog  monitoring  are  just  a  few  of  the  features 
inherent  in  these  advanced  modems. 


All  our  modem  products  are  backed  by 
Fujitsu's  comprehensive  modem  insurance  policy 
and  nationwide  customer  service.  Plus  we  offer  free 
installation  of  all  L  and  LN  series  modems* 

While  our  modems  are  designed  to  run  for 
years,  the  free  dial  back-up  offer  is  not.  To  take 
advantage  of  this  limited-time  savings,  contact  Fujitsu 
America,  Data  Communications  Division  for  the  name 
of  the  distributor  nearest  you.  Call  800-422-4878: 
in  California  408-434-0460;  and  in  Canada, 
416-673-8666. 


'This  limited  offer  for  Free  Modem  Installation  is  only  open  to  new  purchases  of  L  and  LN  modems  from  an  authorized  Fujitsu  America  distributor  and  is  subject  to  the  terms  of  our  Free  Modem  Installation  Policy. 


See  us  at  TCA  Booth  #’s  1 1 04-1 1 1 5 


